SPOT 


REG. U.S. PAT. OFF. 


SASH CORD 


We make solid braided cord of all 


Known for more than half a cen- 
kinds, including other sash cords, 


tury as the most durable material 
forhanging windows. Guaranteed 
free from imperfections of braid — as ; 
‘ : ; me —— hollow braided cord and polished 
or finish. Specified by architects . 
j cotton twine. 
everywhere. 


clothes lines, small lines, etc., also 
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WoosTER '8555#1 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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But Yale & Towne’s POST adver- 
tising preserves the reputation that 
you helped to build. 


It may seem strange to some hardware 
dealers that Yale & Towne, whose man- 
ufacturing facilities are almost wholly 
devoted to war work, should be investing 
thousands of dollars in the SATURDAY 
EVENING POST to tell people why Yale 
Locks are better. 

Our reasoning is this. Our locks have 
had a fine reputation for many years. That 
reputation is worth much to us—and to 
you. We should protect it during the 
period when our locks are, in most.part, 
unavailable. 

And we should also, in this period, give 
our maximum support to our friends, the 
hardware dealers. 


~YALE- 


The name YALE 
helps make the Fale 

















__. THE JOKE OF THE 
DYING DIAMOND TRADER 


Quinn could bef erty 
in th 
operty and 90 


I. J. Segal, the Boston locksmith in this‘ 
case, has overs half-centary’s experience. 
He says: “Whether it’s a lock on a sate 
ot a padlock on yous: garage, the name 

| YALE mesns che’ sitmost in ra 
Price for price, aaa aces in a” 
Yale & Towne Lock)” 


Despite shorrages in some tines, your 
hardware dealer still carries many prod- 
bay erem tn: omy office or work.” 
shop . 

nm 


ecessary,. you 
in good repair. Theale 7 
facturi Sus 





YALE 


7m sex Speneanecs BY sus wor.o's LiAoINe. 10cK expres 


This advertisement, in two colors, is in the March 31 issue of the 
SATURDAY EVENING POST 


YALE PUTS 3 BIG SALES MOVERS INTO YOUR BUSINESS AS: 


THE YALE & TOWN 


MANUFACTURING COMPANY 
STAMFORD, CONN., U.S.A. 








Hardware Age, published every other Thursday by Chilton Co. (Inc. ). 
March 3, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each 


APRIL 12, 1945 


Entered “ second- .7 matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
7ol. 155. No. 8. ° 
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Theater 
Construction 








Stanley Hardware takes hard wear! Its durable 
qualities — combined with reliable performance 
and attractive styling —- make it especially desir- 
able for theater construction. By offering the 


Stanley line, you gain an immediate advantage 


(a 




















over all competition. Forward-looking hardware 
dealers will be ready with a good stock of Stanley 
Hardware when theaters and other sizable build- 
ing projects get under way in their localities. 
The Stanley Works, New Britain, Connecticut. 
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You’ve made a lot of Friends 
in this War... 


FRoM YOUR customers, we receive many unsolicited letters. 
Read these remarks by just a few grateful owners of watches and 
clocks made by Ingersoll: 





Dropped in mudhole— Dried over fire... 
A soldier writes:“. .. though I dropped 
my Ingersoll many times, it ticks 
merrily on its way . .. it fell in a mud- 
hole... I retrieved it and held it over 
a fire . . . next day it was running 
smooth as ever.” 





Ingersoll, tough guy of company . .. A 
soldier writes: “Most of the boys had 
every other make I ever heard of, 
but they just couldn’t take it. My 
Ingersoll still keeps perfect time.” 
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Center, 630 Fifth Avenue, New York 20, N.Y.) World’s largest watch- ; 
makers, now making precision instruments for U. S. fighting machines. Will 
TEME)| resume, when practicable, the manufacture of spring-wind clocks, electric 
clocks, and timing devices for all industrial uses. 


S The United States Time Corporation. (Sales Headquarters at Rockefeller , 





Stands up to extreme New Guinea 
dampness ... An Army doctor in New 
Guinea writes: “Ingersoll stands up 
much better than any other watch 
under extreme dampness.” 


(OS, 


Shake out the gravel and let her tick . . . 
An Army Engineer in France writes: 
**,.. gets me how guys with their $45 
and $50 watches ask me what time it 
is. They get a little dust in their 
watches and they stop. Every couple 
months I open mine, shake out the 
gravel and clean it with gas, and let 
her tick. It doesn’t lose or gain a 
second, week in week out.”’ 








Kicked across room — Dropped from 
highboy . . . A soldier’s wife writes: 
“...as we place it on the floor at 
night, it has been kicked across room 
any number of times . . . dropped 
from highboy several times yet keeps 
correct time to the minute.” 


A) 









s_—— 


Defied London blitz... An English- 
woman writes: “. .. my 8-day chime 
Waterbury . . . bought in 1925... 
has stood up to bombing and gunfire 
. . » I put it on floor as concussion 
might have knocked it off mantel- 
piece. When London’s big clocks 


chime, my clock does, too.” 


COUNT ON THE UNITED STATES 
TIME CORPORATION TO KEEP THESE 
FRIENDS AND MAKE YOU 
MANY MORE FRIENDS... 


Get ready for new Ingersoll high pre- 
cision clocks and watches at Ingersoll 
popular prices. U. S. Time has mas- 
tered the wartime miracle of making 
precision parts in mass production. 


THE MOST FAMOUS NAME IN TIME 







ane fs 4 ‘The Army-Navy E Flags have been 


awarded to both our plants at 
Waterbury and Middlebury, Conn, 
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PERFECTION 
Wicks and Repair Parts 








bring in business now! Display them prominently! | 
It’s Patriotic . . . It’s Profitable 


a — or 






T’S GOOD BUSINESS to make genuine now! At present our war work only permits us = 

Perfection Wicks and Repair Parts the Stars ‘ to supply limited quantities of Perfection Oil ha 
of your Show Room! Display them promi- Ranges and Heaters for the most essential a 
nently! Suggest them as a sure means of civilian needs. But you can build up big, Re 
conserving precious kerosene . . . a sure way profitable postwar Perfection appliance busi- + 
to get competent performance from Perfection ness now—by keeping your customers’ present A 
Ranges and Heaters! Perfections performing in a manner worthy of a 
We'll supply you with Perfection Inner-Flow their name . . . with genuine Perfection Wicks a 
Wicks that give most heat from every precious and Repair Parts! Remember it’s patriotic to re 
drop of kerosene! We’ll supply you with the keep your customers’ ranges and heaters in | 


Repair Parts you need for profitable business, good working order. 


PERFECTION STOVE COMPANY 


MORE WAR BONOS ANDO SWEAT MEAN Less BLOOD AND 
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O'MALLEY VALVE CO. 
Si Offers Yor The uly 


Inexpensive line of improved — AUTOMATIC — Self- 
Centering Valve and Faucet RESEATERS ON THE 
MARKET. 


Renews worn or scale encrusted valve seats with 
patented cutter head that rolls brass away and pol- 
ishes at the same time leaving no scratches and 
insures a flat bearing surface for new washer. 


THIS IS THE FINEST LINE OF FAUCET & VALVE 


RESEATERS SOLD WITHIN MANY DOLLARS OF 
THEIR PRICE. 





| VITALTO WAR EFFOR 





















We also manufacture a smaller set for 
most ordinary home faucet-reseating, 
that retails at the low price of 32c. 








Leading jobbers through-out 
United States and Canada are 
handling this line-- Order from 
them direct. if your jobber does 


OTHER POPULAR MODELS OF O'MALLEY 
VALVE & FAUCET RESEATERS IN DEMAND. . 


ae ee ee we O'MALLEY DELUXE MODEL... 
address. Accommodates 34", '/2", 52" and. 34" faucets, 


equipped with long shank to take care of built-in 


AVAILABLE FOR PROMPT tubs and showers. Retails at 


BRLSWER Ve 2... RRS NS HIOWETS. NOTANS GT.............-02.--0---ccrere 
caries tonic, saeobened O'MALLEY RED-HEAD MODEL 


Accommodates 3", !/2", 54" and 34" Faucets as 
well as 34", !/2", 34" and |" Jenkins Disc Valves. 
NY MO eA, .. ananesiguctbncasasaocscd $3.00 


and Plumbing jobbers every- 
where. 








| EASY TO USE - FAST SELLER 
IN CONSTANT DEMAND 





EDWARD O'MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO, ILL. 


CANADIAN REPRESENTATIVE 


oe) °3.44) mm :] 40) ea. am On OP 
408 McGill Street Montreal, Canada 
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PICK THIS DAZEY NOW 
FOR BIG 
PROFITS 


The DAZEY SENIOR §| © 
CAN OPENER-—first and = 


finest of its kind—is available 






4 , 


on an allocation basis. This fa- 








mous kitchen helper has long been - 

a favorite with millions of American ca 
homemakers. Order a Dazey first—a “best be 
seller” and big profit maker. . 


ee THEN 
WAIT ’TIL 
THESE 


DAZEYS 
BLOOM 


Yes, the entire 
DAZEY line 
will be avail- 
able again, just as 

soon as Government 4 
restrictions are lifted. So don’t stock up on ™ 
inferior, hard-to-sell items — wait for the best 
... DAZEY...let’s hope it won't be long now! 









ALUMINUM 
JUICER 












DE LUXE 
BN CAN OPENER 































DAZEY CORPORATION « ST. LOUIS 7, MISSOURI 
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Bolly 


For the most attractive line of table mats and the finest 
hot dish protection a table can have, be ready to offer your 
customers “BETTY BREWER” Table Mats. The beauty 
ef their designs—the trimness of their double thick con- 
struction—and their easy pick-up feature make for fast 
turnover, good profits, and satisfied customers. 


Betty Brewer Mats are not heavy, clumsy mats—in- 
stead they’re new streamlined, double thick insulated 
mats that look attractive on the table and give complete 
protection against any hot serving dish. They’re easy to 
pick up from even the most polished table surfaces be- 
cause tops project over base edges. 

» All mats are washable—some are reversible. All are 
available in beautiful gift boxes, or banded with cello- 
phane and tied. Popular prices—good profit margin. Ask 
your jobber for Betty Brewer Table Mats. 





$4.91 per dozen sets. 


2 


To right—Betty Brewer Coolcrest Series 
have heavy Pyroxylin projecting tops. 3 piece 
sets—No. 80-i— IVOR Y—No. 80-R—RED— 
No. 80-G—GREEN and No. 80-B— BLUE— 
Cello-banded and tied in attractive gift boxes, 


To left—Betty Brewer Coolcrest Series 4 
piece sets—WNo. 82-1—IVORY—No. 82-R— 
RED — No. 82-G — GREEN — No. 82-B— 
BLUE —Cello-banded and tied in attractive 
gift boxes, $7.93 per doz. sets. 


All Prices F.O.B. Factory 


LA 


TABLE MATS 









Above—Betty Brewer Mat Ne. 70-R—ROSE— 
White with satin stripe—Rose decoration. 3 pc. 
set—Tied and cello-banded in gift box, $4.68 per 
doz. No. 73-R—ROSE—4 pc. set tied and cello- 
banded in gift box, $7.28 per doz. 


To left—Betty Brewer Mats Nos. 50-T—TULIP 
—51-jJ— JONQUIL—52-N—NASTURTIUM— 
53-C— CLIPPER—54-G—GARDEN—55-B— 
BOUQUET—56-L—LARKSPUR. 3 pc. sets—in 
gift boxes, $4.00 per doz. sets. 





CHAS. A. BREWER & SONS ¢ 6320 S. HARVARD AVE. ¢ CHICAGO 21, ILLINOIS 


We Packed 89,582,726 Packages of Food for the Armed Services in 1944. We'll pack many millions more in 1945. 
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GREATER PROFITS 
BIGGER SALES 


Eatienr...Faster 


with the 


(JWeeN FARM SERVICE LINE 

















Here’s a fast-selling farm service line it will pay Many distributors and dealers are taking on this 
you to handle. Yes, pay you in sales, greater fast-selling line now. For more complete service 
profits and in customer satisfaction. to dealers, progressive distributors will want to 
Expanded plant facilities now enable us to supply investigate the Queen Farm Service Line. Sold to 
a limited number of additional distributors and all jobbers. 


dealers, without affecting requirements of our 


present customers. On many of these items imme- Write today for literature, price list and discounts, 





diate shipment can be made; on others, advance productive sales helps. Tell us the number of 

orders can be taken now for future delivery. catalog pages you ‘want. y 
A big responsive market exists for these Queen 
Farm Service products. Liberal discounts, exclu- A ] h er t L Ba F oun d r y C Oo. 

sive sales features, assure profitable selling. DIVISION OF QUEEN STOVE WORKS, INC., ALBERT LEA, MINN, 


Queen Oil Burning 


Tank Heater Really SELLS! 

The Only Down Draft Oil Burning Tank 

Heater .. . Gives Economical, Trouble-Free 
Service in All Kinds of Weather 


The market for Queen Oil Burning Tank Heaters is BIG; 5 
responsive. Farmers demand popular Queen Tank Heat- : 
ers, the only Down Draft Oil Burning heater. Flame 
won't blow out in the strongest wind. Be sure to order 
early. Don’t be caught empty handed as many dealers 
were last year. Order today. : 


(NE RI OTT I oP 


FO PETE ET A 
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(Jueen FARM SERVICE 
REPAIR BLOCK : 


A Fast-Selling Specialty 
Item; Year-round « eeeeec6ce 
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HANDY TOOLS 
IN ONE 


































































this Attachment for removing f 
: sections from sickle. 
vice . . 
ot Section rivet punchout 
: ‘ hole. 
to P P P 
. Riveting post for attaching 
ile sections. - 
q es QUEEN FOUNTAIN HEATING ATTACH- 
nts, : — ee quickly, easily to — 4, Guard holder for remov- 
5 revents freezing, even in extreme weather. . : : 
of fe 14 gauge copper bearing steel; enamel fin- ing rivets and changing 
: ish. Badger No. 2 burner; lead coated plates. a 
- kerosene reservoir. Economical. i Z , 
5. Guard plate riveting post. 
o. Z 6. Knife straightening edge. ! 
N. % 7. Link detacher for various 
chains. 
aa XN 
| 
5 QUEEN HOG AND POULTRY FOUNTAIN. QUEEN SWEEP RAKE TOOTH POINTS. 
k Hogs and poultry gain weight, cut feed Square point of heavy cast iron. Overall 
3 costs, when watered steadily. A Queen length, 6%”. Screw hole 4%” back from 
p Fountain (heated in winter) gives them Inside point of tooth. This distance guards 
4 such steady supply. Bowl is 14”x7’x4/2”, against splitting wood tooth. 
i of heavy cast iron; enamel finish. Perfect Round point of cast iron. Length, 5/2”; 
operation, won't clog. Meta! float. screw hole, 4'//.” back of inside point. 
¥ 
QUEEN OIL BURNING BROODER STOVE. P , 
Exclusive Superflame triple combustion i Be 
burner. Automatic draft regulator. Ther- eae A 
mostatic heat control. Complete with : 
QUEEN "A" Cap—prevents down-drafts. A e ‘a 
Order now for later delivery. ; Es QUEEN WATER CONDUCTOR CUP. 
Heavy cast iron unit, can be instantly 
attached to any pump. Made in three 
sizes: 114,” pipe; I'/” pire: 2” pipe. 
Finished in blue enamel. 
4 
8 
4 
4 
Pad 
e3 
+ 
Al 
rh LeacF Iry I 
Alhert Lea°Foundry bo. 
OF QUEEN STOVE WORKS, IN¢ ALBERT LEA, MINN 
AGE APRIL 12, 1945 il 
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Jane Dunbar is telling your cus- 
tomers in their favorite magazines 
about her lovely cooking glass in 
advertisements as illustrated above. 
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8 cup DRIP Coffeemaker: 
Individually pocked, 
1 doz. per carton. 

-— Fair Trade List-$1.49 ea. 


YOUR CUSTOMERS 


San: 9 Your customers will take a shine to 
te Sy) Dunbar Cooking Glass because it’s 
pretty, practical, durable, easy to clean and 
because cooking foods are visible. A quality, 
nationally-advertised line at popular prices 
that sells quickly and gives you a good profit. 
Makes an attractive window or store display. 
QUANTITIES AVAILABLE ARE LIMITED. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


1107 Broadway, New York 10 1836 Euclid Avenve, Cleveland 15 
1556 Merchandise Mart, Chicago 54 


REPRESENTATIVES: BALTIMORE 1: John A. Dobson & Co., 110 
Hopkins Place. DETROIT 26: B. F. Feldner, 1229 Tuller Hotel. LOS 
ANGELES 14: Geo. H. Milfer & Son, 656 S. Los Angeles Street. LOUIS- 
VILLE 2: Geo. R. Espin, 207 Norton Building. NEW YORK 11: John L. 
Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Holt Berni, 456 
Sherlock Building. SAN FRANCISCO 7: Bennett & Johnson Co., 324 
Fifth St. SEATTLE 1: Holt Berni, 102 Terminal Sales Building. CAN- 
ADA: J. K. MacLeod & Company, 90 Sherbourne St., Toronto, Ontario. 
EXPORT SALES REPRESENTATIVE: The American Steel 
Export Co., Inc., 347 Madison Ave., New York 17, N. Y. 
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BRIDE WANTS 

JOB SELLING 

PYREX WARE 
FOR YOU! 


e refrigerator. Each | to 
i : 


























a It washes sparkling clean |the Oven or in th 


Ne ie really three 





-day pleasure, plus real help with 









ILL work for no pay—dguarantees to sell Pyrex 

ware and make cash register ring—ready to go to 
work immediately. 
Watch for her! This beautiful bride will arrive at your 
store about April Ist looking for a job. Just because she’s 
a picture, don’t think for a minute she can’t sell Pyrex 
ware. Your customers will know her because she will be 
seen in 75,000,000 full-color Pyrex ware sales messages 
appearing in 30 national magazines and 109 Sunday 
newspapers between April 20th and June 2nd. She will 
also be featured in your Pyrex ware Bride’s Display Kit. , 
Put her to work in your store—and watch her build your 
Pyrex business. 




















ganar 





SRE i LOPE 


TR 





; rei START WER OFF 
Your Pyrex ware Bride’s Display ED pur were (ove 
Kit will contain a full-size, full- i 


* color reprint of the national ad. PYREX 


4 Take ten seconds to put it on your i FLAVOR SAYER 
counter or in your window. i P/E PLA TE 


Feature this Bride’s display on 
2 your Pyrex ware counter or in 

your window. You'll find it in 
your display kit. It’s in full color and 
holds actual Pyrex dishes. 











is Ee 








DEALER'S NAME 


























This free newspaper mat, in your Bride’s 
3, display kit, plugs the popular Pyrex 

Flavor-Saver Pie Plate featured in the 
national ad. Plan now to make your store 
Pyrex ware Gift Headquarters when the 
national ads break. 
















The familiar orange Pyrex label and trade-mark are 
year-round salesmen for you. It’s a name your custo- 
mers know and look for. 





Ask your distributor’s salesman for full details on Pyrex 
ware’s Bride’s Campaign. 














CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS, CORNING, N. Y. 
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Qf PATHWAY — 








If we could offer these new Mascot Stoves and Heaters for sale now, 
dealers would probably beat a pathway to our door . . . because the 
demands of their customers would soon reflect their irresistible sales- 
appeal. Their smooth, trim lines are an advantage, of course, but 
their big point of superiority is—they make the most of fuel because 
they are HEAT-ENGINEERED. The heaters distribute warmth 
quickly from floor to head level. The stoves are designed for cool 
kitchens and successful cooking. True, our newest models are not 
available now, but others are. Write today for full information. 


MASCOT STOVE COMPANY, DEPT. A, Chattanooga, Jenn. 


MASCOT 
CaceTaarvaayead, 
STOVES HEATERS 
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ding store Gg expert 
brings the latest practical techniques 
to deolers everywhere through Mod 
erneering—Universal’s new store plan. 


ning guide. 


2. Cooperating national manufacturers add 
their practical, down-to-earth experience to 
Moderneering—Pittsburgh Plate Gloss Co 
— store fronts; Congoleum-Nairn, inc. — 
floors; Sylvania Electric Producti inc.— 
lighting; W. C. Heller & Co.—fixtures; The 
Celotex Corp. — interiors. 





Rt “COPYRIGHT 1945, LANDERS, PRARY & CLARK 


HERE’S WHAT THE “U” PLAN 
HAS IN “STORES” FOR YOU! 


Store planning should be practical, basic, 
down-to-earth —that’s Moderneering! It 
should be easily adapted to your local prob- 
lems. It should utilize standard materials 
readily available through established chan- 
nels—that’s Moderneering! 


BTV NAST PATI ANY 


g 
: 


Moderneering points to the future with 
better basic plans and methods for selling 
merchandise easier and faster. It presents the 
latest thinking of outstanding authorities in 


ao 
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ANEW APPROACH... to Practical Store Planning 


4. Moderneering uses standard mo- 
terials which will be readily available 
locally through national manvfactur- 
ers’ channels. 





3. Moderneering’s up-to-the-minute ideas 
on store planning guide your local archi- 
tect in doing the best and most practical 
job for your store. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


Universal Electrical Applionces Distributed in Cate let eek Coe at 












the fields of architecture and retailing de- / 
veloped in cooperation with America’s lead- / 
ing manufacturers of store fronts, floors, 
lighting, fixtures and displays. To make it 
workable for your store... your community 
and your budget, Moderneering supplies 
typical layouts, specifications, estimates and 
local sources of materials. _ 

Simply fill in the coupon—secure your 
Moderneering course and portfolio— 
call in your local architect and you’re 
ready to go. 


























addressed to 150,000 painter-readers of A 
names in chemical research behind these 


advertising campaign to capitalize on 


being built up for paint brushes bristled wi 















A SPECIAL MESSAGE TO DEALE 


A PREVIEW OF 


After covering more than 
75,000 square feet of surface 
Nylon-Bristled Brush shows 
wear of only one-half inch! 


ed brus 


trictions are removed. 


POST-WAR 
faces including rough fin- 
PAINTBR USH ished plaster. After cov- 
PERFORMANCE ering more than 75,000 


square feet the brush was 
still in good condition, 
with trim showing only 
one-half inch wear. 

The remarkable dura- 
bility of nylon-bristled 
brushes is due to the in- 
herent toughness and 








in @ test to determine the durability 
and painting qualities of nylon bris- 
tles, an Ohio painting contractor 
used a nylon-bristled paintbrush on 
a variety of inside and outside sur- 





abrasion-resistance of 
nylon. Shedding of bris- 
tles through breaking is therefore 
prevented and maximum resistance 
to most abrasive surfaces is provided. 
Actual service tests show that Du 
Pont nylon bristles outwear nat- 


OU PONT 


DU PONT NYLON BRISTLES 


A 


‘ of a series 
RS! Below is another cnde deere qrestent 


ca's leading trade magazines. ; 
meg ot tapered nylon-brist! hes, and with o hard hitting 
the enthusiastic interest in them, 


th Du Pont nylon. 


in your community for these new By 
civilian distribution just as soon os wartime res 


a large post-war demand is 
to make your store 


Why not plan now 
They will be available for 


: Slim Bristle says: 
* —" 


of advertisements 




























ural bristles at least three to one! 


NYLON-BRISTLED BRUSHES ARE NOT MADE 
BY DU PONT. ..we supply brush man- 
tufacturers with nylon bristles. Today 
the entire supply of these versatile 
bristles has been allocated by the gov- 
ernment. After Victory a complete 
line of nylon-bristled paintbrushes 
will be made by leading brush man- 
ufacturers for civilian distribution. 


pres sOoKisT: Explains why nylon 
bristles last longer, wear better, are 
more economical to use. Write E. I. 
du Pont de Nemours & Co. (Inc.), 
Plastics .Dept., Arlington, N. J. In 
Canada: Canadian Industries, Ltd., 
Box 10, Montreal. 





“WHEN AVAILABLE..LOOK FOR 
THE BRUSH WITH THE WORD 
NN NYLON ON IT.” 
It is your guarantee of bristles 
possessing a of ad- 
vantages unobtainable in any 
otter goed Samet 
g or synthetic! 
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FRE E DEVOE COUNTER AND WINDOW DISPLAYS—IN FULL COLOR — 
DESIGNED TO MAKE EXTRA SALES, MORE PROFITS FOR YOU! 


| In your store these smashing DEVOE counter and 
window displays act as “go-getter” salesmen. No 
fuss or bother for you—all you do is put ‘em up 
and let em go to work—making extra 
sales and profits for you! Ask your Devoe 
Representative for your free “Counter 

Attack” today! 


DEVOE OFFERS 

these exclusively 

to Devoe Agents 

“for the dura- 

26” x 40" Re) DAIMT tion.”’ Post-war 

20” x 26” OE a Se, §8=6program makes 

t ‘ a 2 egy Sy this type co- 
BEAUTIFUL! . . . This 3- piece, V Duoe) YY operation avail- 

, 7) able to NEW 

easeled, full-color display—yours for 40 Devoe Agents. 


the asking! | STOCK FARM : 
‘ ; RED PAINT ; yo 
‘ ROOF 


REACHING OUT for America’s 

mighty farm market —thjs spec- . 
tacular FREE three-piece display — plus 
jumbo window banner. 


1. A silent salesman to sell 
DEVOE Paint and Varnish 
Remover! 


2. Powerful poster art! 1945 
Dehydray Display — the point- 

of-sale piece that backs up 
Dehydray national advertising. 


3. Dehydray sales help— 
Kwick Koater poster. It’s an 
added impulse purchase 
puller! 


4. Cash in on the big screen 
paint market. A display of 
GIANT VALUE Screen Paint, 
plus this poster will help you 
“scoop” the market in your 
community! 


y3DEVOE PAINT 


787 FIRST AVENUE, NEW YORK 17, ; 
APRIL 12, 1945 
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MOST LIKELY, you feature a blue-ribbon 
line of saws, well-backed by advertising. 
How about bolts and nuts? They prob- 
ably account for larger dollar volume 
and are equally important in protecting 
reputation. Repeat business depends 
upon their appearance, uniformity and 


performance. 








IN NEW YORK, a selection was made at 
random from a distributor’s stock of 
RB&W EMPIRE Bolts and Nuts. Notice 
how clean-cut the head of the bolt is, the 
finish of the barrel, the perfect thread 
formation. This distributor, in offering 
the EMPIRE brand, stresses extra value in 
speed of assembly and holding power. 








INTO RB&W BOLTS AND NUTS has gone a 
century of pioneering and progress. ..a 
fortune in research and development 
work. In support of their sales has gone 
hundreds of thousands of dollars to ad- 
vertise the extra value in the EMPIRE 
brand. The distributor who takes advan- 
tage of this background and merchandises 
the line as he might saws or files or other 
specialties, will profit accordingly. 

Russell, Burdsall & Ward Bolt and Nut Co. Factories at 
Port Chester, N. Y., Coraopolis, Pa., Rock Falls, (Ill. 


Sales Offices at Philadelphia, Detroit, Chicago, Chatra- 
nooga, Los Angeles, Portland, Seattle. 














100 YEARS 
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MACK\ gana 








NU-CALK 


AND 


NU-GLAZE 




















TWO PRODUCTS ALWAYS @rd of Qu Vit 


DEPENDABLE - EFFICIENT - 
PRACTICAL and PROFITABLE 














© Does Not Dry Out 
®Does Not Crack or Peel 


® Non-Staining 
* Meets Gov't Requirements 


MACKHLANBURG- DUNCAN CO. 


Uz - / WUMETAL WEATHERSTRIP » MU-CALK CALKING COMPOUND + NU-ART MOLDINGS AND EDGING 
Caine acliiceed Gf NU-GLAZE GLAZING COMPOUND + MU-WAY WEATHERSTRIP * NU-ART LETTERS AND NUMBERS 


" OKLAHOMA CITY 1. OKERA. 
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Colt Officers’ Model Target Revolver 
Caliber .38 Special 





Victory will bring back millions of young warriors outdoor equipment. Colt will be ready with a better- 
— experienced in both marksmanship and outdoorman- __ than-ever line of sports firearms. 
ship — to join the sports-starved workers of the home In this famous line, one Colt is particularly outstand- 
front. And there you have the makings of atremendous ing — the Officers’ Model Target Revolver — recognized 
revival of outdoor recreation — camping, fishing and as America’s greatest target arm. The records it has won 


shooting. emphasize the skill that went into its 


To meet this coming demand, hard- making. When trails to woodland, field 
ware and sporting goods dealers will and stream again start at your door 
give Colt Revolvers and Automatics i T you will be able to met the demand 


a promiment place in their stock of with a full line of Colts. 


-COLT’S PATENT FIREARMS MFG. CO., HARTFORD, CONNECTICUT 
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Each day brings nearer the time when war- 
serving manufacturers such as Ta-pat-co will 
have finished their war jobs. Almost over- 
night the familiar, nationally-preferred brands 
that have been wholly on war duty will return 
to fill the gap in civilian markets. 


Ta-pat-co will be back with new styling, new 
quality, new utility in Sleeping Bags, Life- 
Save Vests and Outdoor Sports Equipment. 
Improvements gleaned from broad experi- 
ence in manufacturing for war will come with 
the new Ta-pat-co line to serve your peace- 
time market. 


APRIL 12, 1945 









“a . 
Page advertisements in Na- 
tional Outdoor and Boating 
magazines are building 
your after-war sales for 
Ta-pat-co. 











Right now. as a dealer or distributor, you have 
little choice about the “merchandise horse” 
you ride... but sit light in the saddle by keep- 
ing inventories down — be ready to change to 
the winner. This is one time that changing 
horses in the middle of the stream will pay off. 


SS eNO RE RTT LT TET EE A ET LN RETO ARES 
THE AMERICAN PAD & TEXTILE COMPANY . 


GREENFIELD, OHIO 
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SCREEN STAR 


will perform for you 
in Sales 


é BEAUTY, SAFETY, CONVENIENCE, sell 
Flexscreen almost at first glance. Here are 
the features which made pre-war Flexscreen the 
fastest-selling firescreen: 





1. It’s a flexible fire curtain of metal mesh so 


sheer the beauty of the fire shines through. . 


2. Because of its flexibility and the high quality 
of its metal, Flexscreen stands up under pun- 
ishment. 


3. Not a single dangerous spark can fly out. 


4. How easy it is to use! Both curtains glide 
open, or close, with a single, one-hand, Uni- 
pull control. 


Other Bennett fireplace products, such as basket 
grates and hand-forged cranes, also have out- 
standing features to build your sales. 

While civilian production is suspended, an ef- 
fective advertising campaign is telling the Ben- 
nett story to your market. 


Bennett-Ireland 
Norwich, N.Y. 


Manufacturers of Flexscreens, Basket Grates, Hand Forged 
Cranes, Fireplace Units and Construction Supplies. 


BENNETT 






atO U.S AMO CANADA Pat 


THE SAFETY FIREPLACE CURTAIN 











GOLD STANDARD. Silex is the stand- 
ard by which all coffee makers are judged. 


“24-K” PRESTIGE! The Silex coffee 
maker adds to your reputation for carry- 
ing the top brand in every line. 


THE REAL THING! No need to say 
“just as good as Silex.’”” Too many people 
already know that only coffee makers 
plainly marked ‘‘Silex’”’ can make coffee so 
clear and full flavored . . . that only the 
Silex coffee maker has the patented 
FLAVOR-GUARD filter. And millions more 
are learning, from Silex advertising. 


GOOD AS GOLD in your inventory! 
Another Silex feature that can’t be dupli- 
cated is the way Silex products move off 
your shelves. 


GOLDEN TOUCH in advertising! Silex 
national ads dominate the field — in fre- 
quency, in number of consumers reached, 
and in the mouth-watering way they stress 
Silex coffee goodness, obtainable only with 
coffee makers marked Silex. 


GOLDEN PROSPECTS ahead for you 
— with sensational new coffee maker de- 
velopments and the already proven Silex 
Steam Iron, ready to launch the minute 
peacetime production can be resumed! 


rm SILEX ‘co. 


HARTFORD 1, CONN. - ST. JOHNS, P.Q@., CANADA 


@TRADE MARK REGISTERED U. 8. PAT. OF 
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ETCHINGS ARE OUT 


Evidently ‘“Mr.Weather-bottom"’ doesn’t know that 
Meyercord Decal Name Plates are the accepted prac- 
tice today; an established combat-tested routine for 
such precision equipment as cameras, radar, com- 
bat communications, optical devices and other fine 
products. Types C and G Decals are commonly 
applied to crinkle, aluminum, federal gray enamel, 
and practically any easy or difficult finish. 


In properly evaluating Meyercord Decal Name 
Plates bear in mind that to “color” and “clarity” 
must be added speed, economy and a total lack of 
“edges” to catch dirt. No holes need be bored for 
Decal Name Plates and the indication, trademark, 
chart, direction or diagram is permanent and positive. 

Both for your priority and postwar requirements 
plan for modern economical Meyercord Decals for 
Wiring Diagrams, Lubricating Guides, Operating In- 
structions, Stowage Charts, Spare Parts Listings; Com- 
munication Designations, Trademark, Name Plates, 
etc. Free designing service. Write Department 11-4. 


THE MEYERCORD CO. 
CHICAGO 44, ILL. 


World’s Largest Manufacturer of Decaleomania 








.-. and Reef Them! 


MEYERCORD DECALS 


CANADA 


REO U.S. PAT. OF* 
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Postwar demand for Dobbins Sprayers and Dusters 
from gardeners, truck farmers, smaller fruit growers, 
and all home owners promises to be tremendous. 
Already, from advertisements appearing in Rural 
New Yorker, Farm Journal, American Fruit Grower, 
Country Gentleman and Better Homes & Gardens 
the requests for information have been pouring in 
to us. Now is the time for you to line up with Dob- 
bins for big postwar sales. Then, when production 


restrictions are relaxed to permit increased manu- , 


facture and distribution, we'll be happy to supply 
your requirements. 


DOBBINS MANUFACTURING COMPANY 
DEPT. 401, ELKHART, IND. 


IN SPRAYERS 
AND DUSTERS! 


Kryocide D-50 
(ready-mixed) 


1 ib. 
also in 3 Ib. bogs 


Kryocide 2 


CRYOLITE 


Kryocide is a fast-moving sales 
item. Long a favorite insecti- 
cide of commercial growers... 
it has now proved its worth to 
home and victory gardeners. 
This summer many more thou- 
sands discovered how well this 
NATURAL GREENLAND CRY- 
OLITE Insecticide controls 
many troublesome insect pests. 


And there is good, hard-hit- 
ting advertising behind Kryo- 
cide. Again on the air, in news- 
at rts in home and garden 
publications, millions of cus- 
tomers will “discover” Kryocide. 


Order your supply now. An 
effective insecticide, promoted 
by effective advertising, Kryo- 
cide means profits to you. Call 


your jobber now ... 
or write to Dept. HA. \2/ 


: Ries New York + Chicago - St. Louis Pittsburgh - Cincinnati * 


THERE'S A DEMAND FOR Dobbins DEPenpasnity Minneapolis Wyandotte « Tacoma 


Teaco Lai 3 
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*Source: Survey conducted 
by “Electricity on the 
Farm” magazine. 


Goulds Famous 
Jet-O-Matic 
Domestic Water 
System. 


Goulds ""Cid”’ 
Shallow Well 
Pumping Unit. 


Goulds "'Cid”’ 
Deep Well 
Pumping Unit. 


SiUULD 


8 OUT OF 10 GO TO “WATER SYSTEM HEADQUARTERS” 


Prospective purchasers of water systems 


don’t “shop around” when they buy 
these vitally important additions to their 
farm or home property. 


Eight out of 10 of them* go straight to 
“Water System Headquarters,” which 
means the dealer who is known as a 
pump specialist and who is identified 
with a well-known water system manu- 
facturer. 


Most purchasers make their selections 
on a basis of quality, performance and 
mechanical superiority.* Price is a factor, 
but proven dependability and product 
reputation predominate as buying in- 
fluences— when the water system is han- 
dled by a dealer who has demonstrated 
his ability to give good service and 
sound advice on water system problems. 


When prospective buyers see your good 
name linked with Goulds, you're build- 
ing a sound and lasting basis for a suc- 


cessful water system business, for in the 
tie-up of your name with ours you're 
generating consumer confidence that 
you can capitalize profitably. 


And, as you know, water system buyers 
purchase a great many other things that 
utilize running water, such as stock tanks 
and bathtubs, stanchion cups and wash- 
ing machines, milk coolers and water 
heaters, and many others. 


You can count on every unit in the com- 
plete Goulds line, led by the famous 
Goulds Jet-O-Matic, for the high quality, 
dependable performance and mechani- 
cal superiority that buyers seek. 


You can rely on Goulds, too, for full 
and complete advertising, merchandis- 
ing and promotional support, as well as 
whole-hearted cooperation and helpful 
assistance on estimating, installation and 
servicing. Write us today for further in- 
formation about Goulds Water Systems. 


GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 





DELCO Water Systems 
advertisements in the 
COUNTRY GENTLEMAN 


are read by 


prospects in over 


two million homes. 


@ This ad runs in 
Country GENTLEMAN 
for April, 1945. 


HARDWARE 








EED for individual water system fa- 
N cilities is not limited to farm homes. 
There are many other good prospects lo- 
cated beyond city water mains—such as 
service stations, tourist camps, country 
estates and summer cottages. 

The Delco Water System line has 
been developed to-meet both farm and 














non-farm demand. There are units in a 
wide range of capacities for all kinds of 
water requirements. The Delco Water 
System franchise gives you a greater 
number of prospects—and more cer- 
tainty of converting them into custom- 
ers. Write now for full details of our 
Dealer Plan. 


DELCO Sheliew Well Water System, Model 
AH. Pumps 250 galiens per hour. Used with 
tanks of 25, 42, 82, and 120 galions capacity. 
idea! for the medium sized farm, rural heme, 





Mail This Coupon Today! | 


DELCO APPLIANCE DIVISION, Dept. HA45 


Rochester 1, N. Y. 





General Motors Corp ation, 


I am interested in your Plan for Dealers. 
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“ASWELL filler and sealer 
for home repairs” 


@ X-Pandotite gives you a fast turnover, high 
profit, non-priority product that you can sell right 
now—today! An ideal hardware item for postwar. 

Immediate non-priority deliveries are permitted 
because X-Pandotite saves the use of new materi- 
als on many household repair jobs and saves 
calling in a skilled repairman. 
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Here’s Why Your Customers Want 


X-PANDOTITE 


X-Pandotite is good for literally dozens of repair 
jobs around the home. It expands as it hardens, 
penetrates the pores of repaired surfaces, and 
when dry, is hard as rock. 

Even the least skillful user can get professional 
results with it by following easy directions. 





FOW MUCH LONGER 
... Will it be? 


It seems years and years since most chain orders from | 
our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 
fore this old rubber stamp goes back into action depends 
entirely upon how much longer Uncle Sam and our 
Allies will need our production. Right now it is still a 
full-time round-the-clock job, and while we miss our 





X-Pandotite will do major repairs, such as filling 
and permanently sealing cracks between bath- 
tub and tiling, or the like—or such simple jobs 
as putting a mop handle back on so that “this 
time it will stay fixed!” 


@ It completely fills cracks in marble, tile, plaster, 
terrazzo, concrete, w ® 

@ It will not shrink. IT EXPANDS! 

@ It’s a perfect anchoring material. 

@ It is unaffected by heat, oil, soap or caustic solu- 
tion—resists water—is leak-proof, moisture- 
proof, vibration-proof. 

@ Your customer gets a whole 1-lb can of X-Pando- th 
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F tite for only 60¢—and there’s a nice e profit margin — ‘ 
contacts of yesterday, we know it’s the first duty you in that for you. (Avail- . P 
would have us do able also in -lb. cans In 
° at 35¢). sa 
You'll share our pride in the swell job CM Chain is doing | ee pr 
on land, sea and in the air all over the world because iy 
— ray . P job- 
this is the same CM Chain in all its types and sizes that | Order from your nea write PANDOTITE ; 
did such an outstanding peacetime business for you. aap hia ocean? for de- in 
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We share your confidence too, that “it won’t be long | livery. Newspaper Ad- y 
. : w ” 

now” so we're going to get that rubber stamp all inked Ask about the SC ervice That ¥ 
s F vertising Mat 3 Know ’ 

up ready for service as usual right after we all celebrate | Lets Your Cu wy Them with ME 4 
the exit of the axis and give thanks for Victory. You Can SupP'y IT SETS H 
x- -Pandotite. msg fom PERMANENT f 
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CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
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YOU’RE THE 
KEY MAN! 


IN THIS 
DISTRIBUTION PICTURE 























r 
igh And these two factors 
} 
me. point up your profit possibilities with 
= “JACOBSEN” water systems 
ives 
: Jacobsen “Packaged” Water Systems, with | 
* : 
a long record of successful performance in | 
: the field — backed by effective, sales-building 
pair 
ens, merchandising and advertising . . . 
an i 
al 9 A DISTRIBUTION POLICY that fully protects 
q ; . your interests and your long-term profits . . . 
r | 
ster, 
iF YOU WANT TO PROFIT by the great post-war sales poten- 
oe tial in farm water systems, tie up with JACOBSEN! 


You'll handle a product backed by years of successful service in 
the field. And you'll be protected by the established JACOBSEN 
policy of distributorship solely through legitimate jobber channels. 
In addition, you will receive practical, effective, and far-reaching 
sales and merchandising assistance that will build business and 
profits for you. 





Check into this Jacobsen opportunity TODAY. Send for 
information, covering the complete story of Jacobsen pumps and 
water systems —a type and size for every Domestic Requirement— 
deep or shallow well. 


MANUFACTURING COMPANY 


RACINE - WISCONSIN 
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SYMBOL OF MODERN DESIGN « Streamlined is more than just a quick 
description of Eagle Lock’s new styling that will look modern for years to come. It also 
gives an impression of the functional quality of Eagle Locks ...the rare combination 
of fine design and true craftsmanship that makes them work smoothly and surely. 
Moreover, “streamlined” is an excellent description of Eagle's sales policies, geared to 


help you sell Eagle products profitably. A major item is the strict jobber distribution plan. 


THE EAGLE LOCK COMPANY Mil4 
SUBSIDIARY OF BOWSER, INC, 


— America’s FIRST Lockmakers — 


217 Eagle Street, Terryville, Connecticut 
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WHAT 1S BACK OF A WAIL ? 













~»»- ACCURACY AND EXPERIENCE SHOULD BE 


At Wickwire Brothers Mills in Cortland we begin the making of Miscella- 
neous Wire Nails and Brads by manufacturing our own steel to our own rigid 
specifications. We draw the wire—make the nails and brads on accurate 


machines, and carefully package them in attractive boxes. Our training and 





quick experience cover over 70 continuous years in wire and wire Product 
t also production. 

: That is what is back of our Nails and Brads . . . your insurance of satisfaction. 
ation =| 
urely. | 
ed to 
plan. 





WICKWIRE BROTHERS INC., CORTLAND, NEW YORK 


1945 
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WHEN YOU THINK OF "HOME CANNING"—THINK ALSO OF “HOME BOTTLING" 


THE REDHEAD 


*“TRADE-MARK REG. U. S&S. PAT. OFF. 


IS A HOUSEHOLD CONVENIENCE AND EVERYDAY NECESSITY 


The REDHEAD is the only convenient and positive “corker" that seals, un-seals 
and re-seals by hand. It fits all bottles in all shapes and sizes that have been 
sealed with the standard “crown cap”. This is the crimped bottle cap in gen- 
eral use on some niore than forty billion bottles annually. 


It is easily applied and quickly removed . . . prevents waste... is easily cleaned . . . cannot leak... 
bottles may be laid lengthwise in the refrigerator . . . and is reused over and over again. It pays 
for itself many times in the savings. 


THE WORLD'S 
LEADING 
BOTTLE 
RESEALER 


Outsells all 


others combined 
Millions are sold 


every year 
A steady repeat 





TO SEAL 


Push down top (A) until 
fingers of cap pr 

Snap fingers over rim of 
bottle. Then pull ring 
(B) all the way down. 


Merely pull sag (B) 

wp end slip cep off. 
The Redhead bottle 
cap con be wed over 
end over Keep 


several on hend ot oll STOCK No. 30 
. DISPLAY EASEL CARD ATTRACTIVELY PRINTED IN 3 COLORS, SIZE 10!/2''xi3'/" 


Now that every ounce of everything counts the housewife must overcome throw-away waste. This occurs whenever "outside air" can get at 
the contents of a bottle that has been opened and poorly re-sealed. This applies to foods, h hold chemicals, health supplies, beverages, 
fruit and vegetable juices, etc.; and, is usually the last quarter of the contents. When the REDHEAD is used outside air is hermetically 
locked out and the quality and quantity is locked within the bottle. The whole cause of throw-away waste is overcome. There is no loss of 
values, drying out; and no oxidation nor contamination. The contents of the bottle stay fresh and bright. The holdover is safe for future 
use. The tang and flavor of carbonated beverages is lost quickly unless you have a positive re-sealer to close the bottle. 


The .REDHEAD prevents losses by evaporation of all manner of bottiled items . . . flavoring extracts, aromatic spirits, spices, vinegars, 
, horse-radish, food . oils, Isions and paints. It is vitally important that all such should be conserved. 


IDEAL FOR HOME BOTTLING . . . NO CAPPING DEVICE IS NEEDED . . . CAPS ARE REUSABLE 














Distributed through your jobber 


THE ELLWOOD COMPANY - 709 S. CICERO AVE. » CHICAGO 44, ILL. 
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How to keep your customers from crossing the street 


THIS SURVEY WILL HELP YOU... 


The improvements you plan today may well be the 
means of keeping your customers from crossing the 
street tomorrow. 

Now is the time to lay plans for those improvements! 

A good way to start is to have a representative of 
The National Cash Register Co. make a survey of your 
store. This survey may show you a better system for 
handling both contract and retail transactions. You'll 
find it easier to get complete records of money and 
movement of merchandise. In short, you'll give your 
customers better service and also get all the profits 
due you. 

The National representative, a specialist in store 
systems and accounting, will carefully check your 
method of handling money and keeping records. He 
can show you how to best departmentize your store 
and how to keep an accurate check on your wide and 
APRIL 12, 1945 


‘varied: merchandise. By finding how to make the best 


use of your present cash register, you will also learn 
better how to avoid forgotten charges and provide a 
constant, accurate control of your inventory. 

Feel at liberty to consult your National representa- 
tive on the proper business system for your modernized 
post-war store. Whatever your problem, the recom- 
mendations which he makes place you under no 
obligation. 

Call or write your National representative today. 


CASH REGISTERS * ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 


THE NATIONAL CASH REGISTER CO. 
33 











YOU MADE US PROVE IT— 
SO, HERE IT IS 


This window was installed November 28, 1944, 
and was continued until January 2, 1945—right 
smack in the middle of the holiday season. (Can 
you imagine a worse time to sell pot cleaners, 
especially a new type?) 


Results? Sales in this store, without demonstra- 
tion or other sales promotion—84 dozen in 28 
days. And that in a city of only 35,000 popula- 
tion. And just remember—those sales were made 
. in competition with old-line metal pot cleaners 
displayed side by side on the same counter. It 
was customers’ choice—and they chose 84 dozen 


SEALED EDGE GOLDEN FLEECE 
POT CLEANERS 


Some merchants are smart. They are proving to 
themselves every day that The Sealed Edge 
Golden Fleece Pot Cleaner is the answer to your 
customers’ demands for a modern, up-to-date pot 
cleaner that 


is non-metallic, 

stays fresh and clean, 

does not splinter, or chip off, 

is kind to hands, 

lasts a long time, 

leaves no black marks on porcelain 
ware, 

and that scours every last bit of hard, 
sticky grease and char from even old 
burned-on pots and pans. 


eum O8 4 ttruNa o> 


$ Guaranteed by > 
‘Good rt, 


iF DEFECTIVE OR 
Las AbvertiseD THE Sy 


If you are not already stocking The Sealed Edge 
Golden Fleece Pot Cleaners, you are losing some 
nice profits on a fast-selling, steady repeat item 
that is here to stay, because its worth has been 
proved by the hardest kind of competitive sales 
tests. Better get your order in. 


DOWNY PRODUCTS COMPANY 


557 Central Ave. Orange, N. J. 














UNIT SALES 





—FROM 2 TO 9-TIMES WITH 
“HANDY PACK” 


“HANDY PACKS" of MILAPACO Lace Paper 
Place Mats and Doilies offer the most outstanding mer- 
chandising idea in paper products in years! These 
sales boosters have increased unit sales for leading 
stores from 2 to 9 times over the usual dime-a-package 
unit—and at less sales effort. 


FOR AN EYE-ARRESTING, 
TRAFFIC-STOPPING 


Paper Goods Display — 
look ahead to using these 
attractive, self - selling 
packages. “Handy Pack”’ 
will be your most profit- 
able feature paper item 
after currently restricted 
production is increased. 
Keep it in mind for 
future volume and profits. 
MILWAUKEE LACE PAPER CO. 


1306 East Meinecke Ave., Milwaukee 12, Wis. 
Established in 1898 


Branch Offices and Warehouses: 


98 Bleecker St., 1018 Santa Fe Ave., 
New York 12, N. Y. Los Angeles 21, Calif. 


Milapaco 


LACE PAPERS OF CHARACTE 
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We were never more serious in our 
lives. This season—due to the drastic 
reduction in the supply of Thallium 


Sulphate—there aren’t enough TAT ANT 


TRAPS to go around. Some dealers will 
surely be disappointed. Make sure you 
are not deprived of this sure-fire Profit 
item. Get your order in Today. Call your 
Jobber RIGHT NOW! 


ee TAT ins 
. = REPELLEny Wise | 
TAT Ant Traps Dierviad 


America’s first and original 
scientific ant trap. Sold on 
Money-back Guarantee. Na- 
tionally advertised. One 
dezen to display carton. 
Dealer cost $2.00 per dozen. 
Fair Trade Retail 25¢ each. 


j OP os : 

TAT i/ m- TRAP 

Roach Trap. [j/ ==-2:2=2:== 
TAT Roach Traps offer swift, ee ae ee ee 
sanitary elimination of 
roaches. One dozen to dis- 
play carton. Dealer cost 
$2.00 ¢ dozen. {(illus- 
trated) 55 each. JUMBO 
SIZE, Dealer cost $2.80 
dozen. 35¢ each. ~~ 





POON tnt ane senteny 


TAT Insect Repellent Lotion 
repels mosquitoes, gnats, 
chiggers, flies. Prevents in- 
sect bites. Does not contain 
citronella, pennyroyal and 
other less effective agents. 
Does not remove nail polish. 
One dozen to display car- 
ton. Dealer cost $2.52 per 
dozen. Retail 35¢ each. 


Ant Bait 


FOR GARDEN ANTS 


A specially prepared 
bait in jelly form. 
Packed in. easy-to- 
handle tubes. Unsur- 
passed for control of 
outdoor ants. Fair 
Trade retail 35¢ 
each. 1 dozen ta dis- 
play carton. Dealer 
cost $2.80 per doz. 


0. €. LINCK €O.,Imc. monrcia,n. ys. 


(formerly Soilicide Laboratories) 
Manufacturers of TAT INSECTICIDES 
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FLY Linch for FIGH TING Men! 
Ory a very tel of our fighting men everjget the Whe HALLZ... 


opportunity to cast a ff y- But much of the silk and*nylon 

which has heretofore Sen used in the making ‘of Hall's of FAME 
Celebrated Casting Lines is_seeing service in this jman's ‘ re 
army as parachute cords, er sutures, and in, emer- x nee Se ae 


gency and recreational kits~ In dcteverysbranch of our 


Armed Services is t ind <sopplied ‘witty Some/' type of 
Hall's Celebrated - Ne 4 / 
! 
These men depend vege the same WM, quality to pre- 
serve their lives thathas made Hall of Fame Celebrated 
Lines outstanding for more than-a century. Certainly no 
cal 


sportsman will protest/the’ use. ich they are now 
being put. / / AP, 
P ete £X : 
There are, however, some Hall_Celebrated, Lines still 
available. Try 4your regular dealer Nf he can't supply 
you, ask the merchant down-the street, who ‘may’ still have 
some left. Try; Inyw, And remember that;. as ‘fast as 
The first of three sons of the 


terials are rel “line manufacture; i 
materials are released for-line manufacture;the Hall Lines Guenter ob Ge Gentenineie 


° . et 
of Fame will jagain be obtainable: all of them expertly his father’s business. For 
. : twenty-five years, he learned 
fr '° . 

wate, by exc usive Hall processes that produce incompar cadet te GOK Geldanee 
able'smoothness and the secrets of the manufacture 
* of the Celebrated Hal! of Fame 

Lines. After his father’s death, 











HENRY HALL, Jr... 





he took the firm over with his 
two brothers, James and Alex- 
ander, and perpetuated the 
name of HALL among sports- 
men ali over the world. 








HALL Line CORPORATION, [EER Park Ave. H 





AN OPPORTUNITY 


For Firearms Dealers! 


more enthusiastic salesman you will be. 
' Just send for the free “Guidebook to Rifle Marks- 
manship” and details on the government-approved 
Thousands of dealers are preparing for post-war program sponsored by the National Rifle Associa- 
firearms sales through this enjoyable and profitable tion, Washington, D. C.—the same training as 
training course. given in the U. S. Army-approved Pre-induction 


Rifle Training Course. 
ossbe 


MEW HAVEN 5S, CONN. 











Take Basic Small Arms training Course. 
“He who knows most sells best.” 


The more you know about firearms the better and 








a 


©. F. Mossberg & Sons, Inc. ? 
5164 St. John St., New Haven 5, Conn. 


Sirs: 1 am interested in the Basic Small Arms Training Course. : 
Please send me your “Guidebook to Rifle Marksmanship.” 


Do you wish to be placed on our postwar mailing list 
for trade information? If so, please check here. [1] 
PRR A A Te RN RR A ANNE MINE 
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"How to build a money-making 


men’s window with 


Dynamic Gillette Dis 


© STOP MEN and bring ‘em in to buy, 

use this eye-catching, full-color Gillette 
merchandising unit as a window background 
for shaving supplies and related items. Along 
with Gillette Blades and Shaving Creams, 
display lotions, talc, hair tonics, tooth pastes, 
powders and brushes, deodorants and toilet 
soaps. Such a fsa doer Wleeetiies your store with 


1945 


hi 
Display! 


Gillette’s popular Friday night boxing broad- 
casts and puts their selling power to work for 
you. Tie in with Gillette’s Cavalcade of Sports. 
Write for Gillette display No. GB 236. Make 
your store local headquarters for shaving 
supplies and related merchandise. 


GILLETTE SAFETY RAZOR COMPANY 
Boston 6, Massachusetts 





—then came the 


-~ 


REVOLUTION! . © 


never any be 1 
or chip, rust or carla: on roel 
Supplied ins brilliant + red. Packed J dozen to) earton. 


1505 N. WESTERN AVE. LOS ANGELES 27, CALIF, 
(Exclusive distributor for Plestic ited and Tool Corp. 


HER VANS RASA 1 
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“DOC” PETERS IS 
BUILDING SALES FOR 
YOU RIGHT NOW! 


You know ‘‘Doc’’ Peters. Many of your cus- 
tomers—and customers you hayen’t seen yet— 
know him too. “Doc” is your salesman—in every 
Peters advertisement they see. And he’s ‘doing a 
mighty fine sales job for you right now! 


Just watch “Doc” doing his stuff in the current 


4 Peters advertising campaigns running in outdoor, 


farm and boys’ magazines! You'll see at a glance 
why his friendly, winning way brings in thousands 
of letters every year. And you'll see how he’s build- 
ing a huge backlog of future ammunition sales that 
will be ringing your cash register after the war! 


When ammunition is available again, put “Doc” 
Peters to work for you! Stock up with the famous 
Peters line—and get ready for sure-fire sales! 


ONE PINT OF YOUR BLOOD MAY SAVE 
A FIGHTING FRIEND’S LIFE! 
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| it's The Six Different Fruit Designs 
f- | That Sell Our Wallplaques 
| In High Relief, Made of Terra-cotta Composition 


AP & 0) N S Beautifully Colored Fruit in Natural Shades. 
Fg Cre 
ee 


Contrasting the White Background 
“ 
} 4 No. 4396 Z No. 4396 Z 


HYDRO-TE 







We show here only two designs, sold either in pieces or pairs: 
8 x 10!/, inches. Packed: 1 doz. in carton, two designs of each 
No. 564 in carton. Weight: About 19 Ibs. to the doz. pieces. $7.20 per 
doz. pieces. In six dozen lots, $6.00 per doz. pieces. 






No. 565 







FADEPROOF ° WASHABLE > GREASEPROOF 

Easily cleaned in lukewarm suds. Many attractive and colorful designs We carry a tremendous assortment of GIFT GOODS, ranging in price 

on white background. individually packaged in smart gift boxes. from $1.80 to $90.00 per doz. Complete set Z of illustrated price 
Per doz. net...... $7.20 lists mailed to any HARDWARE DEALER on application. 







Supplied with insignia desired for any branch of the fighting forces. 
Many other items—Write for Catalog Sheet. . 






















115-119Z 
South Market St. 
Chicago 6, Ill. 





HYDRO-TEX CORPORATION 





LEO KAUL ccnc)% 





564 West Adams St. Chicago 6, Ill. 








Here's a Hot Foot you'll like ! 





W. mean each square foot of floor space 
/ you devoted to Bissell Sweepers before the 
war. Why was it ‘““hot’’? Because for years . . . 










Bissell has out-sold all other sweepers 
combined—with quick turnover—and at 
assured margin, Fair Trade prices (no 
price cuts ...no markdowns!) 

Yes—‘‘Bissell’’ enjoyed (and still enjoys!) the 

greatest consumer acceptance in the carpet 

sweeper business! 










Good reason why it will pay you to reserve 
a good traffic location in your post-war store 
layout for the few “‘hot feet” it takes to sell 
a lot of Bissells! 


BISSELL CARPET SWEEPER CO. 


Grand Rapids 2, Michigan 
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™ | SURE-FIRE 
sin | PROFIT BUILDERS 


a because backed by the 
name that stands for 


QUALITY, 


NATIONAL 


O Edar Spring Housecleaning 


SALE o¥'2: 


Two weeks of Intensive O-Cedar Selling Backed by Special 
Newspaper Advertising 








e@ To the housewives of your neighborhood the Si “a a ee 

name O-Cedar stands for the very finest in house- - amt sa re ri 

keeping aids. Let them know your store is head- s Ss Tap CATION morHrt i 

quarters for this famous, 38-year-old line by tieing e - ‘ LIFE OF THE 

in actively with the big O-Cedar Spring House- 

cleaning Sale. Display as many O-Cedar products 

as possible . . . in your windows, on your counters, 

in your advertising. Feature related items also. 

You'll cash in big. ro \ etree a 

ea s tion mothproofs 

J for the life of 





the fabric.Odor- 


WORKI NG FOR You 1 sa ‘ - less, stainless. 
THE BIGGEST ADVERTISING CAMPAIGN .* 
IN O-CEDAR HISTORY 


RADIO. Entire coast-to-coast Blue Network every Tuesday “pagan 
and Thursday, 4:00-4:15 EWT. Program, TIME VIEWS THE Outsells all others. Cleans, pol- 
NEWS, prepared and edited by Time’s Radio Program Depart- Leg protects in one easy oper- 


ment, broadcast by Westbrook Van Voorhis, famous radio- 
screen voice of ‘March of Time.” 

NEWSPAPERS. Frequent, compelling ads in leading news- 
papers. Over 1000 newspaper campaigns. 

MAGAZINES. Good Housekeeping, one of America’s most in- Awetine necessity. Saves time, 
fluential women’s magazines. work, floors. Easy to apply. 














“THE GREATEST NAME 
IN HOUSEKEEPING” 
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130 Million Salesmen 


Week After Week, Powerful National Advertising 
Is Reaching Your Customers, Building Future Sales 


As you read this, over 130 million 
} “KEM~ salesmen are hard at work, 
selling your customers on the quality, 
dependability and value of ~“KeM~ ap- 
pliances. 
This powerful sales force is made up 
of millions of ~“%M~ advertisements 
currently appearing in leading national 
magazines. 


Our national advertising is the fore- 

runner of an aggressive, hard-hitting 

sales and merchandising plan that will 

enable our distributors and dealers to 

move ~“KM~ appliances in big volume 
against any and all competition during the years ahead. 


The “KM. line will be the profitable line! 


hye taptnm 


ONLY KNAPP-MONARCH OFFERS YOU A COMPLETE LINE!?... 


42 HARDWARE AGE 





And Profits For You! 


KNAPP-MONARCH 


. 


2.4 
“avi * 


Only -M~ Offers You These Four Outstanding Advantages 


1 Immediate production as 
soon as Uncle Sam gives us the 


green light. 


2 Profit-proven, time-tested, 
trouble-free merchandise 

appliances backed by 20 years ex- 

perience in manufacturing high 

quality appliances with exclusive 

items, exclusive features that get 

customers and hold them. 


3 The most complete line in 
the industry. Saves overhead 
by reducing inventory costs. En- 
ables you to out-distance compe- 
tition with a complete selection 
of appliances. 


4 Powerful national con- 
sumer advertising appearing 
regularly in Life, Red Book, True 
Story, Liberty and other leading 
publications is building customers 
for you right now. 


Get Set Now to Go Places with -KM~ 


KNAPP-MONARCH COMPANY 
BENT AND POTOMAC STS. « ST. LOUIS 16, MISSOURI, U. S. A. 


SPEED VICTORY. KEEP BUYING WAR BONDS. 


yee OFELT 
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WE KNOW WHY WE LIKE 
Columbian WARE BETTER! 


“We knew we liked Columbian Enameled Ware, but 
we just couldn't put the reasons intu words. Now that 
Enameled Ware is nationally advertised, we know | 
what these reasons are—such as cleanliness, quick 
heat utility, its kindness to food flavors, and its low | 
cost, considering all of its advantages.” 
There will be a host of women coming to YOUR store 
for Columbian’s Enameled Ware—the ware that offers | 
MOST for the money. Columbian's new *AR enamels 
(Acid Resistant) adds new protection to food flavors. 


_COLUMBIAN , 


ORDER FROM YOUR jOBBER 
)LUMBIAN ENAMELING & STAMP. CO. INC TERRE HAUTE, INL 


ADD READY SALES 
VOLUME WITH AN 


ECLIPSE PLASTICS 
DEPARTMENT 


These popular Eclipse San 
may DURO Plastic Utilities will add extra 
sales and profits. Write for details and prices. 


New San DURO Plastic BABY’S DINNER SET 


TUMBLER g 


DINNER BOWL 


CEREAL BOWL 


FORK — KNIFE — SPOON 


@ Attractive, colorful 6-piece set designed by child 
specialists to aid child training and feeding. Advertised 
in PARENTS’ MAGAZINE. Colors—red, blue, pink, ivory. 


San DURO Plastic Tray Sets in Colors! 


Bridge Table Trays — Packaged set 
of 4 trays specially designed to hold 
beverage glass and ash tray. Ideal 
bridge prize and all-season gift. As- 
sorted colors — red, white, bive. 


“Rumpus Room” Trays 


Gift set of 3 trays in 
assorted colors, popu- 
‘lar for beverage and 
sandwich serving. At- 
tractively packed. 


MOULDED PRODUCTS C0. 


5154 North Thirty-Second Street + Milwaukee 9, Wisconsin 
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A Power-House Ad 
Campaign 


backs Self-Polishing Simoniz in maga- 
zines of tremendous influence among 
home-makers. Powerful ads reach 
millions in Saturday Evening Post, 
Collier's, American Magazine, This 
Week, American Weekly, Good 
Housekeeping, American Home, 
Newsweek, Woman's Day and in 
many others as space becomes avail- 
able. More millions read SIMONIZ 
advertising on billboards and in 
newspapers clear across the country. 
All the more reason why you are 
bound to need Self-Polishing Simoniz! 
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FAMOUS NAME MAKES FIRST SALE 
eee QUALITY SELLS IT OVER AND OVER AGAIN 


What's in a name? For one thing, there's tremendous selling power in the 
name SIMONIZ. No long wait for advertising display and promotion to build 
up public acceptance of Self-Polishing Simoniz. From the very first, housewives 
bought freely and with complete confidence. To them, the word SIMONIZ 


was the same as a guarantee of superiority—definite assurance of the longer- 
lasting beauty that has long made SIMONIZ so famous for cars. 
Self-Polishing Simoniz has more than fulfilled all of their expectations. Here 
at last, is the longer-wearing, self-polishing floor-glamourizer that every 
good housekeeper had long been hunting for. So, it’s easy to see why Self- 
Polishing Simoniz has so swiftly become one of the best sellers and biggest 
repeaters. With the demand already enormous and gaining with such amazing 
speed, housewives are going to get Self-Polishing Simoniz somewhere. Why not 


stock up now and make sure they get it from you? 


THE SIMONIZ COMPANY 
2100 South Indiana Avenue, Chicago 16, Illinois 
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Dealers: Do 

= you know all 
the details 
about the 
Coolerator 
protected profit 
program? 
lf not, write 
The Coolerator 
Company, 
Duluth 1, 
Minnesota, for 
your copy of 
the big, 
illustrated 
40-page 
Coolerator 
Book! It’s free! 


THESE FIRMS ARE DISTRIBUTORS FOR AMERICA’S LARGEST SOLE SPECIALIST IN HOME REFRIGERATION: 


Albuquerque, N. Mex., Alford's 

Allentown, Pa., Bell-Clark & Company 

Atlanta, Ga., The Yancey Company, Inc. 

Baltimore, Md., David Kavfmann's Sons 

Binghamton, N. Y., Southern Tier Elec. 
Supply Co., Inc. 

Birmingham, Ala., R. P. McDavid Co., Inc. 

Boston, Mass., Bigelow & Dowse Company 

Buffalo, N. Y., H. D. Taylor Company 

Burlington, V1., J. S. George Supply Co. 

Ch ol be. * sth, Radio Cc ai 

Chattanooga, Tenn., Radio & Appliance 
Distributors, Inc. 

Chicago, Ill., Commonwealth Utilities Company 

Cincinnati, }., p mend Appliances, Inc. 

Cle d,O., , Inc. 

Columbus, o., Sue Appliances, inc. 








Dallas, Texas, The Schoe!lkopf Appliance Co., Ltd. 


Davenport, la., G. W. Onthank Co. 

Dayton, O., Ohio Appliances, Inc. 

Denver, Colo., David C. Dodge Company 
Detroit, Mich., Republic Supply Corporation 
Des Moines, lowa, G. W. Onthank Company 
El Paso, Texas, Albert Mathias Company 


Elmira, N. Y., Southern Tier Elec. Supply Co. 
Fargo, N. D., Fargo Glass and Paint Co. 
Grand Rapids, Mich., State Distributing Co. 
Houston, Texas, Straus-Frank Company 
Huntington, W. Va., Van Zandt Supply Co. 
Indianapolis, Ind., Appliance Dlewibaters, Inc. 

» Fla., C lidat e Co. 
Kansas City, Mo., Enterprise Whelonshe 

Furn. & Stove Co. 
Knoxville, Tenn., C. M. McClung & Co. 
Little Rock, Ark., Holcomb Gunn Co. 
Los Angeles, Calif., Sues-Young Co. 
Louisville, Ky , Ewald Distributing Company 
Memphis, Tenn., Mississippi Valley Furniture Co. 
Milwaukee, Wise., Tayloz Electric Company 
Nashville, Tenn., Keith Simmons Aver aerate Ine. 
New Haven, Conn., Ameri , Inc. 
New Orleans, La., ‘Modern porno a 

Supply Co., Inc. 
New York, N. Y., D. W. May Corporation 

Export—J. H. Latham 
Oklahoma City, Okla., Jenkins Wholesale Division 
Omaha, Neb., G. W. Onthank Co. 
Philadelphia, Pa., Elliott Lewis Electrical Co. 








Phoenix, ms Albert Mathias Co. 

, Pa., J. A. Williams Company 
Portland, Ore., Bargelt Supply 

RK. ‘., id Electric Company 

Richmond, Va., Wyatt-Comick, Inc. 
Rochester, N. Y., Bickford Brothers Co, 
St. Louis, Mo., Stanley Distributing Company 
St. Paul, Minn., Dealers Furniture Co. 





Salt Lake City, Utah, Refrigeration Serv. & Eng. Co. 


San Antorio, Texas, General Hotel Supply 
Company 

San Francisco, Cal., McCormack & Company 

Schenectady, N. Y., LeValley, McLeod, 
Kinkaid, Inc. 

Seattle, Wash., Seattle Radio Supply, Inc. 

Sioux Falls, S, D., G. W. Onthank Co. 

Spokane, Wash., Prudential Distributors, inc. 

Springfield, Mass., The Burden-Bryant Co., Inc. 

Syracuse, N. Y., Paul Jeffrey Company 

Toledo, O., Walding, Kinnan & — <. 





Utica, N. Y., 

Vincennes, ind., Ebner ice & Cola Sone Co. 
Washington, D. & May Hardwore Company 
Willmar, Minn., Minnesota Electric Supply Co. 
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Let the demand veer where it will, CLARION 
RADIO will cover every. point on the con- 
sumer compass. Whether it’s a deluxe radio- 
phonograph combination to grace the finest 
living room ...a smart portable for the bed- 
room or den...or a sparkling midget for 
the kitchen or bath... CLARION RADIO 
will offer a wide choice of beautiful AM and 
FM models. Yes, and television too when 
people are ready to buy it. 

In CLARION RADIO your customers will 
recognize a familiar old name that has earned 


a reputation over the years for quality and 
superb performance. 

The CLARION RADIO merchandising 
plan is aimed at volume sales and quick turn- 
over. If you are interested in the great middle 
market where price and quality must meet, it 
will be to your interest to investigate the 
CLARION RADIO dealer franchise. Write 
for the name of your distributor. 


WARWICK MANUFACTURING CORPORATION 
4640 West Harrison Street © Chicago 44, Illinois 


PROVED QUALITY FOR 23 YEARS 
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Circulation is a magazine’s strength. With a half million more than 
the next publication, Farm JouRNAL is the country’s largest rural 


magazine. 


COMPARATIVE CIRCULATIONS, 1944* 


Farm JOURNAL . 


2,587,097 


Country Gentleman ee a 2,023,353 
Cameemerermer . . . 1. « ct + te eee eee 
Successful Farming yo ee, Ee es en ee 


*Latest A. B. C. statements 


Say “welcome” to farm customers. Stock and display these products which 
they see advertised in current issues of FARM JOURNAL. 


ALCOA ALUMINUM 

ARMCO STEEL 

BAG BALM 

BAG BALM DILATORS 

BLACK LEAF 40 

BORG-WARNER PRODUCTS 

BRIGGS & STRATTON GASOLINE ENGINES 
BURGESS BATTERIES 

BURKS WATER SYSTEMS 

CAT'S PAW RUBBER HEELS & SOLES 
CERESAN 

CHORE GIRL CLEANER 

CLOROX 

COLEMAN APPLIANCES 
COOLERATOR 

CORONA QINTMENT 

CYANOGAS 

DUO-THERM HEATERS 

DUTCH BOY WHITE LEAD 

ESTATE RANGES 

EVEREADY FLASHLIGHT BATTERIES 
FLORENCE STOVES 

FRIGIDAIRE 

FULL-O-PEP FEEDS 

GARDNER HI-LINE CONTROLLER 


GATOR ROACH HIVES 
GENERAL ELECTRIC 
GLIDDEN PAINTS 
DR. HESS & CLARK PRODUCTS 
HOTKAPS 
HYATT ROLLER BEARINGS 
IVER JOHNSON’S ARMS & CYCLES 
KALAMAZOO STOVES 

INATOR 
KOW-KARE 
K-R-O RATICIDE 
LARRO FEEDS 
F. E. MYERS & BRO. CO. 
DR. NAYLOR’S PRODUCTS 
NESCO RANGES 
NITRAGIN INOCULATION 
NOPCO 


NORGE 

PARKE DAVIS & CO. 
PARMAK ELECTRIC FENCER 
PENOVOXIL 

PERFECTION STOVE CO. 
PHILCO PRODUCTS 
PITTSBURGH PAINTS 
PLANET JR. TOOLS 


Of the “Big Four” general magazines—Life, Saturday 
Evening Post, Collier’s, Farm JouRNAL—FARM JOURNAL 


is the only one that covers the rural market. 


GRAHAM PATTERSON, ?/ublisher 
Washington Square, PHILADELPHIA 5 


PRATTS POULTRY REMEDIES 
PYREX WARE 

PRODUCTS 
REMINGTON ARMS 
REPUBLIC STEEL 
ROOTONE 
R-V LITE 
DR. SALSBURY'S PROBUCTS 
SAVOSS 
SEMESAN BEL 
D. B. SMITH & CO. 
SO-LO PATCHING CEMENT 
SPEED QUEEN WASHERS 
STEVENS GUNS 
SULFAGUANIDINE 
TA-PAT-CO COLLAR PADS 
TOXITE 
TRUE TEMPER TOOLS 
U-C LITE 
UNIVERSAL APPLIANCES 
U. S. ELECTRIC BATTERIES 
UNITED STATES STEEL 
WESTINGHOUSE PRODUCTS 
WINCHESTER GUNS 
ZENITH RADIOS 
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with every dozen 


EXTRA PETERMANS 


1 bai you buy! 


st rural 





| gondy RIGHT! April 30th is the last day you can DON’T DELAY—MAIL TODAY 


take advantage of Peterman’s great offer: a 
bo t ke ; , 
onus of two packages with every dozen you buy of WM. PETERMAN, INC. 
either Peterman’s Discovery ... Roach Food . . . or 
dnt F. . 56 Ferry Street, Newark 5, New Jersey 
Ant Food. 





Please ship the following order through my Wholesaler: 
SEND COUPON NOW! Wholesaler's Name—— 


So HURRY, HURRY — while there’s still time to get adttins 


that special bonus from Peterman’s. Fill in this ptitee dene 
coupon right away! Remember, you get fourteen Quantity Size Per doz. * Retail Price 
fo . ice ! —_—doz. b+. 6 Se, 0} 2 2 MRS 0 25¢ 
r the pay of twelve —eOEs ws eee. ww BEBO 35¢ 
° ‘ oes « « . Geom, . . . 400 .« 60¢ 
You'll never forgive yourself if you don’t, be- ms ss 
° os ae ° DISCOVERY 
cause the biggest advertising campaign in Peter- Quentity Size a Retell Price 
man’s history has started to roll—helping to bring —dor. . . . 320r.. . . $480... 60f 
f 4 : ; —as . « « am i ¢. i Sante 6 $1.75 
you more Peterman customers. Think of it—hard- 
‘ ° - ° ANT FOOD 
selling ads in over 200 newspapers five times a Quantity Size Per doz. Retail Price 
: ae oe aan mm > «s Mb «ts 2 eee} 3s 25¢ 
week, every week in the year! Ds a . . I... Oe 
——— On, . 1.45 YOeem, . . . 4800.2... 60¢ 














No wonder you'll sell more Peterman’s than ever 


in °45! YOUR NAME_____ 


DISCOVERY Re 


(FOR BED BUGS) CITY. 


PEMRMAN Simo | Some 


Wm. Peterman, Inc. 56 Ferry Street Newark 5, N. J. 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN COMPANY, INC 
s, Texos 
AMERICAN WHOLESALE HOWE. CO 
long Beach 1, California 
8. C. SUPPLY COMPANY 
Bottle Creek, Michigon 
BAIRD HARDWARE CO. 
Gainesville, Flerida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowo 
BROWN-ROGERS-DIXSON COMPANY 
Winston-Salem, No. Carolina 
DUNHAM-CARRIGAN & HAYDEN 
Son Francisco, Colifornia 
DUTTON-LAINSON COMPANY 
Hastings, Nebraska 
FONES oor HARDWARE CO 
le Rock, Arkansas 
Cc. D. parent & COMPANY, INC. 
Charleston, So. Carolina 
GREER & LAING 
ling, West Virginia 
HERR a COMPANY, INC. 


HOLMES HAROWARE COMPANY 
Pueblo, Color 
HUNT & oy go ey 
Tecoma }, 

IMPERIAL MARDWARE COMPANY 
Ei Centro, Colifornia 
JELCO OMAHA COMPANY 
Omoha, Nebroska 
JELCO MILWAUKEE CO. 
Milwavkee 12, Wisconsin 
JENSEN-BYRD COMPANY 
Spokane, Washington 
KEITH- SIMMONS COMPANY, INC 

lashville |, Tennessee 
Knee | HARDWARE ~ lead 
Atlanta, Georg’ 
— HARDWARE COMPANY 
Sioux Falls, So. Dokota 
Lee MAROW ARE etait 





onso 
MAY HARDWARE COMPANY 
Washington 7, D. C. 
c. HH. MILLER HARDWARE co. 
19, 





— APPLIANCE & SUPPLY CO 
New Orleans 19, Lovisiono 
MOREHQUSE & WELLS COMPANY 
Decatur, lilinois 
metal ~~ HARDWARE CO 
mar illo, Texas 
RANEY. ~~ INC. 


Miami, Fie 

READER'S WHOLESALE DIST. 
Houston 2, Texas 

REHM HARDWARE COMPANY 
Chicago &, lilinois 

J. RUSSELL t COMPANY, INC. 
Holyoke, Massachusetts 

THE SCHAFER  moneagal 


Decatur, Indio 
SOUTHWESTERN. HARDWARE COMPANY 
Oklohome City, Okla. 

TYRRELL HARDWARE COMPANY 


Beoumont 10, Texas 
UNION DISTRIBUTORS ss 
Red Bank, New Jerse 
UNIVERSAL SUPPLY COMPANY 
Dayton, Ohio 
JOHN B. VARICK COMPANY 
Manchester, New Hompshire 
a wy We COMPANY 
ler 8, Massachusetts 
WESTERN ‘m METAL SUPPLY COMPANY 
San Diego 12, Colifornia 
ZORK HARDWARE COMPANY 
El Paso, Texes 


NA 
FALCON HARDWARE LTD. 
Winn Moni 








imnipeg, 
WOOD, ALEXANDER & JAMES, LTD. 
Hamilton, Ontario 


& 





MASS 
DISTRIBUTION 
THROUGH 
INDEPENDENT 
DISTRIBUTORS 
& RETAILERS 


2-MILLION HOME CIRCULATION - «+ » 


ASONAL CONSUMER 


LL YOUR PRODUCTS 


CATALOGS WILL SE 


GET ADVANCE 
DETAILS NOW 
FROM TRU-TEST \ 


\& 


HEADQUARTERS! \ 


The TRU-TEST Seasonal Consumer Catalog, with a planned circulation of at 
least 2,000,000 homes and a resulting readership of many millions, will 
provide a most effective medium for selling hardware, kindred lines, and 
appliances to the enormous postwar market. This powerful, sales-making 
rotogravure catalog, beautifully illustrated, will feature carefully selected products 
of leading manufacturers. On the front cover will be the dealer’s name and 
address, telling your prospective retail customer where to buy. For full informa- 
tion on how the TRU-TEST Consumer Catalog increases sales and reduces your 
selling costs to the lowest possible basis, get in touch with TRU-TEST. .. at once! 


RU-TEST 
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Protecting America’s 


Our fighting forces today suffer fewer losses from 
disease than has any other armed force anywhere at 
any time in world history. 

In addition to better medical care—the screening of 
windows and doors in hospitals, mess halls and bar- 
racks protects our fighting forces against serious and 
often deadly diseases carried by mosquitoes, flies and 
other insects. 

Screen cloth is also essential to the health and com- 


REYNOLDS WIRE CO., 


Gast 


. .. the new Super Screen Cloth ' 


under present government restrictions 
BOTH AVAILABLE IN 16 MESH ONLY...1N LIMITED QUANTITIES 


APRIL 12, 1945 


“ARMY AND 
NAVY NEED | 
NURSES 








ese 
Fighting Power 


fort of America’s civilians in warplants and homes. 


We have developed two new screen cloths of su- 
perior quality and longer life. Green Edge AlcrominA, 
with its new super-finish is highly resistant to rust, 
corrosion and salt air, costs less than bronze wire 
screen, but is as lastingly durable. - 

A special coating, applied after electro-plating with 
zinc, gives the new Red Edge CrominA cloth almost 
double the life of any galvanized screening. 


DIXON, ILLINOIS 


) Ked Eclge 
CrominA 


... another new development 


MADE IN 8 WIDTHS: 24, 26, 28, 30, 32, 36, 42, 48 INCHES 


51 




































produced . . . announced . . . and displayed; and, if 

they met some fairly definite need, promptly bought. 
: “Honest materials, honest workmanship and honest 
| prices,” then as now, were the basis of every Bird product. 


But merchandising has constantly changed, from 
year to year . . . from generation to generation. So 
this year, as we celebrate our 150th anniversary, we are 
drawing upon our long accumulated merchandising 
experiences of the past to prepare for the future . . . 


your future as well as our own. 


The Bird products you will sell . . . the constant 
cooperation you will receive, will all reflect the experi- 


BIRD & SON 


INCORPORATED 
EAST WALPOLE, MASS. 
NEW YORK SHREVEPORT CHICAGO 
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RUBBI 
SHIPP! 








Merchandising can mean to you 






























~ 
re 
Par045 
ratively ences and inventions of those 150 years that have 
ds were gone before. 
and, if Just as Bird has assured quality of product by Con- 
ought. trolled Production, so Bird assures faster sales, surer 
honest profits and more satisfactory year-round business by 
roduct. sound merchandising. 
» from Bird’s merchandising plans will be available to you 
mn. So through over a hundred Distributing Organizations 
oon which Bird has appointed as their representatives in 
dising your territory. These are the men to know. . . prac- 
tical, sound merchandisers . . . with their feet on the 
ground, ready and willing to apply all of Bird’s 150 
stant years of merchandising experience to the solution of 
experi- your particular problems. 





4299-494) 
J OUR 15O“ anniversary 















FLOOR COVERINGS - ASPHALT SHINGLES - WALLBOARDS - BUILDING PAPERS 
INSULATED SIDINGS - INSULATION BOARDS 








RUBBERLIKE FLOOR RUNNERS - INDEX PRESSBOARDS - BUILT-UP ROOFS 
SHIPPING CONTAINERS - SHOE CARTONS - BIRD-FIBRE WOOD FRAME CASES 


[AGO 











APRIL 12, 1945 53 


| REA GEE caareD A Name Like Wheeling 
| VY —— that is 55 years old 
Wheeling IS 

al plus value to you! 








FU WHE 





© 


Wheeling 


CORRUGATING COMPANY 


EQUALS Cas on 
the fence business you want in 1945 


Wheeling IS the Greatest Name in 


ROOFING, FENCE AND METALWARE 
WHEELING CORRUGATING COMPANY svis:‘incims 


NEW YORK + RICHMOND + BUFFALO - NEW ORLEANS - PHILADELPHIA - ATLANTA ~ LOUISVILLE - ST. LOUIS 
CLEVELAND + CHICAGO - KANSAS CITY - DETROIT - PITTSBURGH - MINNEAPOLIS - BOSTON - HOUSTON 
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“First Aid For a Hundred Home Uses“ 


Write for complete 


catalog and price 
list of Sheffield's * 
40 Fast Sellers. 


Che Sheffield Boies Powders Stencil @ 


Cleveland, Ohio 
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FRANKLY, WE HAVE NEVER MADE A GUN FOR THE ABOVE PURPOSE 
--- NOR, WILL WE. 


Today, we are wholly en- For this reason shipments of the 













gaged in the manufacture of ac- H&R “General” .22 automatic 
curate, perfectly balanced H&R and the H&R “Sportsman” re- 
Reising .22 caliber training rifles volver are being made in limited 
for the Marine Corps and Line quantities only. Look for the 
Throwing Gun Kits for the Navy. H&R trademark — find quality! 


QUALITY ARMS SINCE 1871 





335 PARK AVE., WORCESTER 2, MASS. 
































PROMPT pe nhs <ghoghala 


LINE-UP , oe 
PROFITS : 


SALES 


WITH THIS 


LINE-UP 
OF 
FULLER |: 














$950 Wood $839 Amber § #249 Mar-Proof #106 Assortment 
TOOLS Chisels. 25¢ each Handle Wood § Amber Head Mal- £X877 Assortment of 24 of 2 doz Solid 
Retail. Natural Chisels. 50¢ | lets. 49¢ each Re- Screw Drivers, 10¢-35¢ Grip Steel Butt 
We Hardwood han- Bf each Retail. Full | tail. Genuine Hick- [| each Retail. Unbreak. [| Screw D¥ivers 
. dle with steel beveled — extra | ory handles. Soft able amber handles. fe -20 each Re- 
pered sted, bevel. ff ShOrp edges. face amber head. ff Tool steel blodes. =” IF woo handles. Tool 
ed, sharp edges. xr ‘ steel blades. 




































FULLER TOOL CO., 207 West 25 St., New York 1, N.Y. 





SALES OFFICES: 
A. E. Fuller, 16 Hudson St., New York 13, N. Y. Fuller Tool Co., Ltd., 645 Wellington St., eal 
Lynn-Paul Associates, 219 No. Jefferson St., Chicago, i. M. M. Davis, 6724 No. "Smedley St., Philedsiphie 2 26, Pa. 

Hardware ‘Agency Co., 8% Broad Street, Boston 10, Mass. 
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Can you take advantage of this opportunity for: 


v Good profit on a large unit of sale 


v High rate of turnover 


v¥ Continued repeat business 











7 Large volume of sales of accessories and related items 
v Creation of additional store traffic 5 


YOU CAN, IF 


this describes your store: 


1. Location in city of 5000 or more. 

2. Satisfactory financial rating. 

3. Desirable location, 

4. Adequate store traffic. 

5. Facilities for display. 

6. A stock of hand tools. 

7. Ability to reach logical prospects: home- 
craft hobbyists, upholsterers, cabinet 
makers, etc. 

8. Freedom from conflict with any estab- 
lished Delta dealer. 

. 2 ~« 


Experience shows that the qualifications 
listed above are essential to a profitable 
post-war business in power tools. 

We make that frank statement at the 
outset, to avoid misunderstanding and, 
perhaps, unwise risk of capital by dealers 
whose stores vary from these standards. 

But if your set- < checks with the eight 
points given, we believe the Delta line 








"Trade Mark Reg. U. S. Pat. Off. 
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offers you a real opportunity to capitalize 
on the growing wave of interest in power 
tools for home use. 


A Growing Market! 


The volume of entries in Delta’s recent 
contest on post-war home shop plans is 
just one more proof of the large potential 
market for Delta tools. From North and 
South, from East and West, even from 
Canada — came thousands of entries. 

And every month, more thousands write 
to us for a little booklet we offer, out- 
lining the benefits of woodworking as a 

obby. 

The market is big. And the Delta fran- 
chise gives you the products and the pro- 
motion to make the most of it. Evidence 
is this company’s rapid growth to its pres- 
ent position as the world’s largest maker 
of light power tools. 


A Recognized Line! 


Results of a nation-wide survey recently 
conducted for us by impartial interviewers 







show that a big percentage of present and 
prospective home workshop “fans” rec- 
ognize Delta Homecraft Power Tools as 
quality tools — the make they want and 
are now saving money to buy! Delta con- 
test entries confirm this. 

Here are nationally-accepted power tools 
that you can sell with pride and back u 
with confidence. They’re accurate, depend- 
able, and safe. Right now they're standing 
the test of —_— war production in 
thousands of plants all over the U. S., on 
ships, and in foreign lands 

Big-space, full-color advertisements in 
mass magazines (like This Week and 
Parade) help create new woodworking 
hobbyists. And a continuous schedule of 
full pages in the widely-read “fan” maga- 
zines (like Popular Mechanics, Mechanix 
Illustrated, etc.) helps to stimulate added 
interest among present enthusiasts. A big 
program of dealer display, advertising, and 
promotion material is now in preparation. 

In addition to all ghis, Delta makes it 
worth your while to go all the way in 
estab liable your store as Delta headquar- 
ters, by restricting franchises to a limited 
number of qualited dealers, with reason- 
able territorial protection . . ; by refusing 
to sell direct .. . by referring inquiries. 


An Opportunity! 


If your store meets the qualifications for 
a Delta franchise, you are passing up one 
of the biggest opportunities in the hard- 
ware field if you don’t act now. The soon- 
er you get lined up, the earlier you can 
have merchandise when the necessary ma- 
terials are released. , 

Write today. Tell us you want full de- 
tails on the Delta dealer proposition. 


THE DELTA MANUFACTURING co. 


752D EAST VIENNA AVENUE 


MILWAUKEE 1, WISCONSIN 








Dealers Seem to Like Us! 
®, 


gp Wien hundreds of successful dealers continue 
to sell the same line of farm equipment year after 
year... some for as long as 61 years... scores for 


periods ranging from 25 to 60 years... that line 
must be a pleasant and ptofitable one to handle. 


That’s one reason the Fairbanks-Morse line 
merits your investigation if there’s a franchise open 
in your area. Get the details now. Write Fairbanks, 
Morse & Co., Fairbanks-Morse Bldg., Chicago 5, 
Illinois. 


nks-Morse pealers 


Buc ° > 


Sha W, Quaker to wn, 


. Fairba 
Long-rime 
¢ Many 

a Few © 


ka 
& SoD, Papillion, Nebras 1 a 34 
ur ace e Dealer since <8 aa 


Fairbanks-Mors Norfolk, 384 Fairb anks- Morse 


Peansi¥n on A 
Dealer since ve ' 


are Cor, Seneees S89 


Morse Dealer anne 
Co., Prescott, 





s. Carolina 07 


Ballenget 
i Fairbaaks- Arizons 
, Ss, 
s Son la Rae 4 Hill Hardware ‘ : 1908 
Dealer sine Sam rse Dealer since 


: d irbanks-Mo 
Richlao Fair ‘eben Ida Grove, low 19 09 
Dealer since - * 


j. L.Dangenbaker 
Fairbanks-Mors© 
o & Electric Co.» 
Dealer since 

ida 
Con Havana HON” 902 


Californie 


pilcher Har 


strang Radi 
Fairbanks-Morse 


Fairbanks-Mors© 


shelfer & Ellinor 
Morse 





ndido, 

ill & Casson, Ltd. Esco ; 

Churchi Desler.since - ° To five generations of farmers the name- 

Fairbanks-Mors¢ Fairbanks-Morse has stood for depend- 

. able, honest-value, performance-proved 

machinery for which repair parts and 
service are always available. 


BUY WAR BONDS 


Fairbanks-Morse 42237" 


Water Systems + Sump Pumps + “Z” Engines + Magnetos «+ Light 
Plants + Windmills + PumpJacks » Hammer Mills + Corn Shellers 
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HERE is a length of 4-inch Silver King Air Drill 
Hose in service on the New York Aqueduct job. 
It is operating a Jumbo drill carriage for drilling 
the hard rock heading in the aqueduct. 


Hose of this type must be sufficiently firm to 
resist kinks, flexible enough to conform to the 
bore of the tunnel, and must have a cover tough 
enough to stand the abuse of falling rock after 
the blasting. 


BWH Air Drill Hose reflects all these qualities 
because it represents more than 65 years of 
leadership in the rubber industry. 
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For this good, solid reason, HINDLEY is the 
name to remember: The harder an item to get, 


GLAD RAG Silver Polishing Cloth the harder Hindley folks try to get it to you! 


#2 and £7 


GLAD RAG Furniture Dust Cloth Y fo a pemiriotions 


deny. le ‘. able barriers in some 
GLAD RAG Auto Wiping Cloth : cases . . . but try 
fis ¢ ( Hindley first ... 
for Wire Hardware, 


GLAD RAG Window Wiping Cloth \ = Cotter Pins, Plumb- 
#16 ’ ers’ Specialties, Flat 


GLAD RAG Woodwork Wiping Cloth # Val) Spring Kays, Riveted 
fe ‘ eys, etc. 


f : Send for Our 
GLAD RAG PRODUCTS CORP. Latest Catalog 


305 E. 43rd St., New York 17, N. Y. HINDLEY MFG. CO. © 60 JOHN ST. ¢ VALLEY FALLS, R. 1. 
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Make Your Store 


Waterproofing Headquarters IT PAYS Customers appreciate fine qual- 


ity that assures complete satisfac- 


T 0 $ E LL tion. In cutlery, concentrate on 











You can stand QUALITY “ShurEdge”—the line that fea- 


squarely back of | tures high carbon steel iy 
hand-ground to stay sharp longer, 
KAY-TITE | er 2 chromium. plated for mirror-like 
It will positively’ ~~ beauty. Smartly designed han- 
prevent the seep- dles styled for comfort and 
age of water. . ‘ utility. 


It’s guaranteed to 
do the job. 





OF FINE 
CUTLERY 











Ponds 
. Boller and Elevator | 
Reservoirs 


Field and Quarry Stone NATIONALLY 


ADVERTIS 

also can be ysed as a mor- ? h oe de 
tar for pointing up brick in the turday 
and masonry, also to patch Evening Post, Lib- 
concrete. erty, Better Homes 
Users are. always enthusiastic boosters. They will boost your elegy 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. drums. It comes fn 
Grey and White. A 10 Ib. package will waterproof 100 to 150 aq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 
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Coming Your Way 


Helping the men who build new ships is 
but one of the many war-time jobs that 
take the lion’s share of our production of 
Winchester flashlight batteries. 





Can Winchester consumer-advertising 

‘help you, as a dealer, in this situation? It 
can—and does. By telling this story, it ex- 
plains why you have few if any Winchester 
batteries to sell today—and asks your cus- 
tomers to be patient. It promises that, 
with peace, you’ll have a full supply for 
their needs. 


Your customers appreciate knowing why 
Winchester batteries are so scarce. That’s 
why it’s important that Winchester ad- 
vertising continue to keep customer good- 
will for you. Winchester Reneating Arms 
Co., New Haven, Connecticut, Division of 
Olin Industries, Inc. 
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One War-Time Job 
that’s Stopped Them 
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SHEETS 
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3 


STAINLESS. 
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EASTERN | | EASTERN 
STAINLESS | | STAINLESS 
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New 1945 EASTERN® STA 
er Catalog will soon be ready! 








\rms Your free copy of the comprehensive new 80-page Eastern Stainless 
on of catalog will shortly be available. Compiled and edited by Eastern Stain- EASTERN STAINLESS STEEL CORPORATION 
less technical experts, it authoritatively covers modern applications of Baltimore, Maryland = Dept. 60 
Stainless Steels in many great industries and institutions including your Gentlemen: Please reserve for me a copy of your 
a” free 1945 catalog “EASTERN STAINLESS STEEL 
SHEETS.” ‘ 
Complete in every detail, profuse with interesting illustrations, the new 
1945 Eastern Stainless catalog will be a valuable addition to your refer- Firm mame ... 2.0... sss eseeeeesaeeseeeeeees 





receive your free copy of the 1945 Eastern Stain- 
less catalog as soon as it is ready. 


ence files . . . it'll serve you well as an office-handy encyclopedia giving RN a a a 
authentic information on how Stainless Steels are best suitedtoyourneeds’5 =: 6, 9 ie A..... 
Today—fill out and mail the coupon at the right. You will be sute to: 
' DE MEMEO vic ckscdsccudecnvewsaes se 
i 





IML Co. B-CE 


EASTERN STAINLES BALTIMORE, MARYLAND 
SALES REPRESENTATIVES: CHICAGO, 201 N. Wells St., Phone: State 6533 * CLEVELAND, 1010 Euclid Avenue, Prospect 2020 
DALLAS, 4533 Livingston Ave., Justin 8-5772 * DETROIT, 6505 Second Bivd., Madison 8570 * DETROIT, 906 Fisher Bidg 


Trinity 11465 + LOS ANGELES, 10887 Chalon Road, Arizona 3-8273 NEWARK, N. J., 972 Broad Street, Market 2.2068 
PHILADELPHIA, 7444 Fayette St., Livingston 2002 
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Bad news for moths! Good news for you! | 


LARVEX SALES 
GO UP 400% 


IN 4 YEARS 


SUPPORTING YOUR SELLING IN 1945! 
@ TESTED LARVEX ADVERTISE- 
MENTS like this in American Home, 
Better Homes and Gardens, Ladies’ Home 
Journal, Life, McCall’s, New Yorker, 
This Week, Parents’, Woman’s Home 
Companion, True Story, American 
Weekly, New York Times Magazine. 

@ SPOT RADIO CAMPAIGNS 

on 170 Mutual Stations! 

@ ONE-MINUTE SPOT RADIO 
Announcements 10 times a week for 13 
weeks during April, May and June over 
leading stations in major cities! 


FESSIONAL 





































VEX 5: 


eg. Trade Mark 


LAR 


FREE! This Full-Color 
8 Window Display! 
Makes a wonderful 
focus-point for your 
— moth-mer- 
chandise display. 
Free on request. 


PREE! This Counter 
Display with Real 
Live Moths! 

It’s sensational . . . 
this Larvex counter- 
card showing live 





counter 
order! Without extra 
cost. 








NEW 
TOP-LINE 


Profit Line 


Push 





New Juvenile Garden Wheelbar- 
row. Rocket style, metal wheel, 
metal axle, rubber tire — for 
Junior to push—and to push 
your profits up. 


~ 


Pull 


The Rocket Sulky with metal 
wheels and rubber tires, fold- 
ing handle, to pull the young- 
ster in—and to pull parents 
into your store. 


Draw 


Juvenile Duplex 
Blackboards — hand- 
somely styled for the 
kiddies to draw on and 
to draw customers for 
you. 





Only a few of our New Items are illustrated. 
Write for literature and full information. 


OL 


APPLIANCES 


TENNESSEE VALLEY 
ASSOGCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 








New Home Appliances 
on the way now — 
for Regular 
TOP LINE ACCOUNTS 





HARDWARE AGE APRII 





























ARE IN ON 


| | THE SUUNDEST IDEA. 


IN MAJOR 


APPLIANCE HISTORY 


A. J. LINDEMANN & HOVERSON CO. 


-B STOVES, INC. 
pam STOVE CO. O'KEEFE & MERRITT CO. 
CALORIC GAS STOVE WORKS © ROBERTS & MANDER STOVE CO. 
CRIBBEN & SEXTON CO. GEO. D. ROPER CORP. 
DETROIT-MICHIGAN STOVE CO. STANDARD GAS EQUIPMENT CORP. 
THE ESTATE STOVE CO. THE TAPPAN STOVE CO. 

GLENWOOD RANGE CO. WESTERN STOVE CO., INC. 

JAMES GRAHAM MFG. CO. In Canada: CLARE BROS. & CO., LTD. 
GRAND HOME APPLIANCE CO. © GURNEY FOUNDRY CO., LTD. 
HARDWICK STOVE CO. MOFFATS, LTD. 


THESE 20 MANUFACTURERS 





TRADE 





BACKED BY A $12,000,000 GAS- 


Oe 
INDUSTRY NATIONAL PROMOTION CAMPAIGN SY *runuc. , cour 


H®= is the pre-tested post-war selling plan 

that will move higher grade gas ranges off 
your floor in volume. Back of it is a $ 12,000,000 
industry-wide promotion on gas and all the 
merchandising helps twenty leading manufac- 
turers can give it. 


The ‘CP’ Seal represents the only buying guide 
of its kind in the major appliance field. No 
wonder women will look for it on your sales 
floor after the war. 


To create new high ‘CP’ standards, engineers, 
home economists, homemakers, and manufac- 
turers are pooling their knowledge, experience 
and ideas. Now you have two famous trade 


GAS.1HE WONDER FLAME 


APRIL 12, 1945 


% 
a, MARK £ 
4 Ry 
%~, & 
% Rig 
we 


marks to sell — the ‘CP’ Seal, plus the nationally 
known brand names and advantages of 20 indi- 
vidual manufacturers. 


Any gas range bearing the ‘CP’ trade mark, in 
addition to its own trade name, will give the 
finest cooking results, the most advanced auto- 
matic controls, the greatest Savings in time, food, 
fuel and money, and the lowest service cost. 


Soon available — the big ‘CP’ Kit, showing you 
how to tie-in to the soundest selling idea in 
major appliance history. For your copy, write 
Association of Gas Appliance and Equipment 
Manutacturers, 60 East 42nd Street, New York 
17, N.Y. . 
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HELD OVER! 


ENTIRE MASS PRODUCTION 
FACILITIES AND PERSONNEL OF 


ELECTRIC SPRAYIT CO. 


TO PRODUCE MORE AND MORE 
PRECISION WAR IMPLEMENTS 


PROGRAM WILL CHANGE WHEN 
THE BIG SHOW IN VARIOUS 
WAR THEATERS PERMITS! 


those w 
done be 
became 


UR next attraction offers a “double feature” that will include a new and finer per- 

formance by Sprayit, and the Premier showing of a sure hit by Elsco... Production 
by Sprayit will surpass all Paint Spraying Equipment...Air Compressors...Spray Guns 
...Pumps...Air Tools... Insecticide Sprayers...Sanders and Allied Finishing Equipment 
that we have ever shown...Elsco’s cast will be headed by these new stars... Electric 
Motors... Generators ...Valves... Pumps... Hydraulic Cylinders and Controls for Air- 
craft, Automotive and other Industrial Application. When billing your own postwar 
show ...keep these two fine attractions in mind. 
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\: Great Name in PAINT? 


. 
The world’s progress, in every era, has come from 
those who refused to believe that a thing couldn’t be 
done better. In their vocabulary the word “‘cannot”’ 
became “‘can.” 


Lucas Paint is an apt example. It was almost a cen- 
tury ago that John Lucas set out to develop a better 
kind of paint. Well meaning friends told him it 
couldn’t be done. John Lucas felt otherwise. Scores 
of experiments proved fruitless. But he persevered. 
And finally he produced a paint that he considered 
outstandingly superior. 


Others considered it superior, too. The demand for 
Lucas Paints spread rapidly. It has continued to spread 
ever since. Today you will find Lucas Paints in use 
everywhere. The name of Lucas on a can of paint is 


*THE PAINT LINE THAT HAS EVERYTHING! 










synonymous with highest quality in 51 different 
countries throughout the world. 


Another factor that makes the Lucas franchise some- 
thing worth having is the consistent production of 
effective selling aids that Lucas furnishes its dealers. 
Any good product always sells faster with proper 
merchandising support. 


Write TODAY for complete details on the Lucas 
Paint Franchise in your neighborhood. You'll be 
glad you did. 


ADMINISTRATION OFFICES - PHILADELPHIA, PENNA. 
JOHN LUCAS & COMPANY, INC. OFFICES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 
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<i REGISTERED geo 
New /mproved 


Porcelainon Steel 


ENAMELEDWARE 


YOUR ASSURANCE OF QUALITY 


NAME tN meas 


Look for this Red SEAL . . . then SELL with CONFIDENCE 
The Jones Meta! Products Co. 


The Belmont Stamping and Enameling Co. 
The Canton Stamping and Enameling Company Lisk. 


Crunden Martin Manufacturing 
Federal Enameling and Stamping Co. The 
The Fletcher Enamel Company 





United States Stamping Co. 


Columbian Enameling and Stamping Co., Inc The Moore Enameling and Manufacturing Co. 
bo. National Enameling & Stamping Company 
Republic Stamping & Enameling Co. 
The Strong Manufacturing Company 


Pre-tested for amazing resistance fo acid, 
heat, and wear and tear of long service 


Enameledware manufacturers have teamed up 
to set new quality standards in cooking utensils 
—to tell every housewife about the New Im- 
proved Porcelain on Steel Enameldware she can 
identify with the official red seal shown below. 

This finer ware is the result of 4 years lab- 
oratory research. The Industry’s Technical Com- 
mittee developed ways to realize these laboratory 
standards in actual day after day factory pro- 
duction. A series of punishing tests were worked 
out to maintain this improved quality. : 

The New Improved Porcelain on Steel Enam- 
eledware must withstand long exposure to boil- 
ing food acid—repeated sudden coolings after 
high heat—and impact tests which assure long 
service in the average kitchen. A surface which 
withstands such punishment is naturally glass- 
smooth, assuring extra easy washing. These new 
advantages are now added to the glistening, long- 
lasting beauty, which has kept porcelain enam- 
eledware popular against all competition. 

Although production for consumers is limited 
by war requirements, your customers are read- 
ing of this New Improved Porcelain on Steel 
Enameledware in 5 top women’s magazines. 
Write for store tie-in material today. Build 
profits with this cooperative effort which is 
already planned for years to come. 


ENAMELED UTENSIL MANUFACTURERS ADVERTISING GROUP 
2130 Keith Building, Cleveland 15, Ohie 
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MAGAZINES ARE 
LINED UP TO 
MEET ME 


Be 7 
Sa 
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WHOPPING BIG 
LIST OF SUNDAY 
NEWSPAPERS . 
REACHING 


(Lt OPEN THE 
DOOR FOR YOU TO 
OVER 7000,000 

IN THESE 
BIG-CIRCULATION 

MAGAZINES 


FLORENCE STOVE COMPANY. . . General Of- 
fices and Plant: Gardner, Mass. Western Of- 
fices and Plant: Kankakee, III. Sales Offices: 
One Park Avenue, New York; 1459 Mer- 
chandise Mart, Chicago; 53 Alabama St., 
S. W., Atlanta; 301 No. Market St., Dallas. 
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Big Nationwide Advertising Campaign 
Gives You A Head-Start On Postwar 
Sales of Florence Ranges and Heaters 


EMAND for postwar Florence Ranges and Heaters 
isn’t going to be left to a hit-or-miss, last-minute 
rush. Florence aims to have demand built up, ready 
and waiting for you as soon as the war ends. 
That’s why Florence is starting right now . . . this 
month . . . a big advertising campaign that will smooth 
the way for you in homes of your present and future 
customers. Even allowing generously for duplication, 
8 out of 10 families able to buy Florence Ranges and 
Heaters will be meeting Florence in 1945. . . through 
leading big-circulation magazines and newspapers. All 
ads are packed with “‘personality” . . . Florence herself 
featured in a way that’s bound to make your customers 
remember the Florence name and products. 
After the war you’ll see the results and you'll share 
in them through increased sales of the thrilling new 
models of Florence Ranges and Heaters. 
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The SPRED magazine 


ad at the left, repro- 
duced in beautiful Ko- 


dachrome natural col- 


ors, appears in the 
, Pat issue of AMERI- 


May issues of 
BETTER HOMES 
GARDENS. 


At the right is just one 
of the large -hit- 
ting, SPR E news- 
paper ads in a gigantic 
nationwide campaign 
appearing in over 200 
leading newspapers. 
Many SPRED dealers 
are boosting sales by 
pasting reprints of 

PRED national ads on 
their store windows. 
Available without 
charge. 
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From coast to coast, enthusiasm for SPRED by dealers and the 
public is reaching landslide proportions. And this big swing 
to SPRED is being accelerated by the largest advertising cam- 
paign per dealer in paint history. Week after week, in over 225 
leading newspapers and magazines we are telling the public 
that SPRED colors are preferred 3 to 1 by leading decorators. Each 
ad stresses the fact that SPRED is available ONLY at legitimate, 
quality paint dealers! The whole program is built around THE 

SPRED DEALER — will bring him more business—more profit. 
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A PLAN THAT GIVES DEALERS A BREAK — The SPRED franchise 


gives you real protection. It is granted only to legitimate paint dealers 
on a protected territory basis. SPRED dealers are not stepping on each 
other's feet. They have plenty of room to operate in and everything it 
takes to build a sound and profitable business. 





@ COLORS PREFERRED 3 TO 1 BY LEAD- @A SUPERIOR PRODUCT, GUARANTEED BY GOOD 


ING DECORATORS—When leading 
decorators in America’s style cen- 
ters were shown the colors of 
five best known water-mix wall 
paints— more of. them chose SPRED 
colors than all the rést combined. 
Their votes for SPRED were 3 to 
1 over the second choice. Think 
what a tremendous advantage this 
can mean to you in greater sales 
and profits. 


@ YOUR FUTURE WITH SPRED— 


SPRED is the forerunner of a whole new series of postwar 
Glidden paints offering a real money-making future to you. 
If you are a legitimate paint dealer you owe it to yourself 
to examine SPRED’s protected territory proposition. There’s 


no obligation. Drop us a line today. 


*Trademark Registered. 
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THE GLIDDEN COMPANY °« Dept. 44, Cleveland 2, Ohio 


HOUSEKEEPING —SPRED has a strong selling 
advantage in the Good Housekeeping Guar- 


anty Seal which millions enim i Oa 
* Guaranteed by @ 
Good Housekeeping 


Hop , DEFECTIVE OR ows 
AS apvenristo TERS 






of homemakers recognize 






as a sure sign of depend- 
able quality. SPRED moves 
faster because women know that this seal has 
to be earned. SPRED is a first quality oil- 





emulsion paint that mixes with water — made 
possible by Glidden’s exclusive soy bean deriv- 
ative, “ALPHA” PROTEIN*. 
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Nationally Advertised 


You can rely upon PROFITS 
EVERY MONTH from steadily 
growing REPEAT SALES of Per- 
fection Milk Filter Discs. They are 
in DAILY USE—a daily necessity 
—on hundreds of thousands of 
dairy farms, nation-wide. 
Make these extra profits yours. Repeat sales and 
new customers are assured by Perfection adver- 
tising in Country Gentleman, Successful Farming, 
Hoard’s Dairyman and leading state farm papers. 
Tie-in sales helps and store displays 
furnished FREE. See your jobber. 1945 
. SCHWARTZ 
Freight Prepaid on 5 Cases Qiu, 


ANNIVERSARY 
Packed 100 discs to a box; 36 boxes to aG 
case. Order from your jobber today. 


Schwartz Mfg. Co. 


TWO RIVERS, WIS. 


America’s Oldest Maker of 


Milk Filter Dises MILK 
LITER DiIs¢ Ss 
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That’s how we're help- 
ing to keep Vigoro the 
most famous name in 
plant food! 


HN ey 
we 





American Home—House and Garden—Better 
Homes and Gardens— House Beautiful — The 
American Weekly—in every one of these impor- 
tant magazines we’re running big, hard-hitting 
Vigoro campaigns. Plus 3 color pages each in the 
Sunday magazines of the New York News, 
Chicago Tribune, and Philadelphia Inquirer. 
Important ads that show how Vigoro can help 
any gardener. 


These advertisements are backed by Vigoro’s 
twenty-year-old reputation for getting better gar- 
dening results. 


They’re backed by all the other Vigoro ads we 
have run through the years. 


And finally, they’re backed by Vigoro’s proved 
ability to help produce better gardens. 

These ads “pay off” right in your own cash reg- 
ister. They mean more sales—more customers— 
more profits for you. So be sure to have a good 
supply of Vigoro on hand. Feature it—display 
it prominently so customers will know that your 
place is Vigoro Headquarters. Order now so you'll 
be sure to get prompt shipments. 


A PRODUCT OF SWIFT & COMPANY 
U. S. Yards Chicago 9, Ill. 
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Don’t Hide Your Lights Under a Bushel ! 


Advertised products are lights that 
attract customers to your store. It 
pays you to keep them where they 
will be seen. 


Ta-pat-co Collar Pads are adver- 
tised to, and used by, more farmers 
than any other harness accessory 
item. Horses and mules supply the 


chief source of farm power for more 
than two-thirds of the 6,000,000 
farms in the United States. Give 
Ta-pat-co the chance to shine for 
you with a display where it will be 
easily seen — you'll find it pays. 
Sold by your jobber. Keep your 
stocks complete. 


THE AMERICAN PAD & TEXTILE CO. ¢ GREENFIELD, OHIO 
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Spin MORE 


WEAR in the BLADE 


For over 40 years, Wood has special- 
ized exclusively, in making Shovels, 
Spades and Scoops of finest quality. 

















The Stuart Closed 
Back . .. with Steel 
I-Beam Handle Rein- 
forcement . . . high 
quality at popular | 
price. 


















...& result of WOOD 

SPECIALIZATION... 
exclusively in 

Wood' Products. 

Adds 30%, and more, 


© strength where 65% 
f of breaks occur. 


The value of WOOD Specialization 
is strikingly apparent in the excep- 
tional strength, toughness, and long- 
wearing durability of Stuart and 
Wilson Brand blades. 


Blades for these special Hardware 
Brands are made of carefully selected 
High Carbon Steel . . . Heat Treated. 
All blades are tested for quality and 
uniformity. 

Stuart and Wilson Brand Shovels are 
normally made in all types, styles, 
weights and sizes required for farm, 
industrial and all-purpose use. 





The Wilson 
Open Back... 
with Steel I- 
Beam Handle 
Reinforcement 













. . leader of 
the low price 
quality field. 
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Chestnut and 56th Sts., 100 East 42nd St., | 


Philadelphia 39, Pa., U. S. A. New York 17, N. Y., U. S. A. | 


Established 1855, succeeding and embodying “Hardware” of 

New York; “Stoves and Hardware Reporter,” St. Louis; “The 

Western Hardware Journal,” Omaha; “Iron Age Hardware,” 

New York City; “The Hardware Reporter,” St. Louis; “Hard- 

ware Salesman,” Chicago; “Hardware Dealers Magazine,” New 
York, and “Good Hardware,” New York. 
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= aa Yes, it’s long-past time for your fishermen 
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old enthusiasm. Wait till we can release 
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Now there are some—soon (we hope) 
there will be more—of these popular 
TENSO HALTER and TIE-OUT CHAINS. At 
any rate, they move fast at this time 
of year. And your farm customers will thank you 
for reminding them to buy—especially now that 
every trip to town is an important one. 


We suggest that you check your inventory of 
chain—order as far ahead as possible, but don’t 
order more than you need. Other items now being 
made are PUMP CHAIN and TENSO for general use. 
Your jobber may be able to supply you with TENSO 
size 2-0 in a 250 foot package. This is the chain 
that can be substituted for %” manila rope and 
has a hundred uses around a farm or town home. 


In the face of demand for any kind of merchan- 
dise, regardless of quality, it is good to be able to 
“SELL AMERICAN”’—the chain you know to be 
only first-class. 

















York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Portland, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
In Business for Your Safety 


oye.” %, tices = 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, ' Editor of HARDWARE AGE 








1945 “Who Makes It?” Issue 
Will Carry No Advertising— 
Text and Listings Featured 


, are un- 


usual times and they call for 
unusual procedure. In com- 
mon with all publishers, Harp- 
waRE AGE confronts an acute 
paper shortage and is under 
strict WPB rationing regula- 
tions. Because of this fact, it 
has been apparent that we 
could not completely serve 
both advertisers and readers in 
the same complete manner as 
heretofore, but we are sure 
that the entire industry will 
agree that serving the readers 
is our first obligation. This 
premise we accept. 

The acid test which reaches 
all Sf us in every business is 
whether or not we justify our 
existence by the services we 
render, despite handicaps. 
With these thoughts in mind, 
we have finally reached the 
conclusion that all advertising 
must be omitted from our 1945 
Merchandise Directory Num- 
ber—the “Who Makes It?”’ is- 
sue to be published July 19. 
The paper is simply not avail- 
able. 

Such a decision was not 
easily arrived at, nor accepted 
by us in a casual way. But 


there was no other alternative 
since our paper allotment 
wouldn’t even permit 50 per 
cent of present advertising 
reservations to be published— 
and more reservations are com- 
ing in every day. Rather than 
pick and choose, or discrimi- 
nate against any advertiser for 
whatever reason, we decided to 
omit all advertising from the 
issue this year. The loss of 
revenue from this issue will be 
quite ‘substantial, but we be- 
lieve our decision is the proper 
one under present day circum- 
stances. 

We recognize, as the origina- 
tors of a hardware industry 
directory,:that we have an ob- 
ligation which takes prece- 
dence over any material gain 
which might accrue to us. 
Thousands of hardwaremen in 
wholesale, retail and manu- 
facturing channels, in the 23 
years we have been publishing 
and improving this book, have 
testified too strongly of its 
value to them to skip it for even 
a single year unless current 
conditions made it imperative 
to do so. We accept this ob- 
ligation and will continue the 
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Directory in 1945, but minus 
the advertising. All the list- 
ings, trade and brand names 
have been kept corrected 
throughout the year, and it 
will still be the best and most 


complete directory of its kind 
for hardware and associated 
merchandising. 

In 1946, or as soon after as 
paper and war conditions per- 
mit, we will resume the inclu- 


sion of advertising believing 
that such advertising, when 
properly prepared for the in- 
formation of our readers, is 
an important and appreciated 
feature of this annual issue. 


Teaching the Co-op Idea 
To High School Students:— 


N associate of mine has re- 
ceived a letter from a 
young lady in New Orleans, 
La., which reads as follows: 
“T am a high school stu- 
dent in a cooperative retail- 
ing class. We are making 
merchandise manuals. 
“Any information that 
you may have on the follow- 
ing topics would be greatly 
appreciated: 


“1. Raw materials 
“2. Construction 

“3. Selling procedures 
“4. Care 


“5. Selling points or 
values 
“6. History or romance. 


“The manual is due May 
1, so I would be very grate- 
ful if you could give this 
matter your earliest atten- 
tion.” 


As most high schools are 
operated entirely on proceeds 
from tax funds, a fair share of 
which comes from retailers 
who must compete with co-op 
retail stores, we wonder how 
Louisiana school authorities 
justify this course. How do 


= 2? @ 


Louisiana merchants feel 
about it? It is their money 
which is being used to help 
provide further competition 
from a competitor who does 
not have to pay a tax on his 
“profits” because he calls 
them “margins.” 

This same trend may be 
prevalent elsewhere in_ this 
country. Wisconsin has a law 
making it mandatory to take a 
course in cooperative opera- 
tions. Other states at least 
tolerate, if not actually encour- 
age, similar studies—at your 
expense, 


A Rose By Any Other Name, etc.:— 


E understand the word 

“dividends” is soon to be 
a forgotten word in the Con- 
sumer Cooperative vocabulary. 
The expressions “a dividend 
on purchases” and/or “‘patron- 
age dividends” will give way 
to the less tax inviting “patron- 
age savings” or “patronage 
savings returns.” 

As a letter writer in a recent 
Co-op magazine aptly ex- 
presses it: 

“Calling savings returns 

‘dividends’ has been the 


greatest cause of the fight on . 


cogperation. .. __ Dividends 
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means profits, and profits 

are taxable. Why ‘Invite a 

fight by using a false term 

to describe the return of an 

overpayment?” 

The italics are ours. 

Are you continuing to ask 
your Representative and two 
Senators to help Congress 








Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 134 











place a proper tax levy on the 
Co-op profits—no matter what 
name they give them? If not 
get busy! The subject was 
never hotter and the Co-ops 
are fighting hard to avoid 
taxation. 

Congress has heard more on 
this subject in the last few 
months than in as many years. 
So has the Treasury Depart- 
ment. 

Let us repeat, we were never 
closer to getting a proper tax 
levy on Co-op profits—but we 
are not yet close enough. Keep 
on fighting! 
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BALL BEARING CLOSER 


Normally manufactured in 5 sizes. Closer is a rack and 
pinion type with extra large, one-piece manganese steel 
sh-ft and pinion rotating in ball bearing. Rack piston 
and double compression chamber ground fitted to .0003” 
tolerance. Special leak-proof packing gland and splash 
chamber prevents “creep” of closer liquid under pressure. 
Finest steel spring, abundantly powered. Regulating 
valves of improved design: once adjusted they ‘‘stay 
put.”” Now available only on orders carrying proper 
priority. 


PATRICIAN POLYFLEX MORTISE LOCK 
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PROVED FEATURES FOR POSTWAR BUILDING 
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Davetopenent of the Lockwood Ball Bearing 
Closer represents the most thorough-going job of 
scientific research and engineering in the history 
of door closer manufacture. Another example of 
Lockwood resourcefulness and ingenuity, it sets 
a new standard of door closer performance. 
Maximum power, to close and latch doors under 
all conditions; important reduction in internal 
friction, to make opening easy; leak-proof gland 
to eliminate leakage of closer liquid; compact de- 
sign to economize head room; full complement of 
holder arms and attachments for every type of 
installation — plus those well known Lockwood 
features of built-in quality, durability and fine 
appearance. 


Architects are including the Lockwood Ball 
Bearing Closer in their plans for postwar indus- 
trial plants, banks, hotels, hospitals, schools, 
apartment and office buildings . . . and you can 
supply it with full confidence that it will live up 
to your high standards. It is featured in Lock- 
wood’s 20 pages of FINISHING HARDWARE 
AT A GLANCE, filed in 17 b 1 SWEET’S, 1945. 


There may still be an opportunity for you ,to secure distribution 
of the Lockwood line in your area. Write for details of the 
Lockwood Franchise program. 


LOCKWOOD 


HARDWARE MFG. CO. 
FITCHBURG, MASSACHUSETTS 
Division of Independent Lock Company 





BALL BEARING CLOSER 


CAPE COD 


UNIFAST 
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; has never 


been a time, there has never been 
a business, and there has never 
been a market, for which the ap- 
plication of a sound, intelligent 
selling effort was not needed. The 
period following the end of this 
war is no different—your business 
is no different—your market no 
different with respect to this basic 
fundamental fact. 

It may be that in certain lines 
the opportunity for expansion will 
be greater than in others. There 
will be new products for new uses, 
new markets or old products, but 
for products old or new—for mar- 
kets that are waiting or that are 
yet to be created, sound, intelli- 
gent selling will be the keynote of 


*An address delivered before the 
convention of the Western Implement 
and Hardware Association, Kansas City. 
Mo., Jan. 30, 1945. 


“They shall beat their swords into ploughshares 





Tomorrow's Retailers— | W1 


GERWE 


a lasting success in any line of 
business whatever. 

Much so-called post-war plan- 
ning, I am afraid, could be more 
aptly termed “post-war dreaming 
and hoping”—much of it consists 
of plans to go right back to peace- 
time business efforts, the same as 
before, with renewed vigor, per- 
haps, and with more men in new 
areas, but basically with the same 
formations and with the same old 
plans. 


Plans Are Needed 


May I suggest that in your busi- 
ness,this sort of post-war planning 
would be especially deplorable. | 
say that because it is clear to me 
that the post-war era presents to 
marketing industries, such as 
yours, opportunities second to 
none to do an outstanding job with 
an endless future. Of course, along 
with many lines of endeavor. when 


By WILLIAM J. GERWE* 


Division Automotive Sales Manager, 
Socony-Vacuum Oil Co., 


Chicago, Ill. 


peacetime products start to come 
off the assembly line, a product- 
starved market will absorb, for a 
time, all the goods you can sup- 
ply. Some people think you don’t 
need especially good selling plans 
to move merchandise under those 
conditions. 

No one in his right mind ex- 
pects such conditions to go on for- 
ever. In fact, that fat selling pe- 
riod should be relatively brief. 
The pendulum always swings 
back, and the old law of supply 
and demand has never yet been 
repealed. 


Apply Basic Principles 


To my way of thinking, there 
is no stop-watch, no timetable, on 
the need for applying fundamen- 
tal sound selling technique. Wheth- 
er the lush period of more buyers 
than machines goes on for one 
year or five years, it is imperative 
that your plans consist of these 
same basic fundamentals. Why? 
Because unless they do, you and 
your business will eventually cre- 
ate its own limitations, and you, 
yourself, will have forged your 
own business restrictions. 

May I offer you implement 
dealers some suggestions based on 
this statement—“I believe you 
face, in the post-war, the greatest 
opportunities ever offered a single 
group of businessmen.” You face 
not only a tremendous market 
which awaits a buying rush such 
as you have never seen before, you 
face also the opportunity of tak- 
ing a place in your marketing area 
which is unique and enviable. 
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And How They Should Do It 


Hardware Age 
Post-War Forum 


The post-war retailer should know his 

business and his market; should display 

his merchandise to advantage; train his ' 

salesmen and organize selling efforts, 

and should use advertising, sales pro- 

motion and publicity to the limit that his 
business will justify. 


The implement dealer’s cus- 
tomer is the farmer. To him you 
can become his most valued friend 
and counsellor, or you can be 
merely an agriculture implement 
dealer. You can take your place 
in his community as the source of 
inspiration based on expert knowl- 
edge and a willingness to serve, or 
you can sell him a piece of ma- 
chinery. 


Make a Survey 


Let me explain a few words 
about selling. What are you im- 
plement dealers going to sell, and 
to whom? What’s your market in 
terms of farmers in your area who 
need machinery (they that admit 
they need) and those who need 
machinery (that you know they 
need) ? Now is the time to make 
such a survey, if you haven’t al- 
ready done so. 

What repairs await to be made 
to what machinery? That sort of 
chart will tell you your immediate 
post-war sales and service market. 

Now then, how will you sell? 
What are your present sales fa- 
cilities? Does your showroom 
consist, as it has in so many in- 
stances, of a scattering of farm 
machinery in sheds, behind your 
buildings, in the vacant lot next 
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door, and in the parking space 
out front? 

Does the prospective buyer face 
the need of wandering around, 
with or without your presence, un- 
til he makes up his mind as to 
what he wants—and then looks 
you up to make the deal? The 
amount of farm machinery that 
has been bought (not sold) in this 
way is tremendous. 

What’s wrong with putting your 
business on the high plane where 
it belongs? Why not a near show- 
room, where machinery can be 
displayed at its best—where the 
prospect comes into your place of 
business to conclude a deal that’s 
a whale of a lot more important 
to him than the purchase of a 
passenger car? Remember that 
Mr. Average America, whether he 
be a farmer or a salesman in the 
city, reacts pretty much alike un- 
der the same circumstances. 


Dress Up Your Windows 


Give your business some win- 
dow dressing—take a leaf from 
the lessons taught by the car 
dealer, the fellow who sells your 
wife her gloves, from the jeweler 
in your town—and from success- 
ful retailers everywhere. 

Call it window-dressing—call it 





“They shall beat their swords into plough- 
shares, and their spears into pruning hoeks” 


showmanship—or call it sound, 
basic selling. It’s good merchan- 
dising, when you buy you like it, 
so do I and so does Mr. Farmer. 
A clean showroom wherein to 
properly display your products, to 
meet your prospect under proper 
selling conditions is an investment 
that will pay off long after the 
selling boom has passed on. 

Put it down now as a post-war 
plan that can be acted upon now, 
without delay. 


Follow Up the Sales 


After a sale is made, how keen 
is your interest in the buyer, and 
how long does it last? The old 
saying that a satisfied customer is 
your best advertisement is one 
that will apply to any business 
with equal truthfulness long after 
we here have gone to our last re- 
ward. A bit of genuine interest 
on your part to make sure that 
performance at least equals prom- 
ise, that your product is being 
used in the way to make it per- 
form its best, to let Mr. Farmer 
know in a practical way that you 


and their spears into pruning hooks.”..... ii, 4; Michah, 1v, 3 
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Join the Hardware Age Post-War Forum! 


The war in Europe seems to be drawing to its close and the time 
table of the conflict in the Pacific has been stepped up. Peace may come 
much sooner than we anticipate. When it does come the firm or indi- 
vidual possessed of sound post-war plans will have a decided ad- 
vantage. Competition will be much keener in the post-war period than 
it was five years ago and many new factors will enter into the business 
of distribution. Manufacturers, wholesalers and retailers should be 


actively engaged in making plans for the future. 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 








are interested, and that you do 
appreciate his patronage, is a bas- 
ically sound principle. 

Just another simple, basic fun- 
daméatal of good selling, and Oh! 
how often it is neglected by those 
who sell us, or from whom we 
buy. 


Know the Product 


Another very important thing, 
so often overlooked by dealers 
selling mechanical products, is the 
need for everyone within the deal- 
er’s organization to know the 
product—to know it from every 
possible angle, its operation main- 
tenance, and a fine conception of 
its uses. 

And that last point brings up 
another—to know the uses of a 
paece of agricultural equipment, 
the dealer should know every 
phase of farming in his locality. 
He should know local farm prob- 
lems so well that he can become 
the source of interesting and 
timely farming information. For 
example, I suppose everyone 
knows what a plow is—but in 
your area what all can be known 
about plowing. Is there any in- 
formation as to the best method 
of plowing, to suit local condi- 
tions? How deep to plow with 
regard to soil or crops—when to 
plow and why—and so on and on 
relative to plows and plowing and 
every piece of equipment a farmer 
should have. 

Equipment manufacturers 
should be a rich source for in- 
formation, as well as state agri- 
cultural schools, state and na- 
tional farm agencies and others. 

Selling farm implements, as we 
are viewing it, makes it impera- 


tive that the dealer be the best 
informed man on farming prob- 
lems in his community. 

If the dealer advertises, his local 
paper or radio station offers a 


splendid media for passing on, 


helpful information to his farmer 
customers. 

On a less expensive scale, the 
dealer could issue a weekly or bi- 
monthly mimeographed form let- 
ter or bulletin for general rural 
mail circulation with helpful sug- 
gestions, time-saving tips, house- 
hold information—any and all of 
which will keep his name before 
his market in a way that will point 
him up as the fountain head of 
helpful. local farm information. 


Be a Consultant 
The dealer should become 


known throughout his market area 
as the friendly agricultural con- 
sulting engineer. 

Perhaps many of you are al- 
ready doing all of the things I 


have mentioned. Perhaps your 
post-war planning already includes 
all of these suggestions—none of 
them are very intricate—all of 
them can be adopted whether you 
are the smallest dealer or the larg- 
est in the country. They are basic 
—they are sound—they are fun- 
damental. Followed through with 
persistence and consistency, they 
will make for success regardless 
of when conditions revert back to 
resemble somewhat conditions as 
we hope them to be after the war. 


A Summary 


So, let me sum up briefly what 
I have said: 

1. You face a greater oppor- 
tunity than ever before. 

2. You need to apply known 
and successful merchandising 
methods: 

a—Know your business 

b—Know your market 

c—Display your products 

d—tTrain your salesmen 

e—Organize your selling ef- 
forts. 

3. Become the accepted agricul- 
tural consulting engineer in your 
area. 

4. Use advertising, sales promo- 
tion and publicity to the limit that 
your business will justify. 

Your market, the American 
farmer, reacts just like you and I. 
Please him, give him a fair, hon- 
est deal, and he will make your 
business a sure success. 

And now, a few words relative 
to merchandising as I see it, to 
you hardware merchants: 

(Continued on page 112) 

















PLACEMENTS OF WAR VETERANS (8Y THE VETERANS’ 
? EMPLOYMENT DIV. OF THE U.S. EMPLOYMENT SERVICE) 


THIS WAR | PREVIOUS WARS 











8 MONTHS) toch symbol represents 30,000 veterans placed 








PICTOGRAPH CORPORATION 


Veterans of this war are being placed in jobs at a much faster rate 
than obtained in any of our previous wars. This chart tells the story. 
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This Picture Framing Department 
Builds Profits the Year Round 





A PICTURE fram- 


ing department at Tobinson Bros., 
Rockford, Ill., pays excellent divi- 
dends and each year serves to 
attract more and more customers 
to the store. This department is 
located at the rear of the store, 
with the various types of frames 
indirectly lighted, so that they 
attract attention. 

There are three people in the 
organization who can do picture 
framing and this means that quite 
a bit of work can be handled at 
one time when a rush of orders 


available. 


accumulates. Some of the work is 
done in a rear room while there 
also are facilities in the basement 
for work of this kind. 

Prices charged for picture 
framing range from 75 cents to 
$4.00 and even more on certain 
types of orders. There is a good 
margin of profit in the line and 
it is an all year ’round business. 
Neatness in workmanship is the 
principal requisite, for a picture 
framing job must be both exact 
and appealing to the eye. If this 
is the case, the customers are 
satisfied and recommend _ the 
store’s department to their friends. 


Three people in Tobinson Bros. 
store can do the work and the 
business has grown during war 
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Indirect lighting attracts attention to the various types of frames 
Decals are kept in the drawers seen below this display. 


In recent years, especially since 
the beginning of the war period, 
there has been a decided increase 
in picture framing. This is true 
in many sections of the country 
besides Rockford. - Many people 
have pictures of their sons, 
fathers and husbands in uniform 
framed and mailed to relatives 
and friends as gifts. Camp Grant 
is near Rockford and is one of 


(Continued on page 102) 




















Senate Recommends One Agency Control 


For Disposal of All Miscellaneous 
Surplus Consumer Goods 


Committee also urges simplification of administration, 

prompt declaration and disposal of surpluses, wide 

publicity on complaints as to sales and bids, regardless 
of limited number of groups interested. 


‘Le Senate War In- 


vestigating Committee has recom- 
mended that only one agency 
dispose of or directly control dis- 
posal of all miscellaneous con- 
sumer goods. Although critical of 
methods used the Committee in its 
first report, issued March 22, after 
two years of investigation, recog- 
nizes the complexity of the task 
and makes the above and other 
recommendations. 


Must Decide Quickly 


Pointing out that all the pol- 
icies set forth in the Surplus 
Property Act cannot be enforced 
in any one disposal the report 
says that decisions with reference 
to the policies to be employed in 
particular types of cases must be 
made quickly. However, before 
these decisions can be made the 
report says that certain general 
rules must be set forth by the 
Surplus Property Board. This has 
not been done and according to 
the Committee is long overdue. 
The report says that “To date, it 
(the Board) has not announced 
either a statement of policies or 
a plan of organization. Such de- 
lay may result in as chaotic a sit- 
uation as we had at the end of 
the last World War.” 

The Committee also points out 
that the present law only covers 
about one-third of all surplus dis- 
posals since all owning agencies 
are permitted to directly dispose 
of surplus in nominal quantities 
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not exceeding $2,500; and of all 
their surplus designated as scrap 
or salvage; and all their contract 
termination inventories. 


Recommendations Specific 


The recommendations in regard 
to surplus consumer goods are 
specific, the report pointing out 
that, “It is absolutely essential that 
one agency dispose of or directly 
control disposal of all miscellane- 
ous consumer goods. At the pres- 
ent time this is primarily but not 
exclusively in the hands of the 
Treasury Procurement Division, 
which is doing as good a job as 
can be expected under the circum- 
stances. They have been forth- 
right in admitting and attempting 
to correct their inevitable mis- 
takes, and are intelligently at- 
tempting to solve their problems. 
There is no reason why other 
agencies should dispose of miscel- 
laneous goods. The sole need for 
other agencies is in connection 
with specialized items, such as real 
estate, food, ships, industrial 
plants and a limited number of 
other specific classes of surplus. 
To the extent that a ship, airplane, 
or plant is broken down, the mis- 
cellaneous goods within it should 
be sold by a single large disposal 
agency—which in the case of con- 
sumer goods is the Treasury De- 





partment Procurement Division. 
This does not require shipment of 
the goods to this agency. It does 
require that information be fur- 
nished it and that disposal action 
be in accordance with its rules.” 

This request for uniform ac- 
tion in the sale of consumer sur- 
pluses was prompted by the Com- 
mittee’s investigations into two 
sales of consumer surpluses by 
agencies other than Treasury Pro- 
curement. Investigation revealed 
that these sales made by Recon- 
struction Finance Corp. and For- 
eign Economic Administration 
subsidiaries, while within the law, 
were badly mishandled by the gov- 
ernment. And according to the re- 
port the concerns were not long 
established firms and could not be 
considered as regular channels of 
trade. The material sold included 
hardware, building materials, tools 
and consumer durables such as 
kettles, pots, tubs and china ware. 


Other Recommendations 


Other Committee recommenda- 
tions and conclusions were: 

1. An end to the confusion sur- 
rounding the administrative or- 
ganization for surplus disposal is 
essential. A multiplicity of agen- 
cies and even individual offices 
within each agency, as well as a 
multitude of war plants have been 
acting with practically no central 
control. 

2. Prompt declaration and dis- 
position of surpluses is essential. 

(Continued on page 107) 
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Wall cases with dark 
trim and light back- 
grounds, illuminated 
with indirect light- 
ing serve to attract 
the attention of the 
women customers to 
this department 





China, Glassware and Gift Sales 
75 Per Cent Over Pre-Wor Mark 


Albert Staley of Charlevoix, Mich., 
has built up volume in these lines 
as a result of increased displays 
featured in a modernized section 


A view of the other end of the section given over to glassware 


APRIL 





12, 1945 











C HINA, glassware 


and gifts have been important 
builders of wartime volume for 
Albert Staley of Charlevoix, Mich. 
When the war broke out Mr. 
Staley gave increased space to 
these lines, both in his windows 
and inside the store. As a result, 
more and more housewives were 
attracted to the store. Today the 
volume of business done in these 
lines has increased 75 per cent 
over pre-war figures. 

One long wall shelf at the left 
side of the store is given over en- 
tirely to a showing of these lines. 
Mr. Staley remodeled a number 
of old wall cases for them in an 
effective manner. These cases 
have protecting overhanging shelf 
roofs and attractive, dark wood 
dividers. Contrast is given to the 
display by means of light colored 


(Continued on page 98) 
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There are three rows of 
three-tier display is- 
lands upon the main 
floor, four islands to 
a row. Merchandise on 
tiers is separated by 
means of glass parti- 
tions. The extra stock 
is stored in base of 
each island behind slid- 
ing panel doors. 





The paint section 
is located at the 
right. Containers 
of every size may 
be accommodated 
on these shelves. 





‘foie on the 


fact that open display results in 
more business, the management of 
the Skandia Hardware Co., Rock- 
ford, Tll., a city of 90,000, has 
gradually revamped and modern- 
ized its store throughout the war 
years, doing a little work in this 
respect each year. 

Today, the store is about 65 per 


cent modernized, according to J. . 


Gabrielse, manager. Only the 
china, glassware and gift section 
remains to be remodeled after the 
war. Already the store is attract- 
ing more customers as the result 
of its four-year old changeover 
policy. 

Under the present set-up, the 
store has three rows of display 
islands on its main floor. Thére 
are four of these islands in each 
row. In addition, there are some 
excellent sidewall displays, with a 


Farm goods are at the rear. A 25- 
ft., fluorescent-lighted entrance at- 
tracts the patrons’ attention to it. 
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wide aisle before each,*so that the 
customers can walk right up and 
inspect the items shown. This fea- 
ture has already helped wartime 
sales to a considerable extent. 

Each display island has three 
display levels. Each level has four 
sides, and each is smaller than the 
one directly below it. This makes 
possible the showing of consider- 
able merchandise and, at the same 
tifme, makes all the merchandise 
accessible to the view of browsing 
customers. 


Adjoining the farm section is the 
seed, insecticide and remedy area. 
The two make an excellent tie-up. 
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More Customers 


The Skandia store is wide, and which to contend. This problem 


in modernizing it there were many* _was met by constructing some of 
large metal supporting pillars with the islands about them. In this 









Sidewall display areas 
at the left have four 
step-up display levels 
as well as large wall 
space for showing the 
merchandise. The extra 
stock is kept out of 
sight in drawers be- 
low the first level. 












ag 


Skandia Hardware Co. began ‘program 





four years ago’and today only the 






china section remains uncompleted. 






Open displays a feature of store 

























87 





A corner of the tool section. The walls are used to advantage here. 


way they were made to harmon- 
ize with the general display scheme 
in a very effective manner. 

The various islands throughout 
the store were so constructed as to 
take into consideration that the 
best display levels are those where- 
in the customer can reach for vari- 
ous items. The lowest display level 


is down about knee height and the . 


highest about chest high. Storage 
stock compartments below the low- 
est shelf have neat, easy working 
panel doors. This shuts off the 
view of the interior of these stock 
shelves and makes for a very neat 
appearance. Such an arrangement 
also serves to concentrate’ the at- 
tention of customers on the mer- 
chandise displayed on the upper 
three levels. 

An. added feature of the islands 
is the fact that the display levels, 
in most instances, have glass par- 
titions. This, of course, helps to 
make the merchandise stand out 
more clearly and influences sales. 


The Sidewall Displays 


Sidewall display areas on the 
left side of the store have four 
step-up display levels as well as 
one large wall area for showing 
of merchandise. The step-ups be- 
gin quite near the floor and much 
merchandise is shown on them. 
Neat drawers below the first level 
are used for storing additional 
merchandise. 


“Under our present display ar- 


rangement,” says Mr. Gabrielse, 
“we are able to display about 60 
per cent more merchandise than 
formerly on the same floor space. 
Better arrangement of counters, 
islands and aisles enables the store 
traffic to get closer to the merchan- 
dise, and this results in more buy- 
ing.” 

On the right side of the modern- 
ized section is the paint depart- 
ment. Nearby is an entrance which 
leads into the china and glassware 
section. The paint shelves are so 
arranged as to make possible the 
storing of cans of various sizes: 
There are also two panels for the 
showing of paint brushes. 





A decidedly effective display ar- 
rangement has been worked out 
for the farm goods department. 
Located at the rear, this section 
attracts the attention of practically 
everyone who enters the store. 
This has been achieved by widen- 
ing an entranceway to 25 ft., per- 
mitting a full view of the rear 
section. 


Farm Goods Section 


The Skandia store gets both city 
and rural trade and carries items 
of interest to both classes of trade. 
The farm goods section is well 
cared for, with tools and other 
items neatly displayed on the walls 
and on flat counters. A nearby dis- 
play area is used for the showing 
of seeds, insecticides, poultry and 
livestock remedies, as well as other 
items which farmers need and buy 
frequently. 

Naturally, in such a modernized 
store, lighting plays an important 
part. The Skandia store abounds 
in fluorescent fixtures, well placed 
so ds to show merchandise to good 
advantage. The main wrapping 
counter is at the center of the 
store. This plan works out best, 
Mr. Gabrielse states, for it saves 
many steps on the part of both 
salespersons and customers. 

This store’s modernization pro- 
gram has reached into the base- 
ment. This area has been con- 
verted into a large display area 
which will contain showings of all 

(Continued on page 99) 
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The basement will be devoted to appliances which will be shown there 
in the post-war period. Here we see the firm's present stove display. 
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Trinidad Hardware 
& Furniture Co. 
also derives 

profit from 

live birds 

and cages 


Although this bird department 
only occupies 20 sq. ft. it is 
an excellent profit producer. 
and accounts for 3 per cent 
of the firm’s gross business. 


M ANY hardware 


dealers have added new -depart- 
ments during the war with excel- 
lent results. But it didn’t take a 
war for B. C. Bulson, owner of the 
Trinidad Hardware & Furniture 
Co., Trinidad, Colo., to discover 
that bird foods were: real profit 
producers. Mr. Bulson decided 
some time ago that bird foods and 
supplies should be a good side 
line. Besides he had a furniture 
department which was all the more 
reason why bird foods and sup- 
plies should sell well. 

The department was started and 
the way it succeeded proved to 
him that he had hit upon a real 
side line that gave him an excel- 
lent turnover, a good profit and a 
big volume of business for the 
space that the department occu- 
pied. 

Having proven that bird sup- 
plies were worth while, Mr. Bulson 
added birds and found that they 
went over well. Not only did they 
bring in a worth while profit, but 
they helped to sell bird cages. 
Today, that end of his business is 
something of which he may well 
be proud. 
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Gets Six Turnovers Annually 
On Bird Foods and Supplies 


The bird food and supply de- 
partment uses the top of one end 
of a display counter, the actual 
space being devoted to this side 
being no more than 2% by 7 ft. 
Yet this small space, just one end 
of a display counter, does about 
3 per cent of the gross business 
done by the entire store. Now 3 
per cent of the gross business of a 





ON AVAILABLE GOODS 





store may not be much, but when 
it is considered that less than 20 
sq. ft. is devoted to the depart- 
ment it does appéar to be de- 
cidedly worth while. But that is 
not all. The bird food department 
gives a six-times-a-year turnover 
or a complete turnover on the 
average of every two months, 
which is much better than any 
other department of the store re- 
turns. 

Bird foods and supplies also 
have been excellent traffic pro- 
ducers. Mr. Bulson reports that 
since he has been carrying bird 
foods and supplies the daily traffic 
on the average in his store has 
shown a definite increase. 


The birds themselves and bird 
(Continued on page 102) 











Concentrates on One Line of Paint 
And Doubles Sales 


Slothower Hardware has discovered 
that reducing the number of lines 


aids customers in making decisions © 





The paint section is near the front of the store and may be seen by 
passersby on the street, a fact which helps to increase its sales. 





Cleaning supplies occupy a space adjacent to the paint department 
and many customers seeking one line naturally purchase the other. 
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a, many lines of 


paint confuse the customer and 
retard sales, according to the ex- 
perience of the Slothower Hard- 
ware, Dixon, Ill. During the last 
few years this firm has concen- 
trated on one line of paint, in- 
stead of three and, 4s a result, 
doubled its paint sales. Today it 
has an excellent paint business, 
with many customers recommend- 
ing both the store and this de- 
partment to their friends. 

The Slothower store has been in 
existence for 41 years and during 
that time has sold a great deal of 
paint. Some years ago, however, 
it stocked several additional lines 
of it in an effort to obtain more 
volume. It was thought at the time 
that this procedure might suit 
many customers. 

But the customer is a queer fel- 
low. He demonstrated the fact that 
he could not make up his mind 
when confronted with two or three 
brands of paint. It often made 
him think that maybe he should 
buy a little of each line to make 
sure he got the best and the result- 
ing confusion didn’t help paint 
sales at the store. 

Denton Tennant, display mana- 
ger, says that when Wm. V. Slot- 
hower, owner, decided to ‘stress 
one line, the entire display policy 
on paints was revamped at the 
same time. The department was 
moved ip farther to the front of 

(Continued on page 103) 
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REMINGTON 
“HI-SPEED” 22's 
PACK A WALLOP 


DEALER LETTER Ge 












BRIDGEPORT, CONN., APRIL, 


1945. The story has been told many 
times, but it bears repeating be- 
cause it so ably demonstrates the 
power of Remington Hi-Speed 22’s. 


Nine 7%” pine boards were set 
up on the ‘Raniatien ammunition 
testing range, one inch apart, and 
a Remington Hi-Speed 22 long rifle 


The quickest way to a man’s 
heart, the old saying goes, is 
through his stomach. And the 
quickest way to a sale is to 
have the customer sold before 
he walks into your store—so 
that he comes in and asks for a 


and ammunition. It has helped 
to sustain interest in the shoot- 
ing sports—thus assuring job- 
bers and dealers a profitable 
business in the sale of Reming- 
ton products when available. 
The advertisement above 

























appears in spring issues of out- 
door, farm and other publica- 
tions—as a reminder of happy 
days ahead when sportsmen 
again will carry their rifles 
across their favorite fields. 


bullet was fired at them. The bullet 
zipped clean through seven of the 
boards and. halfway through the 
eighth. This simple little demon- 
stration is proof enough for any 
man of the wallop of a Remington 
Hi-Speed 22. 

.And why repeat the story? Be- 
cause it’s a good idea to remember 
that when ammunition is available 
again, your customers will ask for 
Remington Hi-Speed 22’s because 
they want that terrific power, ex- 
treme accuracy .. . and Kleanbore 
non-corrosive priming. 


product by name. Therein lies 
the purpose of Remington’s na- 
tional advertising program. 
Remington advertising con- 
sistently has continued to “‘sell’”’ 
sportsmen Remington firearms 
















HES BEEN GIVING ME THE 
RAZZ-BERRY EVERY DAY SINCE. 
THE DUCK SEASON CLOSED ! 








@e A alee. 
SIGeiUAES.. 


Remington Arms Company, now 
entering its 129th year of business, 
is the oldest continuous manu- 
facturer of sporting arms in the 
United States. 

* * * 
America’s tallest bird is the sand- 
hill crane. When standing erect, 
the male is about as tall as the 
average man. 














Hi-Speed and Kleanbore are Reg. U.S. Pat. Off. by Remington Arms Company, Inc., Bridgeport 2, Conn. 
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Hardware Wholesalers Live Long— 
Because Their Function Is Fundamental 


EDITOR’S NOTE: The following interesting study of the long 
life and low mortality of wholesale hardware firms in the 
United States was developed following a recent inquiry re- 
ceived from the Domestic Distribution Department of the d 
* Chamber of Commerce of the United States of America, Wash- 
ington, D. C. This information was developed on the basis of 


data contained in the 17th Edition of Hardware Age Verified , 
List of Wholesale Hardware Houses. In view of its interest 


to the hardware industry in general and the wholesale hard- 
ware business in particular, we are passing it along to the 
readers of Hardware Age throughout the country. 


\ Re hard- 


ware firms in the United States 
are remarkable for their stability, 
low mortality and longevity. This 
last mentioned quality is excep- 
tionally remarkable. The function 


of wholesale distribution has been 
performed by hardware jobbers 
from the early days of our coun- 
try’s beginning and has continued 
as a very strong factor in the 
commercial life of the nation. Of 
the 487 ‘general wholesale hard- 
ware houses listed in the Harp- 


* * * 


warE AGE Verified List, there are 
50 which were founded in or be- 
fore 1850 and three had their 
origin during the Eighteenth Cen- 
tury. 

For example, there is one hard- 
ware wholesale firm, Steinman 
Hardware Co. of Lancaster, Pa., 


General Wholesale Hardware Houses Still in 
Operation Established Prior to 1850 


1744 Steinman Hardware Co. 
Lancaster, Pa. 


1780 Barker-Chadsey & Co. 
Providence, R. I. 


1798 Stichter Hardware Co. 
Reading, Pa. 


1805 Anderson & Ireland Co. 
Baltimore, Md. 


1808 P. A. & S. Small Co. 


York, Pa. 

1808 J. M. Warren & Co. 
Troy, N. Y. 

1811 Edw. K. Tryon Co. 
Philadelphia, Pa. 

1817 Rice & Miller Co. 


. Me. 

1817 Stauffer-Eshleman & Co., Ltd. 
New Orleans, La. 

1818 Joseph Breck & Sons Corp. 
Boston, Mass. . 

1818 Weed & Company 
Buffalo, N. Y. 

1820 Roberts Hardware Co. 
Utica, N. Y. 

1822 Delaware Hardware Co. 
Wilmington, Del. 

1822 Stratton-Baldwin Co. 
New Orleans, La. 

1826 Lewis & Bennett Hardware Co. 
Wilkes-Barre, Pa. 

1829 The Geo. Worthington Co. 
Cleveland, Ohio 

1831 Logan-Gregg Hardware Co. 
Pittsburgh. Pa. 
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1833. Goshorn Hardware Co. 
Charleston, West Va. 

1833 George Krause Hardware Co. 
Lebanon. Pa. 

1833 George Krause Hardware Co. 
Lebanon, Pa. 

1836 Ott-Heiskell Co. 
Wheeling, West Va. 

1837 Supplee-Biddle Co. 
Philadelphia, Pa. 

1839 Bigelow & Dowse Co. 
Boston, Mass. 

1838 John Duer & Sons, Inc. 
Baltimore, Md. 

1840 Belknap Hardware & Mig. Co. 
Louisville, Ky. 

1840 W. S. Donnan Hardware Co. 
Richmond, Va. 

1840 Shields & Brother 
Philadelphia, Pa. 

1841 W. Bingham Co. 
Cleveland, Ohio 

1841 Hagar Hardware & Paint Co. 
Burlington, Vt. 

1842 Emery-Waterhouse Co. 
Portland, Me. 

1842 Isaac Walker Hardware Co. 
Peoria, Ill. 

1843 Ross Brothers Co. 
Worcester, Mass. 

1843 Shapleigh Hardware Co. 
St. Louis, Mo. 

1843 Williams Hardware Co. 
Fort Smith, Ark. ° 





1843 M. S. Young & Co, 
Allentown, Pa. 

1844 Worth Hulfish & Sons. Inc. 
Alexandria, Va. 

1845 Charles Leonard Hardware Co. 
Petersburg. Va. 

1845 John B. Varick Co. 
Manchester, N. H. 

1846 Decatur & Hopkins Co. 
Boston, Mass. 

1847. Orgill Brothers & Co. 
Memphis, Tenn. 

1847 Stambaugh-Thompson Co. 
Youngstown, Ohio 

1847 Joseph Woodwell Co. 
Pittsburgh, Pa. 

1848 J. Russell & Co. 
Holyoke, Mass. 

1848 Sickels-Loder, Inc. 
New York, N. Y. 

1849 Baker & Hamilton 
San Francisco, Calif. 

1849 Witte Hardware Co. 
St. Louis, Mo. 

1850 Barrett Hardware Co. 
Joliet, Tl. 

1850 Bright & Co. 
Reading, Pa. 

1850 ee, Carrigan & Hayden 


San Francisco, Calif. 

1850 Jennison Hardware Co. 
Bay City, Mich. 

1850 John Pritzlaff Hardware Co. 
Milwaukee, Wis. 
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which was tounded in 1744 and 
is now enjoying its 20lst year of 
continuous operation. This firm’s 
200th birthday was recorded in 
Harpware AGE of May 25, 1944, 
in an article entitled “The Oldest 
Hardware Store in the United 
States—200 Years Old.” Barker- 
Chadsey & Co. of Providence, 
R. I., was founded in 1780 while 
the Stichter Hardware Co., Read- 
ing, Pa., came into being in 1798. 

Of the 50 firms that were 
founded in or prior to 1850 there 
are nine located in New England, 
17 in the Middle Atlantic States, 
10 in the Southern States, eight 
in the Midwest, two in the Far 
Western States and two in the 
Pacific Coast area. As the various 
states became more and more set- 
tled and communities expanded, 
the record shows other hardware 
jobbers organizing and finding lo- 
cations for their business as fol- 
lows: 99 in 37 states—70 to 90 
years ago; 158 in 40 states—45 
to 60 years ago, and 130 in 37 
states—20 to 45 years ago—a rec- 
ord of longevity and service that 
few industries can equal and cer- 
tainly none can surpass. 


Proven Stability 


As the tabulation is studied fur- 
ther, the noteworthy fact stands 
out that 308 of the 487 wholesale 
hardware houses, more than 75 
per cent, were in operation before 
the turn of the present century. 
This represents an outstanding 
demonstration of their stability, 
for many obviously weathered our 
several wars and economic de- 
pressions with success when some 
other industries were having a 
difficult time of it. 

During the time best known to 
us, the record shows that the mor- 
tality does not appear to have 
been more than 2 per cent and 
that when wholesale hardware 
houses discontinued business, it 
was either due to consolidations 
or the retirement of principals, 
usually the result of old age or 
sickness. Rarely has it been due 
to a bankruptcy, as the number of 
hardware jobbers who have failed 
has been negligible. 
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Study of the General Wholesale Hardware Houses 
On Basis of Date of Establishment 






































Each 
Prior 1801- 1851- 1676- 1901- 1926- State 
1800 1850 1875 1900 1925 1945 Tota) 
NEW ENGLAND 
Maine 2 2 3 2 9 
New Hampshire 1 1 2 
Vermont 1 2 3 
Massachusetts 5 2 2 1 2 12 
Connecticut 2 1 3 8 
Rhode Island 1-1780 1 1 3 
Total 1 9 8 7 5 5 35 
MIDDLE ATLANTIC 
New York 4 10 10 12 3 39 
New Jersey I 3 4 1 8 
Pennsylvania 2-1744 10 6 14 7 2 41 
an 1 : 
Delaware 
Maryland 2 l 2 6 2 13 
District of Columbia 1 2 3 
Total 2 17 19 29 31 8 106 
SOUTHERN v 
Virginia 3 2 7 7 
West Virginia 2 by 10 4 23 
North Carolina l 5 3 1 10 
South Carolina 3 4 1 2 10 
Georgia 4 5 5 14 
Florida 2 4 1 l 8 
Alabama 2 11 2 1 16 
Mississippi 1 2 4 1 8 
Louisiana 2 | 6 1 10 
Kentucky 1 3 3 2 1 10 
Tennessee | 2 4 6 1 14 
Texas 4 9 14 3 30 
Arkansas 1 1 4 6 
Total 10 26 71 51 20 178 
MIDDLE WESTERN 
Ohio 3 3 4 3 1 14 
Indiana 2 2 4 8 
Illinois 3 4 3 2 7 19 
Michigan 1 5 4 2 12 
Wisconsin l 5 l 4 ll 
Total 8 19 14 15 8 64 
WESTERN 
Minnesota 2 l 2 5 
Iowa 5 2 2 9 
Missouri 2 3 4 a 
Kansas 1 2 1 4 
Nebraska 2 3 5 
North Dakota 1 1 
South Dakota 1 1 2 
Colorado 2 3 1 ia 
Montana l 3 4 8 
New Mexico 3 1 2 6 
Wyoming 
Oklahoma 2 3 4 
Total 2 19 21 15 3 60 
PACIFIC COAST 
California 2 4 5 4 4 19 
Oregon 1 4 1 6 
Idaho 1 2 3 
Washington 7 3 10 
Arizona 1 1 2 
Nevada 
Utah 3 1 4 
Total 2 8 16 13 5 44 
Grand Total 3 48 99 158 130 49 487 


Compiled by HARDWARE AGE, March 19, 1945 
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DUST-STOP* Replacement-type Air Filters, used in modern forced- 
S\ warm-air furnaces, are a fast-selling and profitable item for alert and 
stock aggressive retailers. 

Two million American families enjoy the advantages of clean heat 
Ri supplied by their {/prced-warm-air furnaces and air conditioners. Original 
TURNOVE equipment in more than 85% of these units—efficient DUST-STOPS 
remove dust and lint from the circulating air. This dirt, in time, clogs up 

yP! the filters, necessitating a replacement . . . at least once a year. 
NTIAL maARK- Consistent national advertising in leading magazines, plus strong local 
suBSTA promotional support for retailers have helped make Dust-Stops an excel- 
lent “over-the-counter” item—both easy to handle and profitable to sell. 
Ask your Dust-Stop Distributor about the profit potential in your market! 


Owens-Corning Fiberglas Corporation, 1934 Nicholas Building, 
Toledo 1, Ohio. In Canada, Fiberglas Canada Ltd., Oshawa, Ont. 


UCT AIR FILTERS 


*T.M. Reg. U.S, Pat, Off. 








Every owner of a forced-warm-air 
furnace needs two or more Dust-Stop 
Air Filters... at least once a year. 
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THE F. E. MYERS & BRO. 
Dept. C-11, ASHLAND, OHIO. 
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Post-War Plans Include Added Lines 
And Intensified Selling Methods 


Firm of J. M. Wise & Son purchases 
two buildings for expanded stocks 
and will step up both outside and 
inside sales efforts when war ends 


Ene post-war plans 


of Ace Stores,-J. M. Wise & Son, 
Lake City, Minn., are based on 
the expectation that in the years 
after the war there will be a large 
volume of business for the firms 
that go after the sales. 

The store, located in a town on 
the Mississippi River boasting a 
population of only 3300, has some 
very definite ideas of what will be 
needed to make a success in the 
hardware field when péace comes. 
These ideas are based’on 1. Varied 
stocks of' merchandise. 2. Inten- 
sive inside*and outside selling. 

J. M. Wise and his son George 
are planning first of all to make a 
hardware department store out of 
their establishment in the post-war 
era. Not that clothes and such 
items will be carried. On the other 





hand, the father and son are plan- 
ning to expand their store space 
and handle many items allied to 
the hardware field. In fact, they 
will add whatever items seem suit- 
able to them to sell in the after the 
war period. And they are mak- 
ing arrangements now to have the 
store space to handle such an in- 
creased business. 


Two Buildings Purchased 


Recently, the firm purchased an 
adjoining empty store building 
and closed up the front and back, 
except for some high windows 
whjch admit much light. The wall 
between the two stores was torn 
down, thus providing a great deal 
of additional space. ‘This area al- 
ready has been utilized to a good 
purpose, namely, for the showing 
of china gnd glassware. 





GEORGE WISE 


Another building has also been 
purchased, and its contemplated 
use will fit in very well with the 
Wise program. The store faces 
another street, yet the back of it 


Th. 


BE ol on el | 


The cars outside the firm's present store show that business is gocd 
but it will be greater when the firm has entrances on two streets. 
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Short of Clerks? 


The sharp, clear sixe-markings on all 
Simplex pump lecthers speed up sales and 
prevent mistakes and exchanges. 

Solve your sales clerk problem with 
quickly sold Simplex pump leathers. They 
help both deoler and customer. 


Ask your jobber or write 
us for price list. 








National 


\NitonaL Still a symbol 
of fine 


HARDWARE 












UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our larxe modern plant 
dive first call to the war effort, and 
whateveravailablehardwareisallotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 
We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 
Wesupgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING + + - ILLINOIS 








aw METAL PRODUCTS 
58th Street, Chicago 36, Illinois 


2322 West 
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Cole Hot Blast Space Heaters have Na- 
tional Consumer Acceptance, Finest Con- 


struction, and Special New Patented 
Features. 
Economically and attractively priced to 
compete favorably with all space heaters 
on the market today. Write now for new 
catalog illustrated in full colors. 
Mannfecturers of 
GAS-OIL-COAL-WOOD HEATERS 
GAS-OIL FIRED FLOOR FURNACES 
WRITE FoR*WATINA Se 
CATALOG HUT BLAST» 


Cole Hot Blast 


man WE SERVE THE 






ENTIRE USA. 





Manufacturing Company 


* 2.6 we 











ARMSTRONG-BRAY 
Gear and Wheel Pullers 





PROMPT SHIPMENT FROM STOCK 
— ESSENTIAL TOOLS TODAY 
pesos they save hours of time, peprent cost- 


y breakage and long shut dow 
creeten! " senderd” Rigid yoy “Gear a 
Wheel Pullers are of improved design. 
not slip from work. Arms are forged and 
heat - treated. 2- wy sas -arm and special 
models, 12 
CHAINGRIP versal Pullers pull wheels, 
solid gears, pinions, etc., even at considerable 
distance from end aft. Proof-tested chains 
have both chain hooks and s — pulley 
hooks. 3-ton and 12-ton capacities 


Write for Catalog Sheets 
ARMSTRONG-BRAY & CO. 


"The Belt Lacing People"' 
5348 Northwest Highway, Chicago 30, U. S. A. 








IT’S GOOD BUSINESS 
to recommend 


SUPERSEAL 
GAS APPLIANCE CONNECTORS 





For flexible gas appliance connectors, 
sell Superseal. Customers quickly recog- 
nize the savings in time and trouble -— 
they are faster and easier to install. 

Superseal is a complete as- 
sembly of aluminum tubing and Grade A 
air furnace leable S 1 fittings. 


Aluminum tubing-A.G.A. approved. 
Superseal fittings — Underwriter’s Labo- 
ratories Approved for all hazardous gases. 

Long 10° tapered cone of the Super- 
seal fitting assures a leak-proof seal . . . no 
shearing action when nut is tightened .. . 
tubing bend can be made close to fitting 
...cam be connected repeatedly without 
damage to tubing or fitting. 

Superseal Connectors are furnished 
with any combination of elbows, adapters, * 
or shut-off valves required. Catalog Sheet 
gives complete description. Packed in all- 
over printed cartons; shipped in case lots. 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


SUPERSEAL CONNECTOR DIVISION 
COLUMBIA, PA. 
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Smart, streamlined design. Three 
models, Six colors. Glass tumblers to 
match. Crushes cubes or lumps fine or 
coarse. Double bearings assure 
amazingly easy operation. Base con- 
struction prevents tipping or skidding. 
Plastic handle knob matches base colors. 
The first mechanical finger ice crusher 
on the market. Ideal for chilled 
fruits, cold drinks, ice bags, ice cream 
and many other uses. Belongs in every 
post-war housewares department. 


Ae COMPANY 


INSAS CITY MISSOURI 
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connects with, the firm’s present 
store. 

“After the war we plan to have 
entrances to our department hard- 
ware store on two streets,” says 
George Wise. “This other store is 
at present occupied by a grocery 
establishment, but the lease termi- 
nates soon. When we have two 
entrances to our store we figure 
we can increase traffic consider- 
ably. We will also have more room 
for the display of any added mer- 
chandise we desire to take on in 
the future.” 

The Wise store will enlarge its 
stock of farm goods after the war, 
for it has a large farmer business 
at the present time, and wants to 
cash in on this angle in the post- 
war era when many improvements 
will be made on farms. 

George Wise states that much 


emphasis will be Jaid upon better 
selling after the war. The store 
staff will be enlarged and specially 
trained to sell the varied items 
which the firm expects to have. The 
firm may have one or. two men 
who will do nothing but sell and 
service the farm trade. 
is used for this purpose at the 


present time, but it is expected ~ 


that, two men will be needed in 
order to take care of increased 
demand. 

“We have every hope that the 
post-war era will be a prosperous 
one,” says George. Wise. “We 
know how our part of the country 
has grown. We know its purchas- 
ing power, especially the farm 
trade. We think we can pay for 
our expansion program and make 
money besides. At least we are 
going to try it.” 





China, Glassware and Gift Sales 
75 Per Cent Over Pre-War Mark 


é (Continued from page 35) 


backgrounds. The shelves in the 


_eases are of dark wood with black 


edges and this makes the mer- 
chandise stand out very clearly. 
The overhang roof of the display 
helps to keep off dust and re- 
duces the cleaning problem con- 
siderably. The shelves all have 
indirect lighting and this makes 
a Very striking appearance and 
attracts many women shoppers, 

Mr. Staley has worked ouvf an 
excellent display feature at the 
bottom of a cutlery display ease. 
He has built a recessed display 
spot below counter level, using 
the same color scheme as for his 
general dinnerware section. This 
recéssed area has been provided 
with indirect lighting and in it 
have been placed some dinner- 
ware items as well as ovenware. 
Every person coming into the 
store sees this lighted recessed 
display immediately and this helps 
to call attention to the general 
dinnerware, glassware and. gift 
items. 

At this store a 32-piece dinner- 
ware set priced at $9.50 is very 
popular with customers as is a 
54-piece set for $17.50. Mr. 
Staley says that a number of peo- 
ple, especially rural customers, 
like to purchase two 32-piece sets 
to give them a variety of acces- 
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"OM AVAILABLE “edoDs 
sory bowls, etc., for large fam- 
‘ilies. The, store also ‘stocks and 
isells considerable white stock in. 
dinnerware, as town and rural 
families use a lot ‘of this ‘stock 
‘during various times 6f the year. 

“We have done very well with 
dinnerware and allied lines dur- 
ing the, war period,” says Mr. 
Staley. “In fact, we are very 
happy that we obtained a large 
stock. early in the period -and 
started merchandising the line in- 
tensively. We have a good all- 
year demand for the line, although 
the heaviest, of course, is during: 
the summer season. The popula- 
tion of our town is only 3000 un- 
der normal conditions, but during 
the summer with the tourist trade 
this mounts to 8000 or more. 
Naturally this great influx of va-. 
cationists helps to swell the sum- 
mer business considerably.” 
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Modernization 
Brings Them 
More Customers 
(Continued from page 88)- 


types of appliances in the post-war 
period. A wide stairway was cut 
down into this section from the 


front of the store. This makes for | 


easy access to the department, a 


fact which will be important in | 


post-war days. 


The store has always enjoyed an | 


excellent stove business and the 
firm plans to expand this depart- 
ment after the war. Almost all 


types of appliances will be sold | 
and an inside and outside sales | 


staff will be maintained. 


Complete Kitchens 


The firm expects to go into the 
selling of farm cooling units on a 
large scale. At the moment, a few 
of these items are in stock. Also 
in stock are a number of kitchen 
cabinets, stoves and the like. Mr. 
Gabrielse expects that in post-war 
days the firm will sell many com- 


plete kitchens, as there are numer- | 


ous prospects on the books right 


now for this sort of item. The store | 


has connections with reliable car- 
penters who will install all the 
special kitchens which the store 
sells. 

Even during wartime, the, Skan- 
dia Hardware Co. basement appli- 
ance department attains a volume 
of between $3,000 to $4,000 
monthly on stoves and other avail- 
able items, 


“We look forward to a good | 
post-war business,” declares, Mr. | 


Galbrielse.”” We expect to have a 
wide variety of merchandise for 
sale to city and rural people. In 





reality, we will be a hardware de- | 


partment store, using modern dis- 


play and sales methods. We lay | 
much emphasis on good selling. | 


All of our staff at the moment are 
good salesmen and we intend to 
get more training along this line 
whenever we can.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
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ESTATE HEATROLA POSTWAR PROFIT QUIZ: 


Why get into fuel-ish arguments? 
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people’s minds than 
it is to sell 'em 
what they have 





Don't lose sales because of fuelish arguments 
LINE UP WITH THE “FUEL-PROOF” LINE* 


ESTATE 
SVeanola— 


RANGES & HEATERS 


RANGES FOR CITY GAS, LP-GAS, ELECTRICITY 
SPACE HEATERS FOR COAL, WOOD, OIL 
















*Estate Heatrola is the ONE line of cooking and heating appliances for 
ALL fuels ...all sold under one famous, nationally-advertised trade 
name. (Want the name of your Estate Heatrola distributor? Write us.) 


“HAL NE BEM vr A hee 
i RE 3 ttl beg Better Hy ry 
a a is d ih 


YN. bot 


Nearly 2 out of 3 of your best prospects ate reading Estate Heatrola adver- 


tising in these national magazines—Woman’s Home Companion, American 
Weekly, House Beautiful, House & Garden, Better Homes & Gardens, 
Household, Farm Journal, Successful Farming. It pre-sells them on the 
Heatrola Range with the famous Bar-B-Kewer and other years-ahead features, 


THE ESTATE STOVE COMPANY, HAMILTON, OHIO, Established 18642 





Separate Repair Department Building 
Helps Build Volume of Service Work 


Segregation of workers eliminates 
confusion and speeds up production 
for Copenhaver & Henneberry. Firm 
plans expansion in post-war period 





Repairing a washer—this section is separated from farm repair work. 


| Stel work has 


been a source of profits for Copen- 
haver & Henneberry of Farming- 
ton, Minn., and the firm main- 
tains a large and thriving repair 
department which services farm 
machinery and also attends to the 
reconditioning of pumps, washing 
machines, refrigerators and all 
types of smaller appliances. This 
department is located in a building 
of its own which is separate from 
the main store. The farm repair 
division is in one section of this 
building with the appliance repair 
section in an adjacent area. Plenty 
of space makes it possible for the 
company to turn out a large 
amount of repair work each 
month. Workers are not hampered 
by cramped working conditions. 
There also is ample storage space 


100 


for articles that are awaiting their 
turn to be serviced and for those 
on which repairs have been com- 
pleted. 


Post-War Expansion 


“We intend to feature a large 
service and sales department on 
appliances after the war,” says 
R. C. Copenhaver, “and that is 
why we have taken on this extra 
building. We intend to remodel 
it and use some of it for a show- 
room. It is also large enough to 
contain the service departments as 
well.” 

The farmer who has farm ma- 
chinery to be repaired may also 
have a washing machine, pump 
jack, milking machine, gas lan- 
tern, etc., that needs attention. If 
this is the case he often likes to 
bring the farm machinery and the 





appliances to the same store for 
repairs, because he has confidence 
in the quality of work done. 

“We will try our hand at re- 
pairing almost anything mechan- 
ical for the farmer,” says Mr. 
Copenhaver. “If we can’t repair 
it, frequently we can send for parts 
for the customer, or ship the ma- 
chine to the factory. However, 
we manage to give satisfaction on 
about 90 per cent of the repair 
jobs that come to us. We have a 
three-man repair crew that can 
handle almost any job.” 

Extension of electric lines in 
this section of Minnesota has 
opened many new markets for ap- 
pliances and farm machines. This 
hardware firm intends to sell and 
service practically every mechan- 
ical contrivance on the farm. 


Bottled Gas Featured 


In connection with the repair 
department, this hardware firm 
also services many accounts on 
bottled gas. This service brings 
a representative of the firm into 
numerous farm homes. It is an 
invaluable source of contact with 
farmers during the war period, 
and it will also be valuable in the 


‘post-war sales era. 
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because PLOMB DISTRIBUTORS HAVE MORE THAN QUADRUPLED 


DELIVERIES TO ESSENTIAL INDUSTRIES DURING WARTIME 


Plomb Distributors throughout the nation have done a mag- 
nificent job of getting Plomb Tools into the hands of the men 
who need them to speed war production and maintain other 


DELIVERIES essential activities. 
THROUGH PLOMB They have multiplied deliveries over four times in spite of 
DISTRIBUTORS TO war handicaps in service and personnel. Look at their record: 
As compared to 1940 they delivered 


ESSENTIAL USERS 86% more —_ in 1941, 
2 more tools in 1942, 
> SINCE 1940 ' see more tools In 1943, and 
st. 416% more tools in 1944, 
And in 1945 Plomb distributors will continue to carry large 
stocks to fill the needs of those men and industries eligible to 
buy Plomb wrenches, sockets, screwdrivers and other tools 


for essential work. 
iN ADDITION — 


Plomb factories were a major direct supplier of fine hand 
tools of special design to the armed services and essential war 
plants. — Plomb Tool Company, 2227 Santa Fe Avenue, Los 


Angeles 54, California. 
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SOAP 


Women will buy several of these amazing self- 
sudsing Cellulose Sponge SOAP BANKS at a 
time! Has so many uses they will need more 
than one—and it has a good mark-up on each 
sale. Just fll up inside pocket of Soap Bank 
with discarded soap scraps, moisten in warm 
water—then watch the wonderful foamy lather 
bubble through as it cleans. 


Housewives are waiting to buy this Cellulose 
Sponge dish mop that washes wonderfully clean 
with rich, foamy lather, vet keeps hands dry. 
Gets at hard-to-reach spots easily. A real self- 
seller for everyday washing chores. Useful in 
100 ways fot home, office, and factory as a 
cleaner, moistener, dauber. 


Use one yourself! Get a Dish Mop and 
Soap Bank FREE! Send Minute Mop 
Co., Chicago, a carbon of your order 
te your jobber for a dozen or more. 


\ MINUTE MOP (0. 


is &.2ard.St. 
CHICAGO 16 ILL 


eee 


10% 








Six Turnovers 
A Year on Bird 
Food and Supplies 


(Continued from page 89) 


cages also produce a good busi- 
| mess and profit, At ene time Mr. 
Bulson, assisted by his wife, raised 
their own canaries and did so at a 
worth while profit, but it took so 
much of Mrs. Bulson’s time that 
it was decided to buy the birds 
instead. But in discontinuing the 
| raising of the birds, Mr. Bulson 
showed good judgment because he 
interested some local people in the 
raising of the canaries which he 
buys for resale in his store. 

The sale of birds has also 
boosted the sale of bird cages. Be- 
| fore the war when bird cages were 
plentiful he bought as many as a 
| half a gross of a single style at a 
| time. Now they are hard to get, 





but there is every reason to be- 
| lieve that after the war this depart- 
| ment will go back to its usual pre- 
war pace both as to business done 
| and profits made. 
| Mr. Bulson specializes in sing- 
ers, always having a number of 
them in cages in his store. They 
| are continually singing, which cer- 
| tainly produces a novel effect for 
| any hardware store. He states that 
people who come into his store 
| frequently will invariably stop and 
| listen to the canaries—and stop- 
ping in any store is good business 
for the owner. Taken all in all, 
canaries, bird cages and bird foods 
and supplies has proven to be a 
most profitable side ‘line. 


Picture Framing 
Builds Profits 
The Year ‘Round 








(Continued from page 83) 


the main induction centers for 
that area. Many soldiers at that 
camp have their pictures framed 
and mailed to their loved ones. 
While the day of the ordinary 
photo standing on the family 
piano or mantel has passed, 
framed pictures make excellent 
decorative pieces in the modern 
home and are much in demand 
in all sections of the country. 
Framed children’s pictures seem 
to be very popular in many areas, 





and this means that picture fram- 






















For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 


milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy 
construction assures 
years of reliable 
service. List $5.00 


| deduct weight of 


HANSON 
SCALE COMPANY 
52 : Ada Sf 


Chicago 22, Ill 
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YOU, too! 


You, too, will be money ahead with K-R-O Ready- 

| Mixed—now in Bis-Kit form. For its effectiveness 

keeps customers coming back for more, severe in- 
n making rat control a continuous job. 


| Then, too, K*R-O products get more advertising 
| are presold on a scale not even ap- 
preached by any ether maker of rat exterminators 
| % as thorough, honest checking can deter- 
pnt K-R- O advertising is working for you in 
| mime leading farm journals, three top poultry ps- 
pers, four much-read farm dailies, and eight big 
| magazines. And this preselling effort, out- 
standing in its field any way you look at it, aver- 
ages more than 8'4-million messages per month— 
| 12 months of the year! 


K-R-O Ready-Mixed in Bis-Kit form is_a red 


squill product deadly to rats. Yet, it is the safest 
type of exterminator known for use around hu- 
mens, livestock, pets, and poultry. 

Packaged in two convenient sizes: selling at 35¢ 
for home use, at $1 for farms, K-R-O products 
carry ‘a money-back guarantee. Call your whole- 
saler and order a supply of profitable K-R-O, now. 
The K-R-O Company, Springfield, Ohio. 
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ing should continue to be popular 
even after the war ends. 

Tobinson Bros. also uses its pic- 
ture framing section as a main 
sales spot for ready pasted, deco- 
rative borders. for painted rooms. 
Decals also are sold from this 
section. The decal decorations 
are placed on some of the draw- 
ers of the section to stimulate 
interest. 


Concentrates on One 
Line of Paint 
And Doubles Sales 


(Continued from page 90) 


the store. Shelves were so ar- 
ranged that all sized containers 
could be accommodated and dis- 
played neatly. At the present time, 
the store carries gallon cans below 
counter top level, with the smaller 
sizes up around eye level. Reserve 
stock is carried in the rear of the 
store. 

Window displays on the line are 
used frequently and prove effec- 
tive with both the city and town 
trade. In:such window showings, 
the firm tries to get across the idea 
of the many various kinds of paint 
that are in stock and the variety of 
uses for which they are intended. 
This ties in very well with the 
firm’s declared policy of helping 
customers use paint properly for 
the purposes intended. 

Cleaning supplies are closely re- 
lated to paint products. In fact, 
so far as merchandising is con- 
cerned the housewife who pur- 
chases paint most always buys a 
couple of cleaning products for 
the same operation. At the Slot- 
hower store, the cleaning supplies 
occupy a wall location adjacent 
the paint stock. Items are excel- 
lently displayed so that brand 
names stand out well and attract 
attention. 





ON AVAILABLE GOODS j 


APRIL 12, 1945 


| 
| 





..-.In Recognition 


of Our Distributors Who Have Honored Us By Joining the 
Merit-Made Family, We Inscribe Their Names on this Honor 
Page in the Merit-Made “Book 


of Progress.” 
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DISTRIBUTORS! A few exclusive 
territories are still open. Add your 
Ol a i a et ele 
inquiry advised. 


“pop-out toaster with 
cooking unit. 





“DEALERS! For further information about the Merit-Made 
Sree ne 
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MERIT:-MADE PRODUCT. ‘S © Merit-Made, Inc. ¢ 98 Elm St., Buffalo 3, N. ¥ 
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PLANT EARLY 














PLANT NOW 


GRass 
SEED 9 SAAS 


a3 























PLANT 














a le 


. PLANT 
FOOD 


vegetable 
plant food, fertilizer. 
garden hose, noz- 
zles, couplings and 
menders. sprinklers, 
grass shears, hedge 
shears, pruners, 
trowels, forks, weed- 





ers, dibbles. 


BACKGROUND: 


Center panel of light 
green corrugated 
material or painted 


PLANT wallboard. Side 
Food panels of dark green 


material. Cut-out let- 
ters of red and yel- 
low. 








Stress Garden Goods, Home Hardware 
And Door Mats in Early May 


HARDWARE AGE Original Window Display IDEAS 





HOME 
HARDWARE 
WINDOW 
MERCHANDISE: 


Hooks of all types. 
hinges, mending 
plates. shelf brackets. 
lock sets, hasps, pad- 
locks, night latches, 
door bolts, mail 
boxes. wood screws, 
bolts, awning pul- 
leys, etc. 


DOOR MAT 
WINDOW 
MERCHANDISE: 


Cocoa door mats and 
rubber strip mats. 
Show several sizes. 


BACKGROUND: 


Center panels of 
ivory corrugated ma- 
terial or painted 
wallboard. Side 
strips of maroon ma- 
terial. Cut-out letters 
in maroon. 
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Nearly A Million Insecticide Sprayers 
for Immediate Sale! ‘A MUS ul 4 


EXTRAORDINARY GOVERNMENT RELEASE! 


| INSECTICIDE SPRAYER 


IT’S REALLY AN ALL-PURPOSE PUMP 
IDEAL FOR GARDEN e IDEAL FOR HOUSEHOLD 


Now Available—Nearly A Million! 


Over half million of OCD-approved stirrup 
pumps have been converted into practical, 
easily operated insecticide-sprayers through 
the use of a special most ingenious plastic noz- 
tle. Used with a bucket they are perfect for 
keeping garden pests under control. They are 
fine for watering, disinfecting poultry or live- 
stock, spraying whitewash and many other 














uses too. 


ust 1.49. 


TO THE RETAIL TRADE 





including pump and 
2 nozzles (no pails) 


Quantities up to 500 Discount 33 | /3% 
500 or more Discount 40% 


SUPPLEE-BIDDLE .4 PHILADELPHIA 


“National Gales Promotions” 


























This advertising is paid by Supplee-Biddle 
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BUY , _. NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 








BABY SWING 


No. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terlal, reinforced for long hard 
wear. In ordering specify No. 96. 


FOLDING AUTOMOBILE 
BABY SEAT! 


Ne. 104. A sturdily made 
steel frame with strap 
hangers to fasten on auto 
seat lean back. High qual- 
ity fabrics used for seat | 

rt. Fully assembled 
Packed io bulk, 





4 


SPRADLING'S Inc. 
ST. LOUIS, MO. 














-selling item in rica 5 
|The only “all-purpose”: 
y nteed heat-resisting glass — 
ping mold. for making hot or cold 
p One-quart capaciiy. Indi- 
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Here's Harry Hanson, president of 
Damascus Stee! Products Corp., Rock- 
ford, Ill., in the center of the rear row 
surrounded by members of the Rock- 
ford Club of the All-American Girls 
Professional Ball League. That 
league is his hobby. He is president 
of the Rockford Club, which is a 
member of the only 100 per cent pro- 
fessional girls’ ball league in the 
country. The.league was the idea of 
Wm. Wrigley, owner of the Chicago 
Cubs of the National League, and 
was formed three years ago. It 
originally consisted, of four teams, in- 
cluding Rockford; South Bend, Ind.; 
Kenosha, Wis., and Racine, Wis. The 
idea was supported by manufac- 
turers and professional men in those 
cities as civic enterprises. Minne- 
apolis, Minn., and Milwaukee, Wis., 
were added last year but they prob- 
ably will be replaced by Grand 
Ravids, Mich., and Fort Wayne, Ind. 

No kford’s team has approximately 
75 manufacturers and townspeople 


Lloyd Grisamore, general manager, 
Arvey Corp., Chicago, IIl., on the dock 
in front of Romar, the lodge on Leech 
Lake, owned by Rod. LaBelle, Minne- 
apolis, Minn., manufacturers’ agent. 
The string of fish was landed one 
night in front of Rod’s. place and in- 
cluded a wall-eyed pike weighing 
8 lbs. 


holding the stock in a non-profit cor- 
poration. Max Carey, former Pitts- 
burgh and Brooklyn big leaguer, is 
president of the league. Mr. Hanson, 
who has been president of his city's 
club since it was formed, says if last 
season had been a couple of weeks 
longer his team would have finished 
in first place instead of third. 

“The girls play hard ball rules with 
the exception of the underhand 
pitch,” says Mr. Hanson. “The dis- 
tance between the bases is 68 feet, 
whereas it is 40 feet in a softball and 
90 feet in’ baseball. The girls are 
paid on an average of about $75.00 a 
week, plus all expenses when away 
from the home town. The schedule 
runs from the middle of May until 
mid-September. Over 80,000 Rock- 
ford fans paid to see them play last 
summer. Bill Allington, manager, is 
in the center, with Marie Timms, 
team chaperone at Mr. Hanson's left. 
The girls come from all sections of 
the United States and Canada. 
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Senate Recommends One 
Agency Control Disposal 
Of All Miscellaneous 
Surplus Consumer Goods 


(Continued from page 84) 


A definite policy of disposal on 
which the public can rely in the 
future must be announced and 
put into effect at once. 


Simple Organization 


3. The disposal organization 
should be as simple as possible 
with the minimum number of 
disposal agencies operating under 
the Surplus Property Board. The 
Board should set up uniform 
rules and regulations and a single 
information center, so that per- 
sons seeking to learn about sur- 
pluses will be able to get all the 
information in one place. The 
effect of having a multiplicity of 
agencies is to make it easier for 
“insiders” and others with spe- 
cial privileges to operate. 

4, Extreme care is necessary in 
choosing personnel. Investigative 
groups should be set up and wide 
publicity given to all complaints 
and abuses that are uncovered. 


Prompt, Wide Publicity 


5. Immediate and wide public- 
ity should be given to all actions, 
including offers for sale, sales, 
bids, and all other activities. Even 
when goods are offered only to a 
limited group, wide and unre- 
stricted publicity should be given 
to the facts. 


As a general rule, all sales 
should be open to all bidders of 
every type and description, in ac- 
cordance with the priorities estab- 
lished in the Surplus Property 
Act. Lots should be of a size so 
that small business can _partici- 
pate fully. 
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and 
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Adjustable for 
varying water levels 


Patent 
Pending 





..,. Precision-Made, Brass 


an =Xo) ol dtefeh 


""O4Gy, 


PN Valve 


Threaded 


outlet shank 


Won’t Chatter, Leak or Drip 


Robert's bob float valve is guaranteed to maintain the water level for which it is set. 
Precision-made, it gives longer wear. Won't chatter, leak or drip. Ratchet arrange- 
ment of actuating lever makes it adjustable for varying water levels. Threaded 
outlet shank provides spray and splash control. Valve is equipped with soft-rubber 
replaceable disk and leather cup-leather. Jmmediate delivery in '2 and % in. sizes. 





Jobber opportunities now open! 


ROBERT Manufacturing Company 


3417 CRENSHAW BOULEVARD + LOS ANGELES 16, CALIFORNIA 


JOHNSON 
WeY2e— 








XL@O 
a MUSIC WIRE 
“aes There are a thousand uses 
“= for this high grade high carbon 
/ steel wire. Precision drawn in complete 
range of sizes from .003” to .200” diam- 
eter. The Johnson colorful package makes 
attractive display as well as convenient han- 
dling. In }{ Ib., ¥ lb. and 1 Ib. units as well as 
5 lb. or catch weight coils. Are you taking ad- 
vantage of the steady business in this utility wire? 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 


NEW YORK AKRON CHICAGC OS ANGELES 
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Pia O. Larson Co. 
Sterling, Illinois 
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Right now our plant is almost whelly engaged in 
the of items ~~. the Army and Nevy, 
but we supply ‘“‘Over-the-Top’’ Herdware fer 
commercial” installation. Write fer information. 


* “Over-the-top” Door | Seen 








Sterctims it 


Gua vartecd 


CRANtL MANYUFeCIUEIMY CY. 


FRANTIZ 


108 


BUILDWARE 














SELL ’EM TOGETHER 


THERMAL-GUARDS should be attached to the 
bottom of clothes closet doors to keep moth 
repellent fumes in and to keep flying and 
crawling insects out. 

Here is EXTRA Thermal-Guard business—and a hand- 
some step-up on all moth repellent sales. Feature it in 
your promotion now! 
IMMEDIATE DELIVERY 
THROUGH JOBBERS 









$1.69 AU TOMA TIC 
THERMAL CO. DOOR BOTTOM 


45 W. Durham St. 
Phila, 19, Penna. 












If you’ll just remind your customers that spring 
is the time when tree-climbing insects ascend 
_ the trees and lay the larvae which later devour 
im the foliage and buds, you'll be doing them a 
service and make a handsome profit on Tree 
Tanglefoot sales. This nationally advertised 
product gives positive protection against bag- 
worms, cankerworms cutworms and all other 
climbers and is selling in constantly increasing 
volume to both commercial fruit growers and 
residential tree owners. Order, NOW from 
race vaneaareet your jobber and display it 


the barrier that steps prominently. 
all tree-climbing 
insects cold. 


Opnernitifly eed 


1, 5, 10 Ibs. in attractive cartons, 25 Ib. pails; and 
6 oz. cartons in the eye-catching display carton. 


THE TANGLEFOOT COMPANY 


356 Straight Street, S. W. ° Grand Rapids 4, Michigan 
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SO START RIGHT NOW with the Bug-a-boo Big 3. 
Display Bug-a-boo Moth Crystals, Bug-a-boo 
Super Insect Spray and Bug-a-boo Victory 
Garden Spray. Tell customers that they’re 
fast, powerful, easy to use. Put up price 
signs. Tie in with the powerful national ad- 
vertising. It’s worth the extra effort — when 
you push Bug-a-boo Products, they'll give 
you better profits! 





SOCONY-VACUUM 


all 5: Moths, ants, flies, roaches, mosqui- scent — 


nt R $4.79 








THE SUPER insect SPRAY 


Bug-a-boo 


TTS 
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It’s a $25,000,000 Business— ‘> 
Get Your Share with Bug-a-boo! <az 


Here they come— all those flies, mosquitoes, 
» moths, and garden insects! Bad news for most 
folks. But good news for you. You can make 
a profit on the pesky pests, if you feature 
Bug-a-boo Products. Because America has a 
$25,000,000 insecticide market. And Bug-a- 
boo pays you better profits than other nation- 
ally advertised insecticide lines! 





PRODUCTS 


Bug-a-boo Super Insect Spray Bug-a-boo Moth Crystals Bug-a-boo Victory GardenSpray 
The nationally advertised spray that kills | They haveaclean, piney Kills or controls practically all 


318s. 


$0 wc rare 


2 i, 
1B 4Yy 
"3-a-boo Ys 


Crystals 


THOSE BUGS MEAN BUSINESS... 


ALL 3 ARE DEVELOPED BY SOCONY-VACUUM Re- 
search Laboratories and advertised strongly 
in Life Magazine, Good Housekeeping, 
Saturday Evening Post. Quickly available, 
too. Order from the nearest Socony-Vacuum 
Office: In the Southwest, from Magnolia 
Petroleum Co., on the West Coast from 
General Petroleum Corp. of Calif., or from 


26 Broadway, New York 4, N. Y. 





leave no “moth- garden pests. It contains 


toes. Far exceeds U.S. Dept.of Commerce __ ball odor.”’Sure death rotenone. 12 to 18 gallons 
standards for AA Grade spray. for moth worms. from just 4 ounces. 
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First “On the Spot” Sale of Surplus 
Consumer Goods Held in New York 


Editor's Note: This “test sale” of surplus consumer goods 
held in New York City Feb. 28 by the Treasury Department 
merited a great deal more interest and support from the hard- 
ware trade than it actually received. It was definitely a step 
in the right direction. Uncle Sam is going to sell surplus goods 
at the best possible prices, which is as it should be. Those 
participating in the bidding were urged to inspect-goods thor- 
oughly before making offers, so that they would know, beyond 
any doubt, what they were seeking to buy. 


yi first “on the 


spot” public opening of bids sale 
of miscellaneous surplus consumer 
goods, including hardware store 
lines of such limited quantity as 
to make it undesirable to list them 
in the Surplus Reporter, was held 
in a government warehouse in 
New York City on February 28. 
Other sales of this type have since 
been held in other parts of Re- 
gion 2 (New York, New Jersey 
and Pennsylvania) by Treasury 
Department, Procurement Divi- 
sion. Bid forms were previously 
mailed to a list of wholesale and 
retail hardware firms, salvage con- 
cerns, department and syndicate 
stores, etc., which were also in- 
vited to inspect the merchandise 
in advance of submitting their 
written bids. 

Although the general public was 
not admitted to the opening of the 
sealed uniform bids, all who sub- 
mitted bids were invited to attend 
for their reading. When the bids 
were read aloud the name and ad- 
dress of each bidder was given, to- 
gether with the amounts bid for 
the various lots of goods. 

Bidders made their offers, 
after inspection, accompanying 
them with a 25 per cent deposit— 
certified check or money orders. 
Some bidders who had not re- 
ceived advance invitations were 
permitted to bid only after estab- 
lishing their identity to Treasury 
Department officials. 

Lots for that first “on the spot” 
sale in New York City were in 
quantities attractive to wholesale 
hardware distributors and to larger 
retail hardware stores, as well as 
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other outlets such as salvage con- 
cerns. Included in the eight sales, 
held at different hours were car- 
penters’ tools (six separate lots) ; 
welding equipment and welders’ 
goggles; kerosene stoves and wicks 
and construction pumps and parts. 
That it would admittedly be better 
for the average hardware dealer if 
smaller lots could be arranged can- 
not be denied. However the tre- 
mendous detail incident to such 
sales prohibits smaller lots. 

That sale in New York did not 
get the support that the Treasury 
Department hoped for. Only 10 
of the 94 wholesale or retail hard- 
ware concerns invited to bid even 
had representatives make an in- 
spection. Six lots of carpenters’ 
tools attracted 21 bidders, of 
whom but nine were hardware con- 
cerns. Almost half of the more 
than 200 companies invited to bid 
were wholesale or retail hardware 
firms. 


No Sales Below Market 


The policy on surplus consum- 
ers’ goods sales by this method 
in Region 2 is that sales will not 
be made below the current mar- 
ket value. There is, however, no 
top limit at which goods shall be 
sold, unless they are specifically 
subject to ceiling price regula- 
tions. When offers are in excess 
of ceiling prices Treasury De- 
partment officials consider such 
bids as being offered at ceiling 
prices. Where more than one bid- 
der offers the same price a dis- 
interested bystander selects the suc- 
cessful bidder’s name out of the 
hat. 

Bids, at that initial sale, were 


subject to rejection within 48 
hours after their public reading. 
This was to provide for any urgent 
need of claimant agencies and to 
check credentials of bidders not 
known to the sale officials. That 
bids under this method can vary 
greatly is emphasized by one sale 
of carpenters’ tools. The names of 
bidders and their bids are public 
property, although bids were seal- 
ed until the hour for public read- 
ing. High bid on one lot—from 
a mid-west hardware dealer—was 
$582.00, low bid being $86.00 
from a wrecking concern. 

The sales officer for Region 2 
is E. H. Mallon, representative in 
peacetimes for Chicago Spring 
Hinge Co., and prior to that con- 
nected with a well known hard- 
ware and mill supplies concern. 

Some sales without regular ad- 
vertising will continue to be made 
in Region 2. But they will be 
items that do not lend themselves 
to such sales—because of very 
limited interest or the need for a 
quick sale because of seasonal 
angles. In such sales the Treasury 
Department seeks out several logi- 
cal buyers and then sells to the 
highest bidder. 

Even though a retail or whole- 
sale hardware house receives the 
Surplus Reporter many sales like 
the sale reported here will be held 
without notice in that publication 
in Region 2 because of their limit- 
ed quantity. And so we again 
urge those interested in surplus 
stocks of consumers’ goods to keep 
in touch with regional offices mak- 
ing known their interest so that 
they may be notified of sales in 
such limited quantity that wide- 
spread publicity is not practical. 
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Shipments of 
Superior Aluminum Trim 
Are Made Every Day 


SUPERIOR js constantly on the alert utilizing new 
ideas and new fabricating methods, thus we make 
the fullest use of our supply of Aluminum for our 
metal trim customers and at the same time we main- 
tain our high service standards during these trying 
war years. Along with this, our old customers are 
assured at all times of quality workmanship, with 
personal interest extended to each; and our new cus- 
tomers, too, are given the same thoughtful considera- 
tion in the sequence of their orders. Your establish- 
ing a connection with SUPERIOR today will give you 
profits now and for years to come. SUPERIOR’s fabri- 
cating and merchandising experience will prove valu- 
able to you. For help, write Youngstown Manufac- 
turing, Inc. . . . use the coupon if you wish. 


YOUNGSTOWN MANUFACTURING, Inc. 


66-76 S. Prospect St. Youngstown, Ohio 
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BRANCH OFFICES AND WAREHOUSES 


YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 
363 W. Peachtree Street NE, Atianta, Georgia 
363 S. Wall Street, Columbus, Ohio 
217-219 N. Alabama St., Indianapolis, Indiana 
510 Arch Street, Philadelphia, Penna. 
222 E. 6th Street, Cincinnati, Ohio 
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COMPARE 


THE 





WHAT OTHER RULE 
GIVES YOU ALL THESE FEATURES? 


@ A "4" tip that actually makes one- 
hand measuring possible. 


@ A positive lock, conveniently placed; 
and a braking surface the full width of 
the blade and over 1'/2" long; really 
holds tape from creeping when taking 
an inside measurement. 


@ Frictionless action; rugged construc- 
tion, yet with definite eye appeal. 


@ Accuracy that has never been sur- 
passed. 


@ Figures permanently etched; gradua- 
tions on both sides and all edges of 
blade; top-grade high carbon spring 
steel, 

@ Replaceable blade feature which 


doubles life of rule . . . and invites 
repeat orders. 


MASTER RULE MFG. CO., INC. Dept. A-4 


815 East 136th Street, New York 54, N. Y. 
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Tomorrow's Retailers 


(Continued from page 82) 


In the very early days of our 
country’s growth when the fron- 
tiers pushed from east to west, 
people purchased their needs from 
the general store. If you needed 
something, you went in and got 
it—merchandising, sales promo- 
tion, attractive displays—these 
and other modern retail activities, 
as we know them, were unknown 
and unnecessary. 

Finally, with the growth of a 
community, products moved out 
of the general store, food stuff to 
the grocery and butcher shop, 
medicine to the drug store, wear- 
ing apparel to the clothing store, 
and so on. 

From these specialized retail 
stores came display of merchan- 
dise, selling effort, and finally, re- 
tail sales promotion, so essential 
in today’s highly competitive 
struggle for lasting success. Hard- 
ware, nails, hammers and saws, 
and kindred merchandise became 
the stock in trade of the early 
hardware store, and even today is 
still the mainstay line of, in my 
opinion, too many hardware mer- 
chants. 

I say that because I believe the 
hardware store has the oppor- 
tunity to take a much more impor- 
tant place in the community. To 
illustrate my point, let me tell you 
what I would do if I operated a 
hardware store. 

First of all, of course, I’d sell 
hardware. To sell it, I’d have to 
know about it—what is the dif- 
ference between a good hammer, 
saw, plane, good tools and poor 
ones. If spring is the time people 
should buy tools, and that seems 
to be the logical time to do a bit 
of needed repairing around the 
home, I’d get busy making people 
“tool conscious.” I’d feature dis- 
plays of tools in my windows and 
in the store, with suitable signs 
to make the householder think. 


Seasonal Advertising 


I’d run some newspaper ads on 
tools, I’d get out a mailing to cus- 
tomers and prospects, featuring 
spring repairs and the kind of 
tools people should have, but usu- 
ally don’t. 

Springtime is clean-up time. 


paint-up time, and cleaning mate- 
rial, buckets, mops, polish, soaps, 
brushes, paints, varnish and en- 
amels would get a similar promo- 
tion. 

In the spring my store would 
be a veritable cornucopia of the 
householder’s springtime needs. 
Springtime naturally suggests 
flowers, gardens, hedges and 
lawns, and the tools and accesso- 
ries which this suggests. I’d go 
further—I’d offer some helpful 
advice on gardening, on how to 
make and maintain a good lawn. 
I might promote a flower or vege- 
table garden contest, and offer a 
prize for the best—entry blanks 
obtainable, of course, at my store, 
right in the middle of my garden- 
ing merchandise. 


Stress Service 


My service department would 
sharpen and repair lawn mowers. 
Not just because someone asked 
me about it, but because I’d pro- 
mote the idea, even to hiring some- 
one to call house to house and 
inquire about the condition of the 
lawn mower. He'd leave some 
promotional literature naturally, 
covering spring needs. And so on 
down the line of all products 
which are best sold in the spring. 

If I were in a country where 
there was fishing, I’d have a fish- 
ing tackle department all ready 
for the fisherman before the sea- 
son opened. I’d find out where 
the best fishing spots were—all 
there was to be learned about local 
fishing and get up a local fisher- 
man’s guide. 

I’d have as complete a sporting 
goods department as possible, and 
feature seasonal equipment as the 
seasons came _ around — sleds, 
skates, skis for winter—beach 
balls, sun shades and swimming 
accessories for summer. And so 
on and on in the matter of mak- 
ing my store sporting goods head- 
quarters of the town. 

In short, I’d departmentalize 
my business—group related items 
in my selling efforts and carry on 
a continual sales promotion pro- 
gram throughout the year. 

The point T want to drive home 
is that the future for your hard- 
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FURNISH THE 
OUTDOOR LIVING ROOM 


wih CROQUET 


Increased interest in yard and 
lawn makes this popular spot 
the outdoor living room during 
the summer months. Cash in on 
this development of outside-the- 
house activity with croquet— 
America’s Family Game. You'll 
find it will also promote sales of 
other yard and lawn equipment. 
Limited supplies of high quality 
material have curtailed South 
Bend uet production some- 
what, enabling us to serve, on 
an allotment basis, only old cus- 
tomers now. However, check 
with your South Bend 
Jobber to learn the 
quality, popular- 
priced line of South 
Bend Croquet, and 
establish your priori- 
ty for earliest possi- 
ble delivery. 


Seeeseseeeeeesseseseeesesese 


SALES REPRESENTATIVES 

New York—Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn.— Louis Williams 
& Company 

Seattle 7, Wash.— Leo Scherrer, 2840 
West 93rd St. 


Los Angeles 14— Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 














ware store can be just about as 
big as you care to make it. The 
variety of products which you can 
and should sell, are within the 
broad scope of “hardware reach” 
into the home and into every busi- 
ness within your community. 

Good retail merchandising 
might be summed up as—getting 
people into your store—display- 
ing merchandise so that it at- 
tracts interest; suggesting pur- 
chases of products the customer 
did not originally plan to buy; 
keeping the name of your store 
constantly before your prospects 
through a program that is varied 
and interesting. 

Few retail outlets have such a 
wide opportunity to serve their 
communities in so broad a field of 
products and services as the hard- 
ware store. You can sit and wait 
for Mr. Householder, or you can 
carry your store to him in ideas 
that touch every phase of living. 

Whether, as a retailer, you sell 
agricultural equipment to farmers, 
or hardware to everyone, or flimsy 
underthings to ladies in cities, 
there are certain fundamental laws 
of selling which make for success. 
It takes hard work, and straight 
thinking, and lots of both at all 
times, but there is one yardstick 
you can apply anytime you are in 
doubt. It is this: what is the com- 
mon-sense thing to do—what do 
you, as a customer, like when you 
patronize any retail dealer? You 
like such things as a friendly at- 
titude — you like courtesy and 
cleanliness—you like to see mer- 
chandise well displayed—to talk 
with a salesman who obviously 
knows his business and acts as 
though he has your interests at 
heart. 

That’s about all there is to it, 
but just remember that you can’t 
ever stop thinking about these 
fundamental merchandising truths 
and putting them into action, if 
you want to maintain the position 
of leadership in retail selling in 
your community. 
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WAYS BETTER 


HE TIME is coming, soon, we 

hope, when you can again stock 
Manning-Bowman’s attractive 
Twin-O-Matic Waffle Baker. That’s 
why we're listing these five M-B sell- 
ing features now. They’re going to 
mean More-Business for you in the 
days to come. We think you'll find 
these... 


5 M-B features worth remembering: 


* Two four-section, usual-size waffles 
at once! 

* Automatic control can be set for 
any degree of baking from light 
to dark. 

* Indicator shows when baker is hot 
enough for batter. 

* Deep baking grids insure thick, 
light waffles that will bake clear 
through. 

* Overflow batter trough on both 
grids. 


Thousands of housewives have been 
sold on Manning-Bowman, Twin-O- 
Matic Waffle Bakers they bought be- 
fore the war. And many of these 
women have told their friends about 
them, too. What a back-log of pros- 
pects for the Manning-Bowman line! 
For most folks will be shopping for 
the best in electrical appliances— 
and to most everykody Manning- 
Bowman means best! 


We're happy to report that our 
production is at present working full 
time on war equipment...for the war 
is everybody's job. So, please be pa- 
tient until we can supply you again 
...and remember, there are profitable 
days ahead for you. Days you'll be 
glad you remembered that the best 
was worth waiting for and... 


Mianning- 


Bowman 





AMERICA'S FAMILY GAME ~ Mleans Best 
Croquet Sets « Baby Carriages + Children’s Furniture - WAR-TIME ORDERS MERIDEN, CONNECTICUT 
ce. 2 aeen to tone 99 cony erate 134 BUY MORE BONDS—AND MORE! 








Co., South Bend, indiana, for over 70 continuous years. 
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DANIEL BOONE 
HANDLES 
KEEP THE JOB 
MOVING 








The finest, tough- 
est second growth 
hickory only is used 
for Daniel Boone Han- 
dies. They rate 37% above 
averageinstrength—accord- 
ing to independent scientific 
tests in leading universities. 





ttere 
have been approved by Tool Makers 
and Teo! Users as being unequalled. 

















Striking tools can be kept in 
working shape with this top quality 
trademarked handle. Its superior 
value and economy will prove itself 
on first trial. Your jobber can furnish 
Daniel Boone Handles in perfect pat- 
terns for hammers, sledges, mauls, axes. 
Ask for them by name. 





TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 














... WHY YOU NEED 


CUTTERS 


Our boys saved your right to sell cutters and 
our right to make them. Otherwise, neither of 
us would have any interest in cutters by this time. 

You, and we, can live a while longer without 
commercial cutters, but thousands of our boys 
will not live, unless we get to them in fime, all 
the wire and other cutters they need. 

Therefore, we are continuing to produce 
to the limit of our 
capacity, cutters for the 
armed forces. 

We shall continue to 
do so until their need is 
satisfied. We believe 
you would not have us 
do otherwise. 


H. K. PORTER, INC. 
EVERETT 49, MASS 




































MOLLY 
SCREW ANCHORS 


Expansion bolts that sell fast 
because they hold fast... 
even in 34" wallboard, as well 
as lath and plaster brick, con- 
crete, hollow tile and other 
solid materials, where they 
resist hundreds of pounds of 
direct, outward pull. The only 
anchor that holds in plaster 
board. The only STEEL- 
FINGER-GRIP anchor! 

























BOILER PLUGS 


The immediate wall area 
around a leak is already cor- 
roded to a fragile thinness. 
Unless a Molly expanding 
Boiler Plug is used continued 
corrosion gives the repair job 
but a short life ... and “It's 
folly not to have a Molly”. fm 
Molly Boiler Plugs grip alarge | 

inside area of I!/p". Mollys [= 
hold fast and sell fast! 


MOLLY CORPORATION 












IT’S FOLLY NOT TO STOCK MOLLY TODAY 
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TORCHES and FIRE POTS 
THE S' 
1s REV! 
of you 
revi 
WRITE FOR CATALOG nevi 
(Wartime Issue) in Na 
Priority requirements ond RE 
delivery information. shelle 
man 
woul 
to ¢ 
MODEL 32A TORCH a 
A general purpose torch built for long 
and dependable service. Patented J 
design, sturdy construction. Preferred 
by mechanics who use good tools. PRIC! 
C&L products are sold through the jobber. Pack: 











CLAYTON & LAMBERT MFG. CO. 
Torch and Fire Pot Division = 
14247 Tireman Ave. «+ Dearborn, Michigan 
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PRICE FIXED fo retail at $1.00 Half-Pint . . . $1.50 Full Pint 
Packed two dozen to carton. Trade Discount: 40% F.O.B. New York ORD ER WV 0 Ww f 


JACKSON OF LONDON PRODUCTS 


15 WEST 5Ist STREET, NEW YORK 19, N. Y. MADE ee A. 
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Edison Electric Institute Urges Appliances Be 
Sold in Fair and Open Competition Encouraging 


READ IT IN HARDWARE 





NEWS OF 











= 





HARDWARE AGE FOR 














Maximum Volume By Outlets Handling Them 


Institute Committee urges utility company support 
of retail dealers in their merchandising, with de* 
ferred payment plans within ‘“‘financing terms 


available to retailers.” 


Special offers should 


make it possible for retail dealers to participate. 
Should put special emphasis on appliances, equip- 
ment not having adequate customer acceptance. 


, 


A committee of the Edison 
Electric Institute, 420 Lexington 
Ave., New York 17, N. Y., has 
been making an extended inves- 
tigation over the past year of the 
relationships of the utilities and 
retailers in the postwar period, 
and has issued a draft of its 
Trade policy. C. E. Greenwood, 
commercial director, Edison 
Electric Institute, states that 
“Although the peacetime sales 
plans of many utilities are still 
in the making, earlier surveys 
among utility companies indicate 
that the major percentage of the 
business-managed utilities that 
were selling direct to consumers 
when our country entered the 
war will resume that practice in 
peacetime.” Equal opportunities 
for dealers to sell any makes of 
appliances sold by utilities are 
urged, together with utility de- 
ferred payment plans, applicable 
to appliances, that are within 
“financing terms available to re- 
tailers,” 

The institute’s suggested mer- 





chandising principles, as a guide 
to member companies in formu- 
lation of their own policies are 
as follows: 

1. Sales Franchises: The mer- 
chandising policies of utilities 
should provide equal opportuni- | 
ties for dealers to sell any makes 
of appliances sold by utilities. 

2. Sales Practices: Appliance | 
sales should be made on the | 
basis of fair and open competi- 
tion, this being in the interest of 
the public, of appliance manu- 
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facturers, and of all those en- 
gaged in the distribution of ap- 
pliances at wholesale or retail. 


3. Quality of Merchandise: Ap- 


pliances offered for sale should 
be of a quality which will result 
in safe, dependable and efficient 
operation. 

4. Appliance Service: To as- 
sure a maximum of customer sat- 
isfaction, adequate maintenance 
service should be made available. 


5. Sales Emphasis: Electric 
utilities should plan their appli- 
ance sales operations so as to 
encourage maximum volume by 
all outlets. Special emphasis 
should be placed on appliances 
and equipment not having ade- 
quate customer acceptance. 

6. Special Offers: In planning 
special offers or sales induce- 
ments, the electric company 
should have in mind the impor- 








tance of making it possible for 
retailers to join in, thus stimu- 
latmg merchandising activities. 

Advertising: Advertising 
and displays should, so far as is 
practicable, recognize and sup- 
port the retailers. 

8. Deferred Payment Plans: 
Deferred payment plans applic- 
able to appliances should be eco- 
nomically sound, and within the 
financing terms available to re- 
tailers. The merit of the appli- 
ance, rather than the terms of 
sale, should be the controlling 
buying motive. 

9. Dealer Training: While 
training of retailer sales person- 
nel is primarily the function of 


the retailer, wholesaler and 
manufacturer, utilities should 
consider offering basic sales 


training and information on ap- 
pliance operating costs, on local 
installation policies and on com- 
petitive factors. 

10. Compensation of Sales- 
men: In establishing compensa- 
tion plans for salesmen, prac- 
tices should be adopted which 
will lead to good will and un- 
derstanding between electric 
utilities, retailers and the public. 








Rogers President Rain-Beau Products, 
Division International Braid Co. 


The International Braid Co., 
Providence, R. I., has recently 
purchased H. Schindler & Co., 
Inc., Canton, Mass., and the 
new company will be known as 
the Rain-Beau Products Co., di- 
vision of the International Braid 
Co. A. S. Rogers, who had been 
with the Schindler company for 
12 years, 11 of which he was 


president, is president of the 
newly named division. Mr. 
Rogers stated that there will be 


no change in staff other than the 
resignation of his former asso- 


ciate, Walter Hamburger, who 


will devote all his time to Fab- | 


Inc., Roston, 


rics Research, 

| Mass. Freeman W. Fraim, di- 
rector of research and assistant 
treasurer of the International 


Braid Co., is vice-president of 


the néw division, and George E. 
Colby, general manager and as- 
sistant 


treasurer of Interna- 


| the Rain-Beau Products Co. 








A. 8. ROGERS 


|tional Braid Co., is treasurer of 
Mr. 
Fraim has spent much time in 
the silk, rayon, and synthetic 
yarn industries, the last five years 
of which were with International 





Braid, and Mr. Colby devoted 
his time to the cotton braiding 
manufacturing business. 

The postwar line of the new 
division will include linen, cot- 
ton, silk, and nylon fishing lines. 
The established Rain-Beau rep- 
resentatives include: McCune & 
Merifield, Seattle, Wash., San 
Francisco, Los Angeles, Cal.; J. 
K. Hughes, Evanston, IIl.; J. C. 
White, Detroit, Mich.; J. M. 
Kelly Sales Co., Miami, Fla.; M. 
T. Swift, Kansas City, Mo., and 
H. C. Miller, New York City. 





FLOOD CHICAGO DIST. 
SALES MGR. AMERICAN 
CHAIN & CABLE CO. 

E. J. Flood has recently been 
named general district sales 
manager of the American Chain 
& Cable Co., Inc., Bridgeport, 
Conn., for the Chicago sales ter- 


ritories. He has been connected ~ 


with the company for 25 years 
in the Page Steel & Wire, and 
American Chain divisions. 
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New President 


Of American Hardware Corp. 


ISAAC BLACK FIRST VICE PRESIDENT 





GEORGE T. KIMBALL 


George T. Kimball, president, 
since 1925 of The American Hard- 
ware Corp., New Britain, Conn., 
was elevated to the office of chair- 
man of the board of the corpo- 
ration at the annual stockholders 
meeting held March 29. 

Charles B. Parsons, formerly 
first vice-president and general 
manager of the P. & F. Corbin 


| Division has been elevated to the 
office of president of The Ameri- 
can Hardware Corp. 

Isaac Black, formerly vice- 
president and general manager of 
the Russell & Erwin Division has 
been elevated to the office of first 
vice-president of The American 
Hardware Corp. and is general 





ISAAC BLACK 


manager of the Russell & Erwin 
division. James P. Baldwin, man- 
ager Corbin Screw division, and 
Royal M. Bassett, manager Cor- 
bin Cabinet Lock division, were 
both elected vice-presidents of 





| 





CHARLES B. PARSONS | 
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| pan Stove Co., 250 Wayne St., 
| Mansfield, Ohio, at.a meeting of 


the parent company. 
Other officers of the corpora- 
tion remain unchanged. 


RE-ELECT TAPPAN 
STOVE COMPANY 


president, A. B. Ritzenthaler, 
vice-president, and A. C. Rhoads, 
treasurer. Harold O.. Dysart 
has been made secretary of the 
company, and A. C. Rhoads, for- 
merly secretary - tredsurer, will 
remain as treasurer. Mr. Dysart 
has been with the company since 
1922 and was named assistant 
secretary in 1934. The re-elected 
members of the board of direc- 
tors are: Paul R. Tappan, W. 
Hubert Tappan, W. C. Horr, 
Robert M. Lamb, C. V. McCon- 
nell, A. C. Rhoads, and W. Rich- 
ard Tappan. 


F. E. SHURTS PRES. 
AMERICAN SWISS 
FILE & TOOL CO. 


F. E. Shurts was recently 
elected president of the Ameri- 
can Swiss File & Tool Co., 410- 
416 Turnbull St., Elizabeth, 1, 
N. J., at the annual directors’ 
meeting. Other officers elected 
are: Bernard S. Meade, vice- 
president, A. J. Wuehrmann, 
treasurer, and Thomas C, Ma- 
hon, secretary. Philip Schaeffer. 
who is 76 years of age, tendered 
his resignation as vice-president. 
secretary and director because 0! 





C. W. CHRIST ASS’T GEN. 
SALES MGR. STANLEY 
WORKS HDWE. DIV. 
Curtis W. Christ has recently 
been promoted to the position of 
assistant general sales manager 


--—-—~ 














CURTIS W. CHRIST 


of the hardware division of The 
Stanley Works, New Britain, 
Conn. He joined the company 
in 1919 in the service depart- 
ment, and later was one of a 
group of salesmen doing mis- 





ill health. 














sionary work on hand tools. Since 
1930 he has been responsible for 
production and sales of special 
hardware to industrial plants 
and equippers. When the war 
started he was named sales man- 
ager of the ordnance hardware 
division created to handle special 
war products produced by the 
hardware division. 








OFFICERS-DIRECTORS 


Paul R. Tappan was recently | 
re-elected president of the Tap- 


the stockholders and directors. 
Other officers re-elected are: W. 
Hubert Tappan, first vice-presi- 





JAMES 


G. MORAN 


whose appointment as southern 
district manager of The Eagle 
Lock Co., Terryville, Conn., 
was announced in the Dec. 21st, 
1944, issue of Harpware Ace. 
His offices are at 228 Hurt 





dent, C. V. McConnell, vice- 


Bldg., Atlanta 3, Ga. 





MECK INDUSTRIES 
NOW OCCUPYING 
PLYMOUTH BUILDINGS 


John Meck Industries, Inc., 
makers of home radio sets, Ply- 
mouth, Ind., has announced that 
it has reached 100 per cent oc- 
cupancy of the buildings which it 
owns in Plymouth. Up to the 
present time, the manufacture of 
electronic war materiel: has oc- 
cupied but 60 per cent of the 
floor space. By continuing in war 
production, and occupying the 
remaining space, the company 
expects to set up production lines 
which can be converted in 60 
days to civilian production. 
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.‘‘Large and easy profits” 
through purchase of surplus 
property is the headline used by 
a growing crop of tipster sheets 
now flooding the public mail, 
Guy M. Gillette, chairman of the 
Surplus Property Board said 
recently. These tipster sheets 
profess to give inside informa- 
tion, for a substantial fee, that 
will get purchasers in on the 
“ground floor.” The lure of prof- 
its through “huge” bargains in 
the purchase of scarce materials 
and products stands out promi- 
nently in these mushroom pam- 
phlets. These so-called “service 
organizations” begat to appear 
last summer when the end of 
the war seemed to be just 
around the corner. In recent 
weeks, there has been a notice- 
able increase in their number, 
judging by the many “come-on” 
pamphlets and mimeographed 
sample dope sheets now reach- 
ing the public. 

“While these tipster gheets do 
not always come within the 
range of criminal action,” Mr. 
Gillette said, “they apparently 
offer little or nothing that a 
business man cannot get himself 
if he takes the trouble to inquire 
at any of the authorized Gov- 
ernment disposal agencies.” 


Surplus Property Board 
Warns Public Against 
Surplus Goods “Tipsters’’ 





The Surplus Property Board, 
which is a policy organization 
not maintaining public mailing 
lists, will send any business man 
making the request a copy of the 
Buyer’s Guide, containing full 
details respecting disposal agen- 
cies, types of properties each 
sell and addresses of their re- 
gional offices. The board states 
that nobody “outside of the Gov- 
ernment has access to informa- 
tion regarding available surplus 
property that cannot be had by 
any business man merely for the 
asking.” 

The many regional offices of 
authorized disposal agencies 
maintain lists of business con- 
cerns to whom they regularly 
mail complete details of avail- 
able surpluses. Lists include de- 
scription of property offered, its 
condition, quantity, location and 
method of sale to be employed. 
Principal disposal agencies are: 
Treasury Department, for con- 
sumer goods; Reconstruction Fi- 
nance Corp., plants, machine 
tools and other capital and pro- 
ducers’ goods; War Food Ad- 
ministration, food; U. S. Mari- 
time Commission, small vessels 
and marine equipment and Na- 
tional Housing Agency, war 





housing property. 








SCHAFER VICE-PRES. 
IN CHARGE OF SALES 
G. E. HOTPOINT 


Ward R. Schafer has recently 
been elected vice-president, Edi- 
son General Electric Appliance 
Co., Inc., 5600 West Taylor St., 
Chicago 44, Ill. Mr. Schafer has 








WARD R. SCHAFER 





been with Hotpoint since 1923, 
when he joined as an engineer 
in the commercial cooking divi- 
sion. He served as manager of 
product service, manager of the 
company’s range division, and 
then in 1942 was given leave of 
absence to superintend the con- 
struction of a butadiene plant in 
Texas. He returned to Hotpoint 
as manager of the western sales 
division in 1943, later being 
named general manager of all 
sales. His headquarters will re- 
main at the Chicago office. 





STRAUSS, PRESIDENT, 
TREASURER, BOSS 
BOLT & NUT CO. 

The Boss Bolt & Nut Co., Chi- 
cago, IIl., division of The Lock- 
Nut Corp. of America has re- 
cently been acquired by Milton 
Strauss, who has been elected 
president and treasurer of the 
company. He has had a diversi- 
fied background in the industrial 
management of several other 
companies: in which he will con- 


tinue his interest. Other officers 
are George S. Hubbard, vice- 
president and sales manager, a 
position he held for the past 
four years, and C. J. Johnson, 
secretary since 1927, who will 
continue as such, and who also 
is assistant treasurer. Under the 
new management the company 
is increasing its productive abil- 
ity in the \ manufacture of 
headed and threaded fasteners. 





FREEDELL STANLEY 
TOOLS ASSISTANT 
SALES MANAGER 


Kenneth Freedell has recently 
been appointed assistant sales 
manager of Stanley Tools, New 
Britain, Conn. Mr. Freedell has 
been with the sales department 
since 1939, and prior to that was 








KENNETH FREEDELL 








assistant advertising manager. 
Last year he spent sevén months 
in Washington with the WPB, 
small tools section, building ma- 
terials division. 





HANK RE-ELECTED 
PRES., CONLON CORP. 


Bernard J. Hank was recently 
re-elected president and chair- 
man of the board of the Conlon 
Corp., Chicago, Ill. Other offi- 
cers and directors re-elected 
were: I. N. Merritt, vice-presi- 
dent and general manager; Tom 
Conlon, vice-president in charge 
of sales; H. E. Angier, treasurer, 
and directors: E. J. Morrissey, 
general sales manager and di- 
rector, Chicago Rivet & Machine 
Co.; L. J. Schneider, vice-presi- 
dent, general manager and di- 
rector, Schneider Metal Mfg. 
Co.; and E. J. Seifert, chairman, 
president and director, Petti- 
bone-Mulliken Co. 

The company’s postwar plans 
for plant improvement and ex- 
pansion, increased production 
and a stepped-up sales program 
were approved at the meeting 


AMERICAN FORK & 
HOE’S BAYONET PLANT 
WINS ARMY-NAVY “E” 


The American Fork & Hoe 
Co.’s bayonet works, State Rd., 
Ashtabula, Ohio, recently won 





COL. E. A. LYNN 


the Army-Navy “E” pennant for 
excellence in the production of 
war materiel. Col. Winthrop 
Withington, vice-president in 
charge of manufacturing, ac- 
cepted the pennant on behalf of 
the company,,which was present- 
ed by Col. E. A. Lynn, chief of 
the Cleveland Ordnance District. 
Col. Lynn stated in making the 
award, that the company’s pro- 
duction for March, 1945, is more 
than five times the schedule for 
March, 1944. Since the start of 
productio# in August of 1942, 
the bayonet works has provided 
the armed forces with more than 
1,500,000 machined bayonets. The 





COL. WINTHROP WITHINGTON 


citation for meritorious service by 
the employees was read by Lt. 
Commdr. J. P. Sturges, security 
officer for the Office of Inspector 
of Naval Material, Cleveland, 
Ohio. A wounded veteran from 
Crile General Hospital, Cleve- 
land, presented the “E” pins to 





also. 











the recipients. 
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HOW COLD 
IS IT? 


THIS REALLY HAPPENED to a friend of ours 
last winter. It shows how people feel about 
Taylor instruments. They know Taylor means 
Accuracy First! If they don’t know from ex- 
perience, they know it from our best-read 
national advertising campaign—the only cam- 
paign, to the best of our knowledge, now run- 
ning on household instruments. That’s why 
more and more of your customers will say 
“Taylor” when they want thermometers and 
barometers. Rest assured that we are doing 












18 BELOW-AND 
| HAVE A TAYLOR 
THERMOMETER / 


everything we can to speed the day when we 
have some for you. Taylor Instrument Com- 
panies, Rochester, N. Y., and Toronto, Canada. 


Ko =~ 


ee 
Tayler Instruments 
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BUY MORE WAR BONDS—AND KEEP ’EM! 


IN HOME AND INDUSTRY 

















But, right now it's... 
FULL TIME WAR WORK FOR HER 


This young lady, one of Gilbert's finest operators, 
used to spend 45 hours a week making clock parts . . . and 
making them right. Later, her skilled fingers and mechanical 
“know how” had to be divided between clock, work and 
war work. Now, she’s 100% on war work and hasn't made 


a clock part in months. 


Today, she typifies the whole Gilbert organiza- 
tion. The craftsmanship is here; improved machines 
and expanded plant facilities are here. At the very 
earliest opportunity, those resources are going back to 
making the Gilbert Clocks for which you've patiently 
waited. 





Keep Your 
Post War Eye on 


GILBERT alarm CLOCKS 





THE Wo. L. Gitpert Cock Corp. 


clock makers to the nation since 1807 
WINSTED, CONN. 
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| Southern Hardware Jobbers Ass’n 


Elects R. R. Witt President 


The Southern Hardware Job- 
bers Association, 814 Metcalf 
Bldg., Orlando, Fila., recently 
elected R. R. Witt, Builders 





R. R. WITT 


Supply Co., San Antonio, Tex., 
president by mail ballot. Other 
officers elected are Edmund Or- 
gill, Orgill Bros. Co., Memphis, 





EDMUND ORGILL 


Tenn.; first vice-president; W. 
H. Terstegge, Stratton & Ter- 
stegge Co., Louisville, Ky.; sec- 
ond vice-president; T. W. McAl- 
lister, editor, Southern Hard- 
ware, Orlando, Fla., secretary, 
and H. B. Horsey, Sharp-Horsey 
Hardware Co., Atlanta, Ga., trea- 
surer. 

All the members of the execu- 
tive committee were re-elected 
with the exception of George 
Gates, who having completed his 
third term, has been succeeded by 





F. C. Barksdale, Brown-Roberts 
Hardware & Supply Co., Alexan- 
dria, La. Other members of the 
board are: W. A. Parker, Beck 
& Gregg Hardware Co., Atlanta, 
Ga.; F. E. Barkley, C. M. Mc- 
Clung & Co., Knoxville, Tenn.; 
J. W. Warren, The Schoellkopf 
Co., Dallas, Tex.; J. L. Law- 
rence, Baird Hardware Co., 
Gainesville, Fla.; S. D. May, 
Bluefield Hardware Co., Blue- 
field, W. Va., and Mr. Barksdale. 








ALAN TAPPAN, FORMER 
TAPPAN STOVE V.P. 
NOW FULL COLONEL 


Alan P. Tappan, formerly first 
vice-president of the Tappan 
Stove Co., Mansfield, Ohio, has 
recently been advanced from the 
rank of lieutenant colonel to a 
full colonelcy. Col. Tappan was 
in World War I, serving in 
Co. M, 8th Ohio Infantry of the 
National Guard. He left the stove 
company in July, 1942, when he 
was commissioned a captain in 
the procurement division of the 
AAF. First stationed at Wright 
Field, Dayton, Ohio, he went to 
England in the latter part of 
1942, and while there was com- 
missioned a major. Back in the 
states in 1943, he was made lieu- 





tenant colonel. As colonel, he wil) 
remain in Washington, D. C., 
with the AAF procurement di- 
vision. 


GOULD, GEN. SALES, 
ADVT. MGR. FOR 
AEROIL BURNER CO. 

Bernard Gould, formerly head 
of dip tank sales, has recently 
been appointed general sales and 


advertising manager of the ~ 


Aeroil Burner Co., Inc., of W. 
New York, N. J. Ed. Skillman, 
formerly with the National Asso- 
ciation of Manufacturers, New 
York City, has been named head 
of the weed burner division of 
the company as assistant sales 
manager. 
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Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 


Twenty-five per cent better is a lot better: megs 
for any product. Yet that is the bare y lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


Dusebuniles Floor Sanding 
over regular glue bond floor pa : 
at no increase in price! i Pes 4. Rippled construction permits wick to be 
The secret. is. in Behr-Manning’s new rolled without buckling or breaking; assures 
bonding formula which anchors each | proper alignment and seating of wick in 
abrasive grain ina “rock-hard” hon: at burner-channel. 
resists the cutting heat which causes ‘ : 
bonding and shedding. 5. Tri-Ply construction effects complete fuel- 

ee vaporization, reduces carbonizing. 

ji led will bring you 1 more Rental 

cus! n/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 

wide——SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 


Awarded to R/M 
North Charleston Plant 


BEHR- -MANNING . a mom me ee oe oe ee oe DIVISION 
ay RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTOWN 


TROY, N. Y. 
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DIRECT 
SALES 


Sells 


FREE 


DISPLAY 


EXTRA Market 


Stock Carried Right on the Card 
No Re-Filling *¢ Fast Turnover 


For FAST selling to a NEW market, this f 


display tells its story quickly to your 
customers needing hack saw blades to 
cut STAINLESS and other HARD-TO- 
CUT ALLOY STEELS. This display 
is designed in eye-catching red, blue 
and gold color. Also, you will build a 
big repeat business with Capewell’s 
“high speed” Technite, the hack saw 

blade that has been making records 

in factories for longer blade life. 


Regular Market Also Sold 
from MERCHANDISER DISPLAY 


Carries Ample Stock on the Counter 
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This display speeds turnover of Cape - 
well’s popular- priced Flex/oy hack saw 
blade —hard throughout, yet suffiictently 
flexible to be unbreakable in the frame. 


THE CAPEWELL MFG. COMPANY 
Hartford, 2, Conn. 








HAC K SAW 
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CAPEWELL 


BLADES 





A. O. SMITH CORP. 
ADDS THREE TO 
S.W. SALES FORCE 
A. O. Smith Corp., Milwau- 
kee, Wis., has recently added 
three men to its southwestern 
sales force. R. C. Anderson is 





R. C. ANDERSON 


sales manager and Buster Welch 
and E. E. Edge are sales repre- 
sentatives of the home appliance 


division. Their ‘headquarters 











will be in Houston, Tex. Mr. 
Anderson had previously served. 
as sales manager of the Missis- 
sippi Power & Light Co., among 
other positions, and also as re- 
gional director of the AGA cer- 
tified performance range pro- 
gram. Mr. Welch was connected 
with the Ruud Mfg. Co., as sales 
supervisor at one time, and in 
1941 he resigned to enter gov- 
ernment work before joining the 
A. O. Smith Corp. Mr. Edge 
was associated with the Stand- 
ard Gas & Equipment Co., New 
York City, and also operated his 
own home appliance firm in 
Pasadena, Tex., until the war. 


FRAIM LOCK CO. 
WINS “E” AWARD 


The E. T. Fraim Lock Co., 
Lancaster, Pa., has recently an- 
nounced that the men and wo- 
men of its plant have won the 
Army-Navy “E” production 
award, for excellence in the 
production of war material. 





E. J. MOLES LEAVES 
JANNEY SEMPLE HILL 


E. J. Moles, formerly vice- 
president in charge of buying 
for Janney, Semple, Hill & Co., 
Inc., Minneapolis, Minn., whole- 
salers, recently announced his 
retirement from that position. 
His main duties have been as- 
signed to Allan Hill, while other 
lines handled by Mr. Moles will 
be divided among other buyers. 
Mr. Hill will continue as man- 
ager of the snorting goods de- 
partment. 


ROHR AIRCRAFT AND 


INTERNAT. DETROLA 
MAKE POST-WAR PLANS 


Rohr Aircraft Corp., Chula 
Vista, Cal., and the Interna- 
tional Detrola Corp., Detroit, 


Mich., have issued a joint state- 
ment announcing an agreement 
on a proposal for mutual ex- 
change of stock interests, and 
close cooperation in postwar 
manufacturing programs. The 
statement was made by Fred H. 
Rohr, president and general man- 
ager of Rohr Aircraft Corp., and 
C. Russell Feldmann, president 
and board chairman of Interna- 
tional Detrola Corp. No change 
is contemplated in either per- 
sonnel or operations in the war 
production program, in which 
both companies are engaged. The 
aircraft company will, in addition 
to maintaining its aircraft produc- 
tion activities, after the war, in- 
stitute the fabrication and sub- 
assembly of automotive parts to 
serve western. assembly plants of 
automobile manufacturers. 
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LINOLEUM 
SUPPLIES 





Get your share of this profitable business. Here is 
a complete line of linoleum adhesives and acces- 
sories — conveniently packaged — and priced right. 
Your name and address imprinted on labels FREE — 
on minimum orders. 


Lin-O-Wax—aAvailable in 7 beautiful colors 
(paste) 

Lino-Wax—Self-polishing Floor Wax (fluid) 

Fabrikleen—Foam Carpet Cleaner 

Fabriklieen—Dry Cleaner 

Linoleum Paste : 

Dehydrated Linoleum Paste—z2 Lbs. & 5 Lbs. 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 

Asphalt Emulsion 

Asphalt Tile Cement (Cut Back) 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 

Saturated Felt 62 Lbs. 

Saturated Felt 42 Lbs. 

Combination Linoleum Felt 42 Lbs. 

Dry Linoleum Felt % Lb. 

Asphalt Tile Cleaning Powder—3 Lbs. & 10 Lb:. 

Prepared Mastic Floor 

Nutop Patcher & Resurfacer 


WRITE TODAY! 


For complete price list and name of nearest distributor. (Distributor's 
Note: Some territory still open—write for details.) 


O-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


"Largest exclusive makers of linoleum adhesives 
in the country” 
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TOOLS .1.. 


make friends 
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Vast throngs of new shop workers, 
trained in war industries, have been 
using “Yankee” Fine Mechanics’ 
Tools for the first time . . . mastering 
fresh trade skills which will stand 
them in good stead in the peace years 
to come. They have learned what 
skilled mechanics and old-time fac- 
tory men have long known .. . that 
“Yankee” Tools complete innumer- 
able tasks faster, easier, and better. 
For half a century, the ingenuity of 
“Yankee” Tools has set a high record 
in speed and accuracy. The war has 


served to underscore that record. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechan- 
ics, and Popular Science is safeguard- 
ing your “Yankee” Tool market of 


the future. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 





“YANKEE TOOLS 


, 
make good mechanics better 


tablishe 


1880 











THIS IS MY 
RICH AUNT, 
GIRLS ws 

I DON'T 
CARE WHO 
INHERITS HER 
DIAMONDS 
wu... SHE'S 


PROMISED 
ME HER 


AUTOMATIC 
WASHER! 


Made n Newton 


AUTOMATIC WASHER COMPANY 
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MEGRAN PRESIDENT 

NEW DAIRY BARN 

EQUIPMENT ASS’N. 
H.B. Megran, secretary, Starline, 
Inc., Harvard, Ill., has recently been 
elected president of the Dairy 
Barn Equipment Association, a 





H. B. MEGRAN 


newly formed organization. Other 
officers are: R. W. Louden, 
Louden Machinery Co., Fairfield, 
Iowa, vice-president; R. C. Hud- 


| son, Chicago, Ill., treasurer; W. 








Floyd Keepers, Chicago, secre- 
tary and counsellor, and Frank 
J. Zink, Chicago, co-counsellor. 


| This association has been or- 


ganized to promote and further 


| the interests of its members 





in manufacturing, engineering, 
safety and transportation; to pro- 
mote the standardization of prod- 
ucts, to disseminate information 
to the industry and to the public 
and to cooperate with all inter- 
ested in jncreased production, 
and improved quality of all dairy 
products. Offices of the associa- 
tion have been opened in the 
Board of Trade Bldg., Chicago, 
Ill. 


U. S. PLYWOOD OF 
CANADA LTD. FORMED-— 
ACQUIRES HAY & CO. 


United States Plywood Corp., 
616 W. 46th St., New York City 
19, has announced recently the 
formation of United States Ply- 
wood of Canada, Ltd. as a 
wholly-owned subsidiary to ac- 
quire Hay & Co., Ltd., Wood- 
stock, Ont., Canada. The com- 
pany will act as Hay’s marketing 
agents, and will also conduct an 
independent business in adhie- 
sives and in some materials not 
heretofore marketed in Canada. 
D. M. Rogers, formerly associated 
with Hay & Co., Ltd., will man- 
age the new Canadian subsidiary. 





ISLAND GARDEN TOOL 
NOW IN HEWLETT, N. Y. 


The Island Garden Tool Co., 
formerly located in Lynbrook, 
N. Y., has recently moved its 
offices to 1230 Broadway, Hew- 
lett, Long Island, N. Y. 











FLINT & WALLING WIN PRODUCTION “E”: The Army- 
Navy “E” award for outstanding excellence in war produc- 
tion was recently received by the Flint & Walling Mfg. Co., 
Inc., Kendallville, Ind., manufacturers of water systems. Rear 
Admiral H. G. Taylor, Superintending Civil Engineer, Fifth 
Area Bureau of Yards and Docks, Chicago, Ill., presented 
the “E” pennant to Henry T. Park, president .of the company: 
Presentation of “E”’ lapel pins to employees: was made by 
Col. R. L. Copsey, commanding officer of Baer Field, Fort 
Wayne, Ind. Herman Reichard, veteran of 54 years’ service 
with the company, accepted the emblems on behalf of his 
fellow employees. Gertrude Cochard represented the women 
employees, while Orval Beaty, president of Local No. 262, 
AFL, and Floyd Blechle, president of Local No. 1541, AFL, 
represented all employees: Left to right: Rear Admiral H. G. 
Taylor, W. H. Macomber, secretary-treasurer, Lt. Comdr. 
Wm. M. Scaife, Henry T. Park, and Col. R. L. Copsey. 
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HERMES VICE-PRES. 
ALBERT STEINFELD 
Lambert P. Hermes, manager 
of the hardware division of 
Albert Steinfeld & Co., Inc., 118 
N. Stone Ave., Tucson, Ariz., 





L. P. HERMES 


hardware wholesalers, was re- 
cently elected vice-president and 
a member of the board of that 
company at a meeting of the 
board. Mr. Hermes succeeds the 
late F. R. Pauli. He will continue 


The roofing granules plant will 
be built near makers of asphalt 
roofs in the south. Hard rock 
mining operations will be carried 
on there, with the rock being 
crushed to size and burned in 
kilns, with color added to pro- 
| vide weatherproof mineral sur- 
facing for asphalt roofing pro- 
tection. 

EXPAND FISK TIRE 

CHICOPEE FALLS UNIT 


The Fisk tire plant of’ the 
United States Rubber Co., Chico- 
pee Falls, Mass. has recently 
been expanded and revamped, by 
the addition of Building No. 42, a 
5-story, reinforced concrete build- 
ing, 351 ft. long and 164 ft. wide, 
in a project completed in less 
than a year. The project was un- 
dertaken in order to meet the 
daily growing need of the armed 
forces for truck tires. 


COSTA RICA HOUSE 
WANTS MORE LINES 
FROM UNITED STATES 

D. Victor M. Benavides, Jr., 
general manager,’ Ferreteria 
Benavides, S.A., P.O. Box 1235, 
San Jose, Costa Rica, wholesale 
and retail hardware concern, is 





to devote the majority of his time 
to managing the hardware divi- 
sion of the company and will | 
assist in general management | 
affairs. He joined the company 
in 1938 as manager of the whole- 
sale hardware division. Prior to 
that he was manager of the hard- 
ware department of Momsen 
Dunnegan & Ryan, El Paso, and 
then in 1917 became head of city 
sales for Bullard & Gormley Co., 
Chicago, Til. 


MINNESOTA MINING 
TO BUILD SCOTCH TAPE 
ADDITION TO PLANT 


The Minnesota Mining & Mfg. | 
Co., St. Paul, Minn., plans to 
build a 400,000 square ft. 
“Scotch” tape addition to its St. | 
Paul, Minn., plant, and a color- | 
quartz roofing granules plant in | 
the south, after the hostilities | 
end. These expansions are part 
of the company growth program 
which was in progress when the | 
U. S. entered the war, and re- | 
sumption of which is a major | 
postwar aim of the company. 
All tape operations will be moved | 
from their present locations to | 
the new building, making way for | 
the newly-created ‘“Scotchlite” | 











» Je 2° | 
division, makers of glass bead 


highway and commercial adver- 
tising signs, allowing more space 
for abrasive and other products. 
Spacious locker and _ shower 
rooms for employees will be 
housed in the new building. 
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in this country seeking addi- 
tional American lines of hard-| 
ware, housewares and farm| 
equipment of all kinds. He is} 
staying at the Hotel McAlpin, | 
Broadway and W. 34th St., New | 
York City, and will be Gere | 
until about April 20. The Bena- | 
vides company’s American bank 
reference is the Grace National 
Bank of New York, 7 Hanover 
Square, New York City. 

Sr. Benavides states that 
“there will -be a great demand | 
for American goods in Costa 
Rica because they are of better 
finish than European goods and 
people in my country like good 
merchandise.” His company em- 
ploys 15 people and is planning 
immediate improvements to its 
store. 











D. V. M. BENAVIDES, JR. 


» FAIRMOUNT Drop Forg- 
ed Hand Tools not only meet 
tough specifications as to 
structural design and tensil 
strength ...they have the 
right FEEL. It’s something im- 
possible to describe... but 
every mechanic knows ex- 
actly what we mean. 


EVERY MECHANIC 





The FAIRMOUNT 


TOOL & FORGING COMPANY 





Hand Tools + Special Tools » Forgings 


* 


10611 QUINCY AVENUE + CLEVELAND, OHIO 
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Hal G. Blodgett Passes Away 
Died Friday, March 27, following 


illness. 
with Hardware Age for 28 years, 


lingering 


first as an editor and later as 
advertising sales representative. 
from active business approxi- 





HAL. G. BLODGETT 


Hal G. Blodgett, for 28 years a 
member of the Harpware ACE 
staff, passed away on Friday, 
March 27, 1945, following an in- 
curable and lingering illness. He 
was 59 years old and had retired 





Was associated 


mately one year before his death. 

A graduate of Harvard Uni- 
versity, through whigh college he 
worked his way earning tuition 
and upkeep as a journeyman 
compositor in the printing trade, 
Hal Blodgett had been associated 
with the publishing and adver- 
tising business all of his business 
life. He joined the HARDWARE 
Ace staff as an associate editor 
and later transferred to the ad- 
vertising sales staff with head- 
quarters in Philadelphia. Pre- 
viously, he had been associated 
with an advertising agency, a 
sporting goods publication and 
a paint journal. 

During World War I he served 
with the YMCA as a field secre- 
tary on the Italian front after 
having been rejected for combat 
service. 

He is survived by his widow, 
two sons in service, a daughter, 
one grandson and a brother. 








CAPT. MILES BLUNT 


Capt. Miles Blunt, Jr., Army 
Air Forces pilot instructor and 
well known to New England and 
mid-western hardwaremen, died, 
earlier this year, as the result of 
injuries received in a _ plane 
crash. Capt. Blunt, until his en- 
listment in the Army Air Corps 
early in 1941, had been a mid- 
west representative for Red 
Devil Tools, Irvington, N. J., 
known at that time as Landon P. 
Smith, Inc. Capt. Blunt had 
been a pilot-instructor teaching 
instrument flying for nearly two 
years. He had been a member 
of the Instrument Board and was 
responsible for establishing sev- 
eral instrument flying schools in 
the South. The B-25, which 
Capt. Blunt was flying on a 
routine mission, had one of its 
engines fail. A valiant attempt 
was made to land the plane but 
the second engine failed at about 
600 feet, causing a crash. 

Capt. Miles Blunt, Jr., had 
represented the Red Devil or- 
ganization in New England for 
several years and later was 
transferred to a mid-western ter- 
ritory. At that time his brother, 
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John W. Blunt, succeeded him 
in New England, continuing in 
that capacity until he joined the 
Army Air Corps, later becoming 
a pilot and a captain. Miles 
Blunt, Jr., received his early ci- 
vilian pilot training at Wiggin 
Field, E. Boston, Mass., prior to 
entering the Army Air Corps in 
1939. 

Among the survivors of Capt. 
Miles Blunt, Jr., are his father, 
Miles Blunt, district sales man- 
ager of Red Devil Tools organ- 





ization; his mother and two 
brothers, Capt. John W. Blunt, 
operations officer, Army Trans- 
port Command Field at Midland, 
Tex., a pilot—in peacetime affili- 
ated with Red Devil Tools, and 
Lt. Robert Blunt, pilot instruc- 
tor in the U. S. Marine Corps. 


JOSEPH H. DAY 


Joseph H. Day, 83, vice-presi- 
dent of The Emery-Waterhouse 
Co., wholesale hardware distribu- 
tors, 145 Middle St., Portland, 
6, Me., since its incorporation in 
1892, passed away recently after 
a short illness. He was active 
with the company until just a 
few weeks before his death. Mr. 
Day started with the company as 
a stock clerk and advanced 
rapidly to order clerk and ship- 
per. Several years later he be- 
came a sales representative in 
northern New Hampshire and 
Vermont for the company. In 
1892 he became vice-president of 
the newly incorporated Emery- 
Waterhouse Co. He was well 
known among New England 
hardware dealers, architects, 





JOSEPH H. DAY 


contractors and builders. He 
was a member of the HARDWARE 
Ace Fifty Year Club. Mr. Day 


is survived by one son. 





AUGUST R. WENZEL 


August R. Wenzel, 67, senior 
partner of Wenzel Hardware, 
Midland, Mich., died recently 
after suffering a heart attack. 
Coming from Germany to Mid- 
land in 1893, Mr. Wenzel worked 
for Reardon Bros. until 1910 
when he entered business for 
himself with Gustav Stark. Mr. 
Stark left the firm in 1920, and 
two of Mr. Wenzel’s sons joined 
him in 1932. He was a member 
of the St. John’s Lutheran 
Church and a 35-year member of 
the Michigan Retail Hardware 
Association. He is survived by 
his widow, three sons and two 





CAPT. MILES BLUNT, JR. 


daughters. 





COL. STANLEY SELLERS 


Col. Stanley Sellers, 82, presi- 
dent, J. W. Lingo Hardware Co., 
Lebanon, Ohio, died recently at 





COL. STANLEY SELLERS 


his home in that city. In 1879, 
at the age of 16 he joined a com- 
bined hardware and_ grocery 
business in Waynesville, Ohio. 
He later became identified with 
the William A. McCall hardware 
store in Cincinnati, Ohio, and 
then joined the Houston Co., of 
South Charleston, Ohio, where he 
became interested in farm equip- 
ment. In 1888 he joined the 
J. W. Lingo Hardware Co., to 
which he returned after being 
connected with the Moline Plow 
Co., and the Syracuse Plow Co., 
for a short time. 

He was a past president of the 
Ohio Implement Association, and 
of the National Federation of Re- 
tail Implement Dealers. He was 
a member of the HARDWARE ACE 
Fifty Year Club, and a director 
of the Lebanon Citizens National 
Bank for 20 years. For many 
years Col. Sellers was active in 
the Chamber of Commerce of the 
U. S., and he aided in setting up 
trade practice codes at the time 
of the NRA. 


GLENN B. SANDERS 


Glenn B. Sanders, manager of 
the Warner hardware _ store, 
Rensselaer, Ind., passed away re- 
cently at his home, after suffer- 
ing a short illness, He was a 
member of the Masonic lodge, 
the Methodist church, and the 
Rotary club. 


JACK T. YATES 


Jack T. Yates, 57, formerly of 
Little Rock, Ark., passed away in 
Dallas, Tex., recently. Mr. Yates 
represented the former Simmons 
Hardware Co., wholesalers, fot 
many years, and then moved to 
Dallas, where he engaged in 





business for himself. 
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Meyercora mercnandising methods 


have created a permanent place in the field of 
home decoration for TRIMZ Ready Pasted 
Borders. Backed by consistent advertising and 
promotion, TRIMZ has become a high-profit, 
all season fast selling decoration for plain, 


papered or painted walls. Over 30 


million packages sold. Promotion plans 


BACK OF COUNTER PANEL \ 


THE MEYERCORD CO. = 


CHICAGO 44, 


for 1945 are bigger than ever. There’s 
a complete display pregram for 
every type and size of dealer. If you are 
not selling Trimz...act now...a few 
dollars’ investment starts you. An 
All-Room Opening Assortment contains 
dozens of colorful designs. Write for 
complete details to Dept. 2-4. 


Buy War Bonds — Keop Them! 


ILLINOIS 


Sole Distributors of Genuine Trimz Ready-Pasted Borders 
and Manufacturers of Meyercord Home Decorating Decals 
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GASOLINE RATIONING .. . 
DISAPPEARANCE OF 
PLEASURE DRIVING 


Your Opportunity to Cosh in on 


STAY-AT-HOME CUSTOMERS 


Here’s an answer to your empty-shelf problem. Here's a 
merchandising opportunity that would be a gold mine even 
in the old peace days. This proposition puts you on the trail 
of a rich and growing business for many years to come. 





FILL THOSE EMPTY SHELVES 
with WOODRUFF Adapted LAWN SEED 


Bigger Value in the Merchandise Itself. No Wartime substi- 
tution; instead, replacements with even higher grades. 


Better seed value for each customer's dollar. 


More Saleable Line. Full range of adapted mixtures, for 


various growing conditions in your own locality. 


Increased Advertising Support. 


30 Newspapers, National Campaign . . . 51,498,136 


Advertising Impressions 


New Dealer Newspaper Cooperative Advertising 


Campaign 


26 Magazines, National Campaign . . . 4,475,790 


Advertising Impressions 


8640 Car Cards, Commuter Trains . . 


Advertising Impressions 


NEW Counter Folders . 
NEW Window Banners. . 


. 20,520,552 


. . NEW Envelope Stuffers . 
. NEW Lawn Guide. 


You Can’t Afford Not to Handle 


WOODRUFF Adopt? LAWN SEED 


Inquiries and orders should be sent to: 

Grass Seed Division 

F. H. WOODRUFF & SONS, Inc., Milford, Conn. 
Toledo, Ohio. Atlanta, Ga. Sacramento, Calif. Dallas, Texas 











S..L. RANDLETT 


Samuel Ludwick Randlett, 80 
owner of the 


away recently. 





8S. L. RANDLETT 


hardware business in 1889, and 
up until his retirement three 
years ago, was active in the busi- 
ness. As a young man he 
shipped on a Morgan Line 
steamship from Galveston, spend- 
ing four years as a marine engi- 
neer. He then acted as.an over- 
seer of a sugar plantation for 
five years in Louisiana. Much 
of the credit for establishing and 
maintaining the Lancaster school 
system has been given to Mr. 
Randlett, who served as a board 
member of the school for several 
decades, and also as president of 
the board. He was a chairman of 
the Chamber of Commerce, an 
Odd Fellow, and a Mason. He 
was a past president of the 
Texas Hardware and Implement 
Association. Survivors include 
his widow and eight children. 





JOHN J. BRADY 


John J. Brady, 60, who had 
been associated with the Union 
Hardware & Metal Co., whole- 
salers, Los Angeles, Cal., for the 
past 25 years, died recently at 
his home in Burbank, Cal. Mr. 
Brady was also past president of 
the Young Men’s Institute of 
Los Angeles. Surviving are his 
widow and two daughters. 





JOHN D. BOUMA 
John D. Bouma, 57, Bouma 
Hardware, 414 S. Jefferson Ave., 
Grand Rapids, Mich., passed 





| away 


| United States at the age of 17, 





recently. Born in The 
Netherlands, he came to the 


taking up the trade of tinsmith, 
which he continued until 1908, 
when he entered the hardware 
business. A chartersmember of 
the Neland Ave. Christian Re- 
formed Church, Mr. Bouma 
taught a Sunday school class for 


Lancaster Hard- 
ware Co., Lancaster, Tex., passed 
He founded his 





the Grand Rapids United Hard- 
ware Buying Group, and chair- 
man of the exhibit committee for 
hardware shows of the Michigan 
Retail Hardware Association. 
Survivors include his widow and 
several brothers and sisters. 


> 





CHARLES MILTENBERGER 


Charles Miltenberger, 62, of 
the industrial sales force, Mas- 
back Hardware Co., wholesalers, 
Hudson and Van Damm St., New 
York City, passed away recently 
after suffering a heart attack. 
As a young man he entered the 
employ of Hammacher, Schlem- 
mer Co., in a purchasing ca- 
pacity, soon afterwards becom- 
ing a sales representative in the 
industrial field for the company. 
In 1939, with August Pahl he 
joined the Masback Hardware 
Co., and through both their 
efforts the framework of the in- 
dustrial sales force was estab- 
lished. 

Survivors include his widow, a 
daughter, a grandson, mother 
and two brothers. 





EDWARD S. FERRILL 


Edward Stanton Ferrill, 83, 
hardware dealer, drug merchant, 
banker and a wholesale grocer 
passed away recently after con- 
tracting pneumonia in Buffalo, 
Ky. He had been active in 
business for 60 years. His first 
business, a drug store, was 
founded in 1883, the wholesale 
hardware and grocery establish- 
ment, E. S. Ferrill & Son, which 
he operated with J. J. Ferrill, his 
son, coming later. The wholesale 
»interests also operated a group of 
trucks which hauled merchandise 
over 25 Kentucky counties. He 
was also a founder, in 1901, of 
the First National Bank of Buf- 
falo, Ky. He is survived by his 
widow, three sons, and three 
daughters. 


RAYMOND SHIPP 


S/Sgt. Raymond Shipp, 31, 
who was connected with the Ken- 
ton Hardware Co., Kenton, Ohio, 
before joining the Army in 1940, 
was killed in action at Manila 
on Feb. 17. Sgt. Shipp had served 
in the 37th Division since the 
Ohio National Guard unit was 
inducted in October, 1940, and 
he took part in the campaigns of 
Munda, Bougainville, and Manila. 


He is survived by his father, a 
sister, and two brothers, both 
veterans of the present war. 





ARTHUR S. TUCKER 
Arthur S. Tucker, Arthur S. 
Tucker hardware store, Warren, 
Mass., passed away recently after 
suffering a heart attack. 





26 years. He was treasurer of 
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SHEFFIELD STEEL 
NAMES EGAN CHICAGO 
DISTRICT MANAGER 


Alfred B. Egan has recently 
been appointed Chicago district 
manager of the Sheffield Steel 
Corp., Kansas City, Mo. He has 
been with the company for 16 
years, for many years being in 
charge of the Des Moines, Iowa, 
office. 


manager of the Washington 





ALFRED B. EGAN 


D. C., office. Mr. Egan will have 
his headquarters at 310 S. Michi- 
gan Ave., Chicago, Ill. 


HEADS DALLAS BRANCH 
OF GENERAL DETROIT 


S. M. Luce has recently been 
appointed division manager in 
charge of the newly opened 
branch and warehouse in Dallas, 
Tex., by the General Detroit 
Corp., Detroit, Mich. This branch 
will handle distribution of the 
company’s products in the south 
and the southwest. The company 
manufactures fire extinguishers, 
motor fire apparatus, other fire 
fighting equipment, first aid, 
safety, plant protection and in- 
dustrial maintenance supplies. 





8. M. LUCE 





1945 





Since 1942, he has been 
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EDWIN D. JACOBS 


who prior to the war had head- 
quarters at the home office of 
the Gibson Refrigerator Co., in 
Greenville, Mich. will after 


of Indiana and northwestern 
Ohio. 








SHAPLEIGH GIVEN 
FLEET SAFETY AWARD 


The Shapleigh Hardware Co., 
wholesalers, St. Louis, Mo., was 
among the 13 firms which re- 
cently received the Fleet Safety 
Award in the annual 1944 inter- 
fleet safety contest of the Safety 
Council of Greater St. Louis. The 
awards were presented at a meet- 
ing in the York Hotel, St. Louis, 
by F. Edward O'Neil, council 
president. 


NUTMEGGERS SEE 
MOVIES AT MEETING 


The March 14 meeting of The 
Nutmeggers was held at the City 
Club of Hartford, Hartford, 
Conn., with 26 members present. 
Those attending enjoyed a 
chicken dinner and were enter- 
tained by movies. 





BROOKS V. P. OF 
OKLA. CREDIT GROUP 


L. O. Brooks, Oklahoma City 
Hardware Co., Inc., wholesalers, 
Oklahoma City, Okla., was re- 
cently elected vice-president of 
the Oklahoma Wholesale Credit 
Men’s Association, at a meeting 
held in the Huckins Hotel. 





HELLER BROTHERS WINS 
THIRD WHITE STAR 


Heller Brothers Co., Newcom- 
erstown, Ohio, has recently been 
awarded its third white star for 
continued outstanding produc- 
tion achievement in meeting war- 
time schedules. The original 
| pennant was given on Sept. 21, 
| 1943, and the first and second 
white stars were added on March 





the war, cover Michigan, most |’ 





11, 1944, and Sept. 16, 1944. 











































































For quick, smooth cutting — for blades 
that bite into the toughest jobs—for 
lasting, durable edges—you can’t beat 
Camillus. The best steel, the most mod- 
ern production methods, and precision 
workmanship build Camillus knives that 
really cut and keep cutting. For a fine, 
top-quality line, look to Camillus . . . 
one of the oldest and largest man- 
ufacturers of knives in America. 
Camillus Cutlery Company, New 
York 17, N. Y.—a business founded 
in 1876 by Adolph Kastor. 
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Production now going to 
the Armed Forces. 
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The floor division of the Arm- 
strong Cork Co., Lancaster, Pa., 


recently announced that through 
the results of a survey it was 
found that 73 per cent of the 
Armstrong dealers plan extensive 
post-war. modernization opera- 
tions. A 24page questionnaire, 
entitled “Will You Help Us Help 
You?” was sent to 30,000 dealers 
by the company’s bureau of mer- 
chandising. To facilitate the 
study, the stores were divided 
into four general categories— 
furniture, department, specialty, 
and other stores. Plans for floor 
covering department improve- 


Armstrong Survey Resalts Show 
Most Dealers Plan Modernization 


ments were almost uniform 
among the three first-named 
store types. Twenty per cent of 
the stores surveyed plan com- 
plete remodeling in their present 
location, while 11 per cent will 


move to new locations as soon 
as conditions permit. K. R. 
Stephenson, director of Arm- 


strong’s bureau of merchandising, 
declared that through its field 
representatives and the bureau 
of merchandising the company 
will endeavor to assist dealers 
in every possible way in making 
the plans and putting them into 
reality. 














EDWIN F. EDSALL 


has recently been assigned to 
the Pacific northwest sales dis- 
trict for the post-war period, 
by the Gibson Refrigerator Co., 
Greenville, Mich. Before the 
war he was divisional sales 
manager in New York City for 
the company. 








AMES BALDWIN WYOMING 
“E” AWARD RENEWED | 


The War Department recently 
notified Harold Cunningham, 
vice president, Ames Baldwin 
Wyoming Co., Parkersburg, W. 
Va., that plants Nos. 1 and 2 of 
the company have won for the 
second time the Army-Navy Pro- 
duction Award. This award en- 
titles the company to add a 
white star to its Army-Navy “E” 
flags. 


PHILCO INTERNAT. 
TO EXPORT 
COROAIRE HEATERS 

The Philco International Corp., 
subsidiary of Philco Corp., Phila- 
delphia, Pa., has been appointed 
world-wide export distributor of 


| man, Navy Board for Production 


facilities and technical skill to war 


Included in the company’s line 

are burners for the use of natu- 

ral, manufactured and_ bottled 

gases. 

ADMIRAL TO CONDUCT 
TEST TELECASTS 


Admiral Corp., Chicago 47, 
Ill., and the television station 
WPKB have concluded arrange- 
ments jointly to further televi- 
sion development. Admiral plans 
to take over two 30-minute eve- 
ning periods a week for a variety 
of experimental telecasts. The 
programs will serve as an “edu- 
cational course” for Admiral 
dealers and distributors to in- 
struct them in television funda- 
mentals. Dealers will attend the 
telecasts in a group as part of 
the program. 


TOASTMASTER HONORED 
WITH THIRD RENEWAL 
OF ARMY-NAVY “E” A 


Toastmaster Products Divi- 
sion, McGraw Electric Co. EI- 
gin, Ill., was informed March 14 
by Admiral C. C. Bloch, chair- 


Awards, that it had been granted 
the third renewal of its Army- 
Navy “E” Award. In a dispatch 
to D. Scott Campbell, executive 
vice-president of the McGraw 
company, Admiral Bloch stated, 
“This additional honor you have 
won indicates your determination 
to supply our fighting forces with 
the materials needed to bring the 
war to a successful conclusion.” 
The Toastmaster plant is the 
first in Elgin to win a third star 
for its Army-Navy “E” flag. 
Prior to Pearl Harbor the com- 
pany began devoting its entire 


production under contracts with 
the Navy, specializing in making 
anti-aircraft ammunition compo- 





the products of The Coroaire 
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Heater Corp., Cleveland, Ohio. |. 








GEORGE P. MERRILL 


MERRILL MANAGER 
PACIFIC COAST 
AREA FOR STANLEY 


George P. Merrill has recently 
been appointed manager of the 
Pacific Coast territory for The 
Stanley Works, New Britain, 
Conn. He joined the company’s 
sales force in 1936, and shortly 
after that he became manager of 


the Los Angeles, Cal., office. 





TAPPAN STOVE NOW 
HAS SECOND STAR 


The Tappan Stove Co., Mans- 
field, Ohio, has recently been 
awarded the third renewal of its 
Army-Navy “E” pennant. The 


original pennant was received in 
July, 1943, and the first star on 
June 16, 1944. 


UTICA CUTLERY CO. 
WINS THIRD “E” 


The Utica Cutlery Co., Utica 
1, N. Y., has recently been given 
its third Army-Navy “E” pro- 
duction award. The company is 
producing bayonets M1, bayonet 
knives M4, both for the ord- 
nance, also pocket knives for the 


War Shipping Administration, 
Signal Corps., Quartermaster 
Corps, Transport Corps, and 
others. The company employees 


have participated 100 per cent in 
all the war loan drives, and the 
average weekly payroll deduction 
after the Sixth drive was 18.2 
per cent. 


U. S. NAVY HONORS 
INGERSOLL STEEL 
FOR INVASION TANKS 


The U. S. Navy recently pre- 
sented the Ingersoll Steel & Disc 
division, Kalamazoo, Mich., of 
Borg-Warner, Chicago, Ill, with 
an “amtrac” that the division had 
built nearly two years ago. Rear 
Admiral C. H. Woodward USN, 
said that this pilot model of the 


stern ramp for unloading was a 
token of the role the company 
has played in the manufacture of 





amphibian invasion tanks. 








terials. 





SLAYMAKER LOCK CO. EARNS “E” AWARD: The Slay- 
maker Lock Co., Lancaster, Pa., manufacturers of padlocks 
and locking devices was recently given the Army-Navy “E” 
production award for excellence in the production of war ma- 


Dr. Theodore A. Distler, president, Franklin and 
Marshall College, was master of ceremonies at the presenta- 
tion, and all company employees and their families were pres- 
ent. Lt. Col. H. K. Kelley, Chief Property Disposal Branch, 
Philadelphia Ordnance District, delivered the presentation ad- 
dress, while the “E”’ pennant was accepted by Samuel C. Slay- 
maker, president of the company. Lapel pins were presented 


first amphibian tractor to have a‘ 





to Charles Furlow, oldest employee in point of service, by Lt. 
E. B. Harvey, USNR, assistant chief, Philadelphia Public Rela- 
tions Office. Left to right: Lt. Col. H. K. Kelley, Lt. E. B. 










nents widely used by Naval craft. 


Harvey, USNR, Charles Furlow, and S. C. Slaymaker. 
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Kinda hard 
to say much 


about an ice 






pick. Just the 
same, it’s a mighty 





useful item — and 
Briddell makes ’em by 
the thousands for ice 







plants, hotels, restaurants 





and folks at home. 






We'll say this about our 
ice picks, though; we make 





them just as carefully as we do 





our grapnel, say, which must 





A technique of perfected |¥. 
coordination—that’s what 





keep a boat from floating away, 






or our oyster tongs, which must 





piles up points in basket- 
ball—and it is a perfected 
aeronautical technique 
that Mercury will bring 
to bear on post-war prod- 
ucts for American homes 





help some hard-working fisherman 





make a living. 
So, you'll find Briddell ice picks 
mighty well made—with steel blade all 







tempered and tapered and “handled” for 





a long and useful life. For further details 






ask your supplier. 


Flag awarded Jan, 4,1944 Stars awarded June 24, 1944 
and Jan. 13,1945 


| WARTIME MAKERS OF ROCKET PROJECTILES 


KEEP ON BUYING WAR BONDS AND STAMPS 





to pile up points to win 
new business for hard- 






CHAS. D. BRIDDELL, INC. 


>. 


HAMMONDSPORT S/ NEW YORK Crisfield, Maryland + Craftsmen in Metal since 1895 
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* Of course, today you have no problem in se/ling 
lines, because to a fisherman any line is better than 
none. But when lines are plentiful again, it will pay 
you to concentrate on Gladding’s Invincible Bait 
Casting Line. 

The Invincible is a fast selling fishing line at any 
time because fishermen know from experience that 
it is tough, dependable and easy to cast. 

Gladding has continued to advertise its products 
throughout the war to help protect your future fishing 
line business. During 1945 this advertising will con- 
tinue in leading outdoor publications (those illus- 
trated above). You can count on Gladding sales to 
help in your postwar sales plans. 


B. F. GLADDING & CO., SOUTH OTSELIC, N. Y. 


GLADDING LINES 





| apartment, den or recreation room. This is a new, @ Green felt rds 
| improved model. Attractively finished, substanti- 


8 ill, nom 
ally made, sturdy leg construction. Nothing to tip ho ders for 
| loosen or wear out. May be sold with complete a 


| $20.70 each, F.O.B. Shipping weight 44 Ibs. 








FOLD-AWAY 
CARD TABLE 







@ Folds down to 
HIS clever new convenience for card players thick as — 
is the biggest selling, fastest moving game [¢ Easily stored in 

table in leading stores everywhere. Porta-Poker [Onis cise 4. 

is the all-purpose portable playtable for small foot diameter ... 










ing surface . 








satisfaction. For year-round profits, it will pay yor |eMahogany- 
to feature Porta-Poker! LIST PRICE $34.50. ii... 
Dealer price 1 to 5, $23.00 each . . . 6 or more, a 





























HOME EQUIPMENT MFG. CO., Dept. H-5 663 N. Wells St., CHICAGO 10, ILL. - 
World’s Largest Manufacturer of Portable Game Tables 
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EAPER-MAVMALD Co. 
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WALTERS} 


Sleek -Ffwroushtoned | 
KITCHEN EQUIPMENT 








Days, months, years—whatever it takes 
in time and effort—we must give all to 
Uncle Sam to win security. War Bonds, | 
too, bought and held, should be,part of 
our every program. 


THEN 
FOR YOU! 
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With men and mate- 
rials fighting for 
Victory, demand must 
wait upon produc- 
tion; and supply is 
equitably rationed 
through jobbers in 
ratio to pre-war 
sales. 


| ‘Fallund 


EGG BEATERS 























0 lithe 





APRIL 12, 1945 


AGE 








Says Mrs. J. G. M., well known Interior Decorator 


SPE Na a ORE aR ase 8 ERM gs a 
£ 


“A hamper is not just an amusing little number to & 
decorate a bathroom. It is a piece of standard equip- 
ment to be used for many years. That is why color 
and simplicity of design are so important. They should 
blend with the walls, shower and window curtains. 7) 
Don’t pick a color and design that will make your 4%, 
hamper conspicuous. Remember, you will have to 
live with it for a long time.” a 

Whitney Hampers have been designed to meet a 





these important decorative points. The colors are 7 
identical with the U.S. Government Bureau of Stand- as 
ard Specifications for bathroom colors. & 
When you add the fine workmanship and sturdy con- i 

(i 


struction of Whitney bs 
Hampers to this im- @ 
portant style note you 
know why your cus- 
tomers prefer Whitney 4 
Hampers. ah 












BEST KNOWN IN THE PAST... 
BEST KNOWN IN THE FUTURE 


Whitn ey 


HAMPERS 


A. WHITNEY CARRIAGE COMPANY Since /858 
LEOMINSTER, MASSACHUSETTS 
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MARKUPS FROZEN AT RETAIL LEVELS 


ON SOME HOUSE FURNISHINGS ITEMS 


NEW PRICE METHOD ON SOME ITEMS 


MPR 580 replaces five separate pricing orders on 
some housefurnishings, etc., lines, exempting small , 
sellers from its provisions. Requires pricing chart on 
affected items offered for sale March 19. Charts re- 
quired under the regulation are due in OPA district 


offices by April 20. 


If charts are not filed with and 


acknowledged by OPA on or before May 4 dealers 


are forbidden to sell merchandise covered by this 


regulation. 


Some 300,000 of the nation’s | 


retail stores now are operating on 
mark-ups set at the March 19, 
1945, level for certain classes of 
goods, covered by MPR 580, Re- 
tail Ceiling Prices for Certain 
Apparel and House Furnishings, 
effective March 20, 1945. The ac- 
tion was taken in an OPA rego- 
lation which replaces under cer- 
tain conditions five separate pric- 
ing orders. Small sellers of the 
categories of goods covered by 
MPR 580 may, if they wish, con- 
tinue to price such categories of 
goods under regulations that ap- 
plied to those goods prior to the 
effective date of the new regula- 
tion. Small sellers, for the pur- 
pose of MPR 580 are those hav- 
ing an annual net dollar volume 
of total sales to consumers for 
goods covered by it of less than 
$2500. 

Although many other complete 
categories of goods are affected 
those of interest to hardware con- 
cerns and their category numbers 
are as follows: 

105—Men’s Civilian Uniforms, 
Work Suits, and Other Work 
Garments. This is a “general” 
category, except that it does not 
include staple work clothing sub- 
ject to RMPR 208. Among the 
garments included are: Work 
suits (one-piece, or with match- 
ing pants and shirt or jacket); 
work and shop aprons, frocks. 
smocks, gowns, etc. 

107—Men'’s Sports and Utility 
Heavy Outerwear and Rainwear. 
This is a “general” category. 
Among the garments included 


are: Leather coats and jackets: 
combination leather and fabric 
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coats and jackets; wool coats and 
jackets made of woven cloth 
(such as mackinaws, parkas, 
loafer coats, swagger coats, mel- 
ton jackets) ; water-repellent and 
rain coats, capes, suits, jackets, 
pants, overalls, aprons, vests, leg- 
gings, and hats; hunting and fish- 
ing coats, jackets, breeches, vests, 
and caps; ski and skating jackets 
and pants. 

111—Boys’ Civilian Uniforms. 
This is a “general” category, 
except that it does not include 
staple work clothing subject to 
RMPR 208 and boy scout shirts 
subject to RMPR 304. Among 
the garments included are: Uni- 
form suits, (boy scouts’, etc.) ; 
uniform overcoats and topcoats;, 
uniform jackets; uniform trous- 
ers, uniform hats and caps. 

112—Boys’ Sport and Utility 
Heavy Outerwear and Rainwear. 
This is a “general” category. 
Among the garments included 
are: Leather coats and jackets; 
combination leather and fabric 
coats and jackets; wool coats and 
jackets made of woven cloth 
(such as mackinaws, parkas, 
loafer coats, swagger coats, mel- 
ton jackets) ; water-repellent and 
rain coats, capes, suits jackets, 
pants, overalls, vests, leggings, 
and hats; hunting and fishing 
coats, jackets, breeches, vests and 
caps; ski and skating jackets and 
pants; snowsuits, legging sets, 
and separate leggings. 

113—Boys’ Play and Work 
Clothes. This is a “general” 
category, except that it does not 
include any wash suits, blouses, 
or shorts subject to MPR 578 or 
any overalls, coveralls, or work 





suits subject to RMPR 208 or 
RMPR 330. Among the garments 
included are: Slack suits; play 
suits and play clothes; wash 
suits; overalls, coveralls, and 
work suits; comboys’, soldiers’, 
sailors’, firemen’s, and _ related 
suits. : 

114—Men’s and Boys’ Bathing 
Wear. This is a “general” cate- 
gory. Among the garments in- 
cluded are: Bathing suits and 
trunks. 

117—Men’s and Boys’ Shirts. 
This is a “general” category, in- 
cluding all types of shirts made 
from all fabrics, except that it 
does not include any staple work 
shirts subject to RMPR 208, or 
any cotton flannel shirts or boy 
scout shirts subject to RMPR 
304, or any men’s and boys’ 
shirts subject to MPR 547 or 578. 
It includes military shirts. Among 
the garments included are: Sport 
shirts; polo and basque shirts; 
sweat shirts. 

118—Men’s and Boys’ Hosiery. 
This is a “general” category. 
Among the articles included are: 
Golf socks; slack socks; crew or 
sweat socks; work socks. 

122—Men’s and Boys’ Gloves 
and Mittens. This is a “gen- 
eral” category, except that it 
does not include any staple work 
gloves subject to RMPR 506 or 
athletic gloves covered by cate- 
gory 351. Among the articles in- 
cluded are: Gloves; mittens. 


Feminine Apparel and Ap- 
parel Accessories 
(Note; Categories 201-206 in- 
clude apparel only in women’s, 
misses’, and juniors’ size ranges. 








These are called “women’s” cate- 
gories. 

Categories 207-209 include ap- 
parel only in teen age, girls’, 


children’s, and toddlers’ size 
ranges. These are called “chil- 
dren’s” categories. 
Categories 210-218 include 
feminine apparel and accessories 
in all size ranges except infants’ 
size ranges. These are called 
“women’s and children’s” cate- 
gories.) 
201—Women’s Sportswear and 
Beachwear. This is a “general” 
category. Among the articles in- 
cluded are: Shorts and culottes; 
playsuits, sunsuits, and halters; 
polo shirts and basque shirts; 
bathing suits; beach bags; bath- 
ing and shower caps; sweat 
shirts. 
203—Women’s Rainwear. This 
is a “general” category, except 
that it excludes uniform rainwear 
covered by category 205 or any 
garment which does not have as 
its chief use protection against 
rain. (Such garments are sub- 
ject to RMPR 330 in the case of 
coats, capes, and jackets.) Among 
the garments included are: Rain- 
coats, raincapes, rain jackets, 
rain hats, and rain hoods. 
205—Women’s Military Uni- 
forms. This is a “specific” cate- 
gory. It includes uniforms for 
all the armed services and the 
Red Cross. The articles covered 
include: Raincoats and capes and 
rain hats and hoods. 
206—Women’s Civilian Uni- 
forms and Washable Service Ap- 
parel. This is a “general” cate- 
gory, except that it does not cover 
any garments subject to RMPR 
330. Among the garments in- 
cluded are: Work and shop 
aprons, frocks, dresses, smocks, 
gowns, jackets, coats, slacks, 
coveralls, hats, and caps, etc. 
207—Children’s Sportswear and 
Beachwear. This is a “general” 
category, except that it does not 
cover any playsuits or sunsuits 
subject to MPR 578. Among the 
articles included are: Beach 
bags, bathing caps, sweat shirts. 
209—Children’s Rainwear. This 
is a “general” category, except 
that it excludes any garment 
which does not have as its chief 
use protection against rain. 
(Such garments are subject to 
RMPR 330 in the case of coats, 
capes, and jackets.) Among the 


(Continued on page 136) 
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WELDING HAS GROWN 10 YEARS 
IN THE LAST THREE? 


With the scarcity of many items, people everywhere 
have learned this important fact . . . that old, products 
around homes, farms, garages, etc., can be repaired 
and renewed by welding. 


This creates huge demands for welding electrodes. 
No matter what the job, what make welder is used, 
or what metals are welded-——P&H makes an electrode 
for the need. For all re- 
building and hard surfac- 
ing work, P&H welding 
electrodes maintain and 
repair parts at far lower 


cost than replacement. PGH also builds a complete line 


of AC and DC arc welders 
General Offices: 4616 West National Ave., Milwaukee 14, Wis. 


2% « TION 
WELDING ELECTRODES - MOTORS - HOISTS ELECTRIC CRANES + ARC WELDERS - EXCAVATORS 


Canadian Distribution: The Canadian Fairbanks-Morse Co., Ltd 
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You don’t have to be a detective to see the clue to new 
profits from Wil-Bond. It is a ready-seller to anyone 
who is going to refinish a varnished or enameled sur- 
face, because Wil-Bond cleans and dulls glossy surfaces 
in one simple operation. 

Easily applied with a rag, Wil-Bond dispenses with 
the messy and unpleasant job of sanding. It removes 
dirt, grease and wax, and sets up a slight tack that 
causes the new finish to bond perfectly and spread 
easily—without crawling or pulling away. 

So remember, every varnish or enamel sale is your 
clue to extra profits from Wil-Bond. 


Order from your jobber. Write us for information. 


WILSON-IMPERIAL CO., Dept. H-415, 115 Chestnut St, Newark 5, N. J. 


WIL-BOND 





















DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATER 


Increase your profits. Join tne swing 
to Dearborn, the complete line of 
vented and unvented heaters offering 
outstanding Safety and Convenience 
features plus Matchless Performance. 
© It’s the Quality line that leads in sales 
) from coast to coast. 


FEATURES THAT SELL 


Ultra-smart Appearance—Air Insulated 
Cabinets — Hi-Crown Burners — Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants — A.G.A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safety 





Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. No scorched cur- 
tains. No seared fingers. No burned furniture. The syphonaire chassis is the 
secret It’s patented. Dearborn’s famous cool cabinet feature is a major con- 


tribution to safety. 


NAT. BUT. 
MFG. PRO. 
MIX. GAs. 





FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burner 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chicago, III. 3625 S. Grand Ave., Los Angeles, Calif. 











Cleans and prepares glossy 
surfaces for refinishing. 
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CUTWORMS,. 
| SNAILS, SLUGS, GRASSHOPPERS, EAR- 
WIGS, many WEEVILS and other in- 
sects. A true bait—not a dust or spray. 
Made from ripe sweet apples. Insects 
love it—they eat it—they die. Long 
used by professionals. A great item 
for Victory Gardeners. If your jobber 
cannot supply, write direct. 


AGRICULTURAL 9't4e, 
Cc) 
LABORATORIES & % 


Incorporated 





1119 Chesapeake Ave. 


Columbus 8, Ohio 
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athe for Coldwell Lawn Mowers are still available from 
the factory. That means welcome, much-needed help for 
many of your Coldwell customers — business for you — if 
orders for parts are placed without delay. 

“First-come, first-served” is the rule in this early bird 
nfasket. So point out to Coldwell owners how a new roller 


can give them a good serviceable mower that will last them 
ufitil new Coldwells can be made. 

Get them to bring in their mowers for a “physical” . . . 
help them spot worn parts that need replacement. Such 
lawn mower check-up-awakens interest in many other home 
and garden necessities . . . sets the stage for sales ranging 
from rakes and hoes to wheelbarrows . . . from oilcans to 
cans of oil. 

Lawn mower parts now available are made to Coldwell’s 
wéll-known high standards of quality. . 












... anew blade... new bolt here or a new set screw there... , 






» | rationed and non rationed shoes. 


| | Sport shoes; work shoes. 


garments included are: Rain- 
coats, raincapes, rain jackets, 
rain hats, and rain hoods. 
210—Women’s and Children’s 
Riding Wear and Jackets. This 
is a “general” category, except 
that it does not include any jack- 
ets, coats, windbreakers, or vests 
made of materials other than 
leather or artificial leather, which 
are subject to RMPR_ 330. 
Among the garments included 
are: All riding breeches and 
jodhpurs; all leather and arti- 
ficial lather coats, windbreakers, 
jackets, and vests. 
301—Infants’ Coats, Snowsuits, 
and Leggings. This is a “gen- 
| tral” category. It includes gar- 
| ments made of either knitted or 
woven fabric. Among the articles 
included are: Snowsuits and 
| snowsuit sets. 
306—Infants’ Bedding and Re- 
lated Items. This is a “general” 
category. Among the articles in- 
cluded are: Rubber sheets; pads 
(including pads for cribs, high 
chairs, play pens, baskets, bassi- 
nets, and nursery floor pads). 
351—Athletic Clothing and Ac- 








} ° ° . 

| cessories, This is a “general” 
category. Among the articles in- 
cluded are: All atheletic uni- 


forms (such as baseball, softball, 
football, basketball, and related 
suits and separate parts of 
|} suits); gym, track, and related 
| suits; sweat suits; tennis, boxing, 
track, and related shorts; bloom- 
ers (for girls and women); ab- 
dominal, athletic, ankle, and simi- 
lar supporters, special athletic 
hose (such as basegall and foot- 
ball hese) ; knee, shoulder, chest, 
hip, and similar pads, guards, 
| and protectors; athletic gloves. 


| 402—Men’s Work Shoes. This 
| is a “general” category, except 
that it does not include any 
| safety shoes covered by category 
410. It includes both rationed 
and nonrationed shoes. Among 
| the shoes included are: High top 
| work shoes; low-cut or oxford 
| type work shoes; logger boots, 
| utility cowboy boots, and men‘s 
| high-cut laced boots; shearling 
|or felt shoes (other than slip-, 
| pers); industrial protective rub- 
| ber footwear; pacs. 
403 — Little Gents’, Youths’, 
and Boys’ Shoes. This is a “gen- 
| eral” category. It includes both 











Among the shoes included are: 


404—Women’s and Growing 


“general” category, except that it 
does not include any nonrationed 
shoes or any athletic shoes 
covered by category 409 or any 
safety shoes covered by category 
410. Among the shoes included 
are: Sport shoes; sandals, casu- 
als, and moccasins for outdoor 
wear; play shoes, except non- 
rationed play shoes. 


405—Women’s and Growing 
Girls’ Nonrationed Shoes. This is 
a “general” category, except that 
it does not include any rationd 
shoes or any athletic shoes 
covered by category 409 or any 
safety shoes covered by category 
410. Among the shoes included 
are: Sport shoes; beach shoes, 
clogs and sandals; nonrationed 
play shoes. 

409—Athletic Shoes. This is a 
“general” category. It includes 
both rationed and nonrationed 
shoes in all size ranges and for 
both sexes. Among the shoes in- 
cluded are: Baseball, basketball, 
football, soccer, track, tennis, and 
related athletic shoes; gym 
shoes; spiked golf shoes; bowl- 
ing shoes; skating shoes; boxing 
shoes; ski boots; riding boots 
and jodhpur boots. 

410—Safety Shoes. This is a 
“general” category. It includes 
safety shoes for both men and 
women. Among the shoes in- 
cluded are: Shoes having steel 
box toes. 

503—Bath and Kitchen Linens 
and Accessories. This is a “gen- 
eral category. It does not include 
any infants’ towels or wash 
cloths covered by eategory 306. 
It includes articles made of all 
types of fabrics. Among the 
articles included are: Turkish or 
terry cloth towels, towel sets, and 
toweling; huck towels, towel sets, 
and toweling; kitchen towels and 
toweling; all other towels and 
toweling; wash cloths; dish 
cloths; bath mats; toilet lid 
cover seats; pot holders. 
505—Domestics. This is a 
“specific” category. It does not 
include any crib spreads or rub- 
ber sheets covered by category 
306 or any carriage covers cov- 
ered by category 307. The 
articles covered include: Ironing- 
board pads, covers, and sets. 
506—Curtains and Slip Covers. 
This is a “specific” category. The 
articles covered include: Shower 


curtains. 


607—Coated Fabrics. This is 


a “general” category. It includes 





| Girls’ Rationed Shoes. This is a 





all types of coated fabrics. Among 
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the fabrics included are: 
cloth; rubberized fabrics; 
roxylin-coated fabrics. 


Household Furniture 


Unless otherwise specified, all 
these categories include only 
articles of finished wood house- 
hold furniture. Separate cate- 
gories are provided for articles of 
unfinished wood furniture, metal 
bedroom furniture, juvenile furni- 
ture, and sun room and outdoor 
furniture. As used in this regu- 
lation, household furniture means 
furniture which is primarily de- 
signed for and generally used in 
homes. Articles of this type are 
covered even though they are 
sold for use in other places, such 
as hotels, clubs, institutions, 
ships, etc. Articles of furniture 
and equipment specifically de- 
fined for office or commercial 
use are not included in these 
categories. 

701—Wood Bedroom Suites. 

702 Beds. This category does 
not include headboards sold sepa- 
rately. See category 571. 

703 — Individual Chests of 
Drawers, Dressers, Vanities, 
Wardrobes, and Chifforobes. This 
category also includes cedar lined 
wardrobes and chifforobes, but 
not cedar chests which are in 
category 705. 

704 — Individual Bedroom 
Chairs, Night Tables, Benches, 
Vanity Stools, and Mirrors From 
Bedroom Suites. 

705—Cedar Chests. This cate- 
gory includes any wood finished 
cedar or cedar-lined chests. 

706—Dining Room Suites. A 
suite belongs in this category, 
rather than category 707, if the 
buffet in the manufacturer’s 
grouping from which the suite is 
composed is 60 inches or larger. 

707 — Dinette and Breakfast 
Sets. A suite belongs in this 
category rather than category 
706, if the buffet in the manu- 
facturer’s grouping from which 
the suite is composed is smaller 
than 60 inches or of the group- 
ing contains no buffet or no case 
pieces at all. This category in- 
cludes dinette and breakfast sets 
made of wood, plastics, composi- 
tion, metal, or any combination 
of these materials. 

708—Individual Pieces of Din- 
ing Room, Dinette, and Break- 
fast Sets. 

709—U pholstered Chairs and 
Lockers. This category includes 
all upholstered chairs and rock- 
ers, including those with outside 
frames or arms made of wood, 
such as upholstered occasional, 
pull-up, club, lounge, boudoir, 
maple frame, oak frame, etc.; up- 
holstered chair and ottoman com- 
binations; ottomans; chaise 
longues, etc. It does not include 
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upholstered chairs listed in other 
categories, such as dining room, 
sunroom, juvenile, etc. 

710—Upholstered Sofas and 
Love Seats. This category in- 
cludes all upholstered sofas and 
love seats (including those with 
outside frames or arms made of 
wood). It does not include 
sofas and love seats in categories 
712 and 717. 

711—Upholstered Suites. This 
category does not include any set 
or suite covered in categories 
712 and 717. 


712—Upholstered Dual Pur- | 


pose Sleeping Equipment. This 
category includes upholstered 
sofa beds; single and double 


studio couches; love seats, chairs, 
davenports, etc., which open into 
beds; and any set or suite of 
these articles with chairs. 
713—Living-Room Tables of 
All Types. This category in- 
cludes cocktail, end, coffee, gate- 
leg, lamp, drop-leaf, etc., tables 
made of wood, glass, plastics, etc. 


It does not include tables listed | 


in other categories. 
714—Desks, Secretaries, 
Break-Fronts. 

715 — Living-Room Novelty 
Pieces. This category includes 
smokers, cellarettes, magazine 
racks, bookcases, record cabinets, 
sewing cabinets, bridge sets, tele- 
phone sets, costumers, footstools, 
etc, 

716—Kitchen and Utility Cabi- 


and 


nets, Kitchen Tables, Chairs, 
Stools. This category includes 
kitchen cabinets of all kinds, 
kitchen tables, kitchen chairs, 


kitchen stools, utility cabinets. It 
does not include any unfinished 
furniture or dinette or breakfast 
sets. 

717 — Sunroom and Outdoor 
Furniture. This category in- 
cludes sunroom, porch, and lawn 


furniture, whether made of wood, | 


metal, reed, fibre, rattan, or any 
combination of these. Included 
here are chairs, rockers, tables, 
canvas folding cots, settees, gar- 
den and beach umbrellas, gliders, 
swings, garden umbrella sets, col- 
lapsible folding chairs, adiron- 
dack chairs, rustic chairs, etc. 
718—Juvenile Furniture. This 





category includes all articles of | 


infants’, nursery, and youths’, fur- 
niture. 
nettes, cribs, play yards, porch 


Among these are bassi- | 


gates, chests, dressers, chiffo- 
robes, high chairs, bathinettes, | 
nursery seats, juvenile tables, 


chairs, rockers, etc. 
719—Unfinished Furniture. 


720 — Miscellaneous Chairs. 
This category includes all 


chairs not included in any other 
category such as rush-seat chairs, 
fibre-seat chairs, individual slip- 
seat chairs, benches, rockers, etc. 
(Continued on page 138) 
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Her isa pablo ‘de 40s War lawn mower. 
There are hundreds Iske"Ieittf in your sales terri- 
tory. As they bide theif time, more and more of 
them are thinking’in terrhs of power mowers 
instead of hand types. 

When this sudden demand is unleashed... 
when people who have “made things do” can 
do something about it... when pushers of 
patched-up mowers can rid themselves of un- 
necessarily heavy work ... we at “Philadelphia” 
will be ready to help you. We'll have a new 
mower of the power type with many new fea- 
tures already developed by our engineers. 
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721—Metal Bedroom Suites. Seasonal Commodities; MPR hand 

| 722 — Individual Pieces of |177—Men’s and Boy’s Tailored any | 
| Metal Bedroom Suites. Clothing; MPR 210—Retail and Ad 
| 751—Mattresses, Box Springs,| Wholesale Prices for Fall and low: 
| Mattress Pads, and Headboards.| Winter Seasonal Commodities; perce 
752—Metal Cots. This cate-| and MPR 332—Simplified Men’s line 
gory includes folding and non- and Boys’ Shirts and Pajamas. Af 
folding metal cots of all kinds, Under the new regulation a must 
| and any combination set consist-| retail dealer subject to it is re- a8; li 
| ing of a cot and mattress or| quired to prepare a pricing invoi 
| mattress pad. chart, listing all the net invoice plier 
| 801—Soft Surface Carpeting by| costs which he paid for goods the | 
| the Yard. covered by the regulation and sold 
|  802—Soft Surface Broadloom | offered for sale on March 19, Th 
| Rugs. 1945, the base day. Opposite chart 
803 — Soft Surface Bordered each cost he lists the price at invoi 
Rugs. which the article of merchandise price 
804—Hard Surface Floor Cov-| ¥4S Offered for sale on the base i 
ering by the Pail day. This offering price is his fying 
805—Hard Surface Rugs. ceiling price for an article of Me 
806—Miscellaneous Floor Cov- that eet. any 
erings. This category includes Costs must be listed separately MPR 
novelty rugs made of cotton, cot- by categories, and with category Marc 
ton waste, rayon, rayon waste, numbers of merchandise specified that 


wool, wool waste, or other ma-|in MPR 580. With each cate- _— 

terials or any combination of ma-| 8°Ty, the retailer lists the dif. 

terials. It includes scatter rugs, ferent costs for all articles in- C 

summer fibre floor coverings|Cluded in that category and c 

(such as sisal or coir), cocoa and | Offered for sale on the base day. 
other door mats, stair pads, rug For different articles having the 0 

No. 27 cushions, animal skin rugs, etc, | 84me cost but offered for sale at 


Broadloom and bordered rugs,| ore than one price, the retail 
CARBON TYPE smaller than 4’ x 6’, are also in-| “dealer calculates his average 
cluded in this category. markup for the different prices in 
WRENCH |  851—Floor Lamps. the category. He applies the 
| ee - x ’ 
852—Table and Desk Lamps. | *¥°T8 markup to the cost, and Sta 


then selects the actual price 


This category includes table and } : , in de 
desk lamps of all types, sizes, | Beatest to the price so calculated. oitin 
and materials. It includes hurri- se =_— ¢ — ey _ quire: 
“ | cane lam 9s, irandole lam s. ac 1 price to snow ati is t 1¢ : 
Meet Your eal ' & PS> | maximum price for the particu- — 
- vanity lamps, mantel lamps, urn ; ti ing t 
Postwar Market reflectors, night-light lamps, etc. | /@7 ©°St “me: outlin 
} ° . oP 
t ~~ 853 — Miscellaneous Lamps.|_©n and after April 20, MPR Brow: 
Outside a Quonset hut in on™ | This category includes pin-up | 580 requires that merchandise for p 
Iceland, an aviation mechanic is tight- lamps, snap-on lamps, piano | covered by it shall be marked in ment 
ening up an engine mount of a B-24 lamps, picture-frame lamps, etc. | 4 manner plainly visible to the repre: 
... On Luzon, a halftrack is getting the 854—Lamp Shades. purchasing public. This mark- tive | 
final going over under a palm thatch , ing must be on the shelf, bin. éont 
. . . Down at Groton, Connecticut, an —— a rack or other holder og containe: of Pi 
instrument panel is being installed in a f Highlights deni tig Fie «> the article is cent 
newly commissioned ‘sub.’ Hundreds of Among the items excluded a trea ey wt oe done clude 
thousands of Bridgeport double-end from the previously mentioned | ryt ey ae 0 ecutlv 
wrenches are doing such jobs from the categories and the price regula- | "0° l os olf by wri agp ae Hen 
rising to the setting of the sun... tions under which they come are: eae ee sine a oe a atch WARS, 
: : ‘ Staple work clothing, under} ™U™ Price Cirectly on the arlick mail 
Making new friends and customers for RMPR Say eats sad janie or by attaching to the article 2 wise 
the most popular wrench you can sell | under RMPR 506, all of which nendbag ticket stating the maxi howe 
when war needs diminish and civilian have flat dollar and cent prices | ™¥™ Price. whole 
production increases. at retail levels. All used goods| Retail dealers subject to MPR modit 
are excluded from coverage | 580 must file two copies of their In 
under MPR 580, but most of| pricing chart with their OPA Mr. | 
them are covered under other | District Office by April 20. If whole 


Maximum Price Regulation 580 





7 p 
° 7 * t OPA pric lashone. by May'4, the mecchant hes not iI 1 
as a a . i oe < $ . Ld * Ce soiled Soran OPA “a alee 01 cattle 


replaces the following regulations | postcard acknowledging receip! if nec 

D R 0 Pp - F 0 p G F D T 0 0 | S insofar as they apply to the com-| of the chart, it becomes illegal for 1. 1 
umeatn ton erste vean: | modities covered: General Maxi- | him to offer, sell or deliver good- whole 

~Er . ve i ion: y jon. at pez 

HE BRIDGEPORT HDWE. MFG. CORP. «© BRIDGEPORT. CONN mum Price Regulation; MPR{|covered by the  regulatior Sa 





142—Retail Prices for Summer] Merchants are required to keep 
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a copy of the chart for their own 
use and for inspection by OPA. 

Special methods are provided 
in the regulation for : pricing 
goods whose cost is different from 
costs listed in the pricing chart, 
and for new sellers and sellers 
handling categories not related to 
any shown on the chart. 

Additional requirements  fol- 
low: The retailer must figure the 
percentage markup for each cost 
line and enter it on his chart. 

After April 20, the retailer 
must “retail” his invoices—that 
is, list his selling price on the 
invoice he receives from his sup- 
plier. OPA will take this to be 
the price at which he actually 
sold the merchandise. 


The retailer must enter on his 
chart a reference to at least one 
invoice in support of each cost- 
price relationship on the chart, 
together with information identi- 
fying the article it covers. 

Merchants who 
any merchandise 
MPR 580 on 
March 20 
that 


selling 
coming under 
the date 

that was being offered 
day, at a markdown may 


were 


hase 





substitute on their pricing chart 
the original offering price, prior 
to the markdown, but must indi- 
cate on the chart with the letter 
(M) the original offering price 
he has substituted. 

To help retailers prepare their 


charts, a booklet containing the | 
entire regulation and outlinging | 
the pricing method to be used | 


became available on March 20 
at local War Price and Rationing 
Boards. This contains sample 
price charts, with instructions, 
together with complete category 
lists. 

This regulation replaces 
following regulations as 
apply to the commodities cov- 
ered: General Maximum Price 
Regulation; Maximum Price Reg- 
ulation 142—Retail Prices for 
Summer Seasonal Commodities: 
Maximum Price Regulation 177 
—Men’s and Boys’ Tailored 


the 
they 


Clothing; Maximum Price Regu- | 


lation 210—Retail and Whole- 


sale Prices for Fall and Winter | 


Seasonal Commodities; and Max- 
imum Price Regulation 332- 
Simplified Men’s and Boys’ Shirts 


|! and Pajamas. 








Consumer Price Increases 
Only to Meet Earnings or 


Product Standard, Says OPA | 


Standards to be used by OPA | 


in determining whether whole- 
salers and retailers will be re- 
quired to absorb their suppliers’ 
price increases instead of pass- 
ing them on to consumers were 
outlined recently by James F. 
Brownlee, deputy administrator 
for price. Mr. Brownlee’s state- 
ment of policy was mailed to 
representatives of the distribu- 
tive trades who have discussed 
cost absorption with the Office 


of Price Administration at re- 
cent meetings. That group in- 


cluded proprietors and ex- 
ecutives of stores and_ trade 
association executives in hard- 


ware, furniture, dry goods, shoe, 
mail order, variety and depart- 
ment store fields. The policy, 
however, applies to retail and 
wholesale concerns in all com- 
modities. 

In his “statement, of policy” 
Mr. Brownlee pointed out that 
wholesale and retail distributors 
will be permitted to pass on to 
consumers price increases only 
if necessary: 

1. To permit an industry as a 
whole to maintain its earnings 
at peacetime levels, or 





2. To prevent the margin on 


a particular commodity from 
falling below the trade’s operat- 
ing expense rate. 

These standards have been in 
general use in the case of manu- 
facturers. 

The OPA policy with regard 
to distributors also accepts a 
trade proposal to use the indi- 
vidual seller’s expense rate in 
measuring the minimum margin 
below which returns on a parttic- 
ular commodity will not be re- 
duced. This will rule in the case 
of commodities subject to 
“freeze” or to seller’s “historical 
margin” type of price control. 

Trade-wide expense computa- 
tions will be used for commodi- 
ties subject to types of price 
control that give uniform mar- 
gins throughout the trade, or 
which have dollar and cent price 
ceilings. 

Manufacturers’ price increases 
which do not exceed the amount 
that wholesalers and retail deal- 
ers together can absorb will be 
divided between the two trades. 
“The basis of division,” said Mr. 
Brownlee, “will be some mea- 
sure of the relative ability of 
each trade to absorb the manu- 
facturers’ increase.” 








































WE'RE RIGHT 
BEHIND IT! 


Steadily increasing orders, 










plus our usual production | 






problems, have putus smack 
“behind the 8 ball.” We're 
exerting herculean efforts 








. . we're doing everything 







possible to keep abreast of 








the situation. Orders vital to 







the war effort are receiving 






our utmost attention. After 








that, civilian requirements 








are given consideration. 


Wi LHELP!} 


py 
present needs, 


ATLAS TACK 


CORPORATION 


FAIRHAVEN, HENDERSON, 
MASS. KY. 























You can help by only order- 
ing what you vitally need 
and then just in sufficient 
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Toilet tissue—paper towels 
—Effective March 19, OPA has revised 
the manufacturers’ methods of pricing 
these tissue products, when figured on 
an f.o.b. mill basis. Although the 
former restriction continues that the 
f.o.b. mill price must in no case exceed 
the highest f.o.b. mill price charged by 
each manufacturer during March, 1942, 
for the same grade, the manufacturer’s 
method of figuring is more closely de- 
tailed. A method is established for 
figuring back the f.o.b. mill price (1) 
when manufacturers sell on a uniform 
nationally delivered basis, (2) when 
manufacturers sell on a zone delivered 
basis, and (3) when sales are made to 
government claimant agencies. 


. * * 


Wood pipe—Five types were 
removed from price control April 2, 
1945, by OPA. These items, which 
are sold principally to industrial users 
and the armed forces, are: machine 
banded wood pressure pipe; wire-wound 
wood pressure pipe; continuous stave 
wood pipe; solid bored wood pressure 
pipe (machine banded or wire-wound) ; 
and wood-lined pressure pipe. Amend- 
ment 15 to Supplementary Order 45, 
Exemptions from Price Control of Cer- 
tain Commodities and Services, effective 
April 2, 1945, made these provisions. 


* * * 


Malleables for farm equip- 
ment--WPB has moved to speed up 
lagging production of essential farm 
machinery and equipment. Noting that 
production of farm equipment is run- 
ning about 20 per cent behind schedule, 
it has announced that a limited volume 
of malleable iron castings will be as- 
signed a priority of AA-l. The short- 
age of these castings has been one of 
the chief factors retarding production. 
Manufacturers who are behind schedule 
because of inability to obtain malleable 
iron castings are directed to apply as 
soon as possible for AA-1 assistance. 
This high priority will be assigned 
only on castings to be delivered before 


July 1. 
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Stepping up aluminum—Pro- 
duction of aluminum sheet, vital to the 
military aircraft program, will probably 
exceed earlier estimates by 48,000,000 
Ibs. for this first quarter, as a result, 
says WPB, “of intensive cooperation 
between the War Production Board, the 
War Manpower Commission, the Army 
and Navy, and management and labor.” 
At present, the production situation is 
well in hand, although nation-wide 
aluminum sheet output needs continu- 
ing attention. Interestingly, the objec- 
tive for June production of aluminum 
“extrusion shapes” calls for an increase 
of 65 per cent over February output, 
with a large part of the increase re- 
quired for the greatly expanded pro- 
duction of floating bridges.. The Army 
Engineers’ new M-4 bridge is a new 
and critical item. This bridge is made 





aeiaenial 





almost entirely of aluminum and can 
carry eight times the load that the 
floating bridges of the last war could 
carry. 
a” * + 

Soil pipe and fittings—At a 
recent industry conference with WPB 
the possibility was discussed of increas- 
ing production of cast iron soil pipe 
and fittings to meet current and future 
demands. Production of these has de- 
clined from approximately 565,000 tons 
in 1941 to 165,000 tons in 1944. Asa 
result, wholesalers and manufacturers 
have been using up their inventories, 
and, at present, these have been reduced 
to “mere odds and ends.” The supply 
situation therefore is seriously short. 
Order backlogs totaled 95,000 tons of 
soil pipe and fittings as of Dec. 31, 1944. 
This backlog is continuing to grow at 
the rate of 10,000 tons a month and at 
the present rate of production it would 
take foundries about eight months to 








Wholesale Hardware Sales 
By Geographic Divisions, for F. ee 1945 





SALES REPORTED 











f SALES-YEAR-TO-DATE 


Percent Change | | | | 
DIVISIONS February 1945 | Thousands of Doilars | ! 
from | | Percent Two | Two 
oan! Mae _.._________-_.| Change | Months | Months 
Number | | from | 1945 1944 
of Feb. | Jan. | Feb. | Feb. | Jan. | 2mos. | (Add | (Add 
| Firms a 19% | 1945 | 194% 1944 | 1945 1944 | 000) | 000) 
—| —|-— ———|----—-|--—— 
fw lios} | | | | 
U.S. TOTALb....| 301 e | ~8 | $30,528 $30,493 | $32,229; +6 | $67,808! $64,215 
Now Ergland ........| 22 -1/] -3] 742 760} +1 | 1,526/ 1,51 
Middle Atlantic. _. 68 a, 4,658 4711| 4,647; +3 | 9,608; 9,250 
East North Central....| 51 +? | —4/] 4,145 | 4,092; 4,310; +10 10,541 9,626 
West North Central....| 33 +8 |} +2 4,552; 4,228, 4460; +9 | 8,024 7,374 
South Atiantic........| 55 ~—7 —13 | 4,956 | 5,355 5,718; +1 | 10,745 10,621 
East South Central....| 16 +3 —18 | 2,269) 2,212) 2,753) +11 4,677| 4,224 
West South Central... 22 +6/ —8& 3,580 | 3,369 | 3,783; +10 | 8,441| 7,650 
Mourtain. ... 7 +12 +2 | 902 | 005 | 887; +10 | 1,867/ 1,690 
Pacific ee -5| -3 4,616 | 4,861 4,782/ +1 | 12,094/ 11,929 


| * 





Bureau of the Consus. 


Current Statistical Service 


a Number does not apply in ali cases to the year-to-date figures. 
b Inciudes data for five establishmer ts not allocated to geographic divisions. 


c Less than 0.5 per cert. 


States comprising regions: 


New England—(Conn., Maine, Ment N. H., R. L., Vt.) 


Middle Atlantic—(N. J., N. 


Y., Pa.) 
East North Central—(Ill., Ind., Mick. Ohio, Wisc.) 
West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., s. + Vel ‘Ww. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West South Central— (Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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Wholesale Hardware Inventories 


By Geographic Divisions, for February, 1945 








Percent Change 





END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES-RATIOS a 


ae | = 
































DIVISIONS February 1945 Thousands of Dollars 
from 
aw val | 
Feb. Jan. Feb. Feb. | Jan. Feb. Feb. Jan. 
“Firms +| 1944 1945 1945 1944 | 1945 1945 1944 1945 
U.S. TOTAL b... 173 | +2 + 2 | $31,771 | $31, 133 | $31,189 175 177 166 
New England........ 3 | +4 i> 7 1,165 1,125 1,092 228 225 200 
Middie Atlantic... ... 37 +3 | +1 4,317| 4,202; 4,289 171 162 | = 166 
East North Central... 34 +7 | +2 4,877| 4,576 4,671 183 | =«(«174 170 
West North Central... 24 +2 +4 | 7,145; 6,993) 6&8, 175 | 187 174 
South Atlantic....... 27 +1) —-3 | 2,601 2,583; 2,669 138 «= |S ss«X138 127 
East South Central... 5 +1] —-2 1,293 1,282; 1,323 129 127 108 
West South Central....| 14 +1].4+1 4,960| 4,914; 4,904) 191 204 185 
Mountain......... p 4 —23 | +1 490 | 636 142 213 131 
PE cacccecocsius i” +2) +3 4,766 4600) 4,615 195 | 191 188 
| | 
Bureau of the Census. Currert Statistical Service 


a Stock-sales ratios are obtained by dividing the stocks by sales for an identical group of firms, 
b Includes data for three establishments not allocated to geographic divisions. 








fill these orders. WPB’s estimate of 
over-all 1945 requirements is approxi- 
mately 225,000 tons. 
° * * 

Steel and copper—On March 
9, WPB issued a direction, citing that 
requirements of military and essential 
civilian products, using, steel and cop- 
per, have increased so greatly that there 
is no steel or copper that can be spared 
for production under Priorities Regula- 
tion 25. Consequently, second quarter 
allotments of steel (including carbon 
and alloy) and copper (in all forms) 
identified by the Z-1 allotment symbol 
are cancelled. Manufacturers will re- 
ceive individual cancellations from the 
War Production Board. This direction 
does not affect allotments of aluminum 
nor advance allotments for the third 
and fourth quarter of steel or copper 
under Priorities Regulation 25. Manu- 
facturers who have received a spot au- 
thorization may continue to produce 
from idle and excess controlled or non- 
controlled materials in their inventory. 
They may also buy materials from idle 
and excess inventories of others by us- 


ing a Z-1 symbol, or with respect to 


controlled materials only, buy them 

from warehouses or distributors by 
using a Z-l-e symbol. 
* * + 

Merchant steel products — 

Indicative of the tight steel supply 

situation is a new (March 17) WPB 


directive, on wire nails and galvanized 
sheets, placing jobbers again on a per- 
centage of their old tonnage. 
Beginning in the third quarter and con- 


“base” 


tinuing thereafter until further notice, 
the “warehouse load” allotment on these 
sheets and on wire nails will be cut to 
50 per cent of the old base quotas. 


Any 
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validated allotments already placed for 
third quarter delivery cannot be dis- 
placed by the new directive. There are 
reports that there will be additional re- 
strictions placed soon on the purchase 
and sale of other steel items by ware- 
houses. Trade observers report not 
much change in the general delivery 
schedules of steel by mills to ware- 
houses. Hot rolled bars are said to be 
available anywhere from July through 
September; cold finished bars, small 
sizes, in July and larger sizes in Octo- 
ber. Small sized nails are available 
at some mills in September. Merchant 
pipe deliveries in at least one case are 
available in June on new orders. Track 
spikes are reported open for August 


shipment. Flat rolled steel delivery 
promises vary widely, with sheets, 
notably galvanized, sold up into next 
year. 

* * a . 


Curtailed paper uses—Allo- 
cations of wood pulp to paper and 
paperboard mills for the second quarter 
of 1945 will result in reduction of the 
amount of paper available in certain 
civilian items such as “cultural” or 
printing papers, wrapping paper, paper 
bags, household towels and napkins, 
also facial These reductions 
were found necessary in order to over- 
come the existing pulp shortage and 
meet other varied requirements. In- 
creased production of containerboard, 
of certain essential industrial papers, 
building paper and paperboard, and 
miscellaneous boards is made possible 
by the curtailment of some other types 
of paper. In the sanitary field, authori- 
zations for toilet tissue, industrial towel- 
ing, and industrial napkins are main- 
tained at approximately the first quar- 


tissues. 











Threads of Lathe-cut 
Smoothness 


Machined from special oil-tem- 
pered Chrome- Vanadium Tool 
Stéel, with hob-cut teeth "backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 


cut smoothness. 


ming. 


Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 


They fit all standard make Stocks 
or Threaders—''Adjustable," "Re- 


ceding” or 


pipe sizes from '/4" to 2". 
ARMSTRONG BROS. Stock and 


Receding Threaders are improved 


in design, 


accurately 
and machined inside and out. 


Write for Catalog 


The Too 


314 N FRANCISCO AVE 


Eastern Sales Office: 


der Peog 
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199 Lafayette St., 





"Solid'"—come in all 


balanced 


« CHICAGO, 
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ter level, but pulp authorized for house- scrap have dropped to dangerously low nie 
hold toweling is reduced by 1,900 t level : tiall ; sult of mislead- 
U g y |, ons, evels, partially as a resu - 
; °. x r 
/T S$ PLAIN TO SEE household napkin stock by 1,500 tons, ing press reports of plentiful supplies, pn 
WHY you NEED and facial tissue by 4,000 tons. whereas only light “turnings” scrap is WPI 
tesa. readily available. Actually, heavy isk 
Asbestos relaxed — Revising scrap inventories are now down to 1942 ie 
= P ° . ever, 
Bl ; d af] order M-79, by reason of an increase levels, at which time shortages caused ; 
aisdae ; ‘ 4 main 
in the available supply of asbestos, due the shutdown of some open hearth fur- nate 
Mv F T A | vi A R K N G largely to reductions in military require- naces. Right now, steel mill scrap re- - “ 
ments, WPB has allowed some re- quirements (which the mills must pur- wer 
laxation. chase) are approximately 2,000,000 tons PP 
P E | C | L S os monthly. A deficit of 250,000 tons be- sti 
Steel Drums or containers tween requirements and present monthly prin 
The critical shortage of sheet steel has supply must be made up immediately, ne 
resulted in WPB’s reducing the allot- WPB says. To build up inventories of ” : 
ments for steel drums and shipping No. 1 and No. 2 heavy melting scrap, a 
pails. This reduction, together with a number of industry members have po , 
; , oa - , ou 
increasing military requirements for concurred in a scrap speed-up program, rr ‘ 
steel packaging, will result in a reduced including a pledge that they would ° - 
supply of drums and pails for indus- “buy up to a 45-day supply of usable ™_™ 
trial uses during the next few months. scrap iron and steel (where inventories mg 
Packers are urged by container makers, are below that level), and maintain te 
and by WPB to increase their efforts to such inventories as long as urgent war — 
reuse drums and pails. Consumers are needs prevailed.”Additional sources of ae 
requested to assist by returning empty farm, railroad and automobile “grave- me 
steel containers promptly to their sup- yard” scrap are to be sought and all _ 
pliers. When such return is impracti- possible Government surplus property 
cal, containers should be turned over to inventories of scrap are to be checked 
reconditioners or to some other user, so up, and reported to WPB. WPR 
as to reach essential trade channels BES pape! 
without delay. Military authorities Cordage — cocoa mats — pape: 
have helped by standardizing on one Wholesalers, mill agents and retailers avail 
new 55-gallon steel drum specification. who maintain inventories of cotton quar! 
the result of nearly two years of study seine twine, wrapping twine (polished pulp 
by a joint committee. This new item or unpolished), hawser cord, cable cord, curta 
consolidates the views of industry and twisted or braided rope, and other cor- turer 
the requirements of the Government, dage products should file applications trial 
and eliminates former separate drum for preference rating on these items now 
specifications of the Army Air Forces, only once for each calendar quarter’s shipp 
the Quartermaster Corps and the Navy normal requirements. WPB recently stron 
| Department. announced that applications for further shipr 
ee eo 2 imports of cocoa mats from India, for with 
quickty ane Curably mark Steel scrap shortages—WPB civilian use, will be denied until further Kraf 
easy-to-read prices on all nites! Mink dnsin | 6h en Iti is 
metal, china and glass. > ethene ~~ notice. uses, 
Help you conform with Kraft 
OPA price regulations... ucts | 
encourage self-service... - Prob 
increase your sales. Write Wholesale Hardware Collections duce: 
on your business letter- a pulp 
head for free sample or on Accounts Receivable hast 
order a supply today from fact 
: ‘ —e ufac 
your dealer. By Geographic Divisions, for February, 1945 pos 
792-T with thin black lead = reduc 
5 5 ACCOUNTS RECEIVABLE ” Collectior P: t essen 
195-T with thick black lead bo ee I "SB as en any x noe 
Percert Change 
Be en see DIVISIONS February 1945 | Thousands of Dollars 
with string from | 
PULL the paper Fa a, Ry 13, 
(U.S. Pat. Wo. 1,758 Numb 
. ” ° *Reg. U. S. Pat. Off. “a ™ Feb. Jar. Feb. Feb. Jan. Feb. | Feb. Jan. orde 
Firms | 1944 | 1945 | 1945 | 1944 | 1945 | 1945 | 1944 | 1945 esses 
4 a a | orde! 
* B ] ° d " /] U.S. TOTAL b 269 +1 | +8 | $25,242/ $25,021| $23,930) 99 | 95 | 99 vena 
} 
aisde New Engiand } @ | +3 | +2 702; 696; 685; 83 | 86 | datas 
Middle Atiantic 58 —~2 | —4 | 4,286) 4,354) 4,451; 92 88 91 
East North Central. | 47 | +3 | +7 3,540 3,432; 3,311 104 | 103 | 110 new 
West North Central... 2 06)hl€U+ S| CU+18 3,497 3,328; 2,965 114 175 =| (193 
South Atlantic | 31 +1/| +8 | 2722) 2602) 2528) 99 | 93 | 106 or cé 
East South Central... | 13 ae or, 1,639} 1,569) 1,652 oy | «$2 | 85 have 
West South Central....| 20 +1 | +12 3,246 3,203 2,895 16 =| «6100 S|: 108 
Mountain...........| 7 | +14 | +19 407; ‘368; ‘341, 96 | 103 | 89 orde 
| Pacific 22 —-4/] +2 5,091 5,308 | 4,989 90 | 87 88 delet 
Bureau of the Census Current Statistical Service been 
BLAISDELL PENCIL COMPANY a Collectior percer tages are obtained by dividing the collections by accounts receivable for an identical aroup tered 
of firms. 
PHILADELPHIA 44, PA. t Includes data for 23 establishments not allocated to geographic divisions. 
APE 
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— Incandescent lamps—Continu- 
ad ing tight supply of tungsten and cop- 
See per for the manufacture of incandescent 
_s and fluorescent lamps was reported by COFFEE +f LTER 
avy WPB officials at a recent meeting with a cia 
942 manufacturers’ representatives. How- 
ow ever, production of lamps -is_ being 
-™ maintained at a high level and is ex- ae ais 
o pected to be sufficient to meet civilian ‘2 
caite requirements, despite reduction in the 
ame supply of materials available. The total i RE 
ee: amount of tungsten allotted to lamp 
hly manufacturers for use in April, 1945, is The Modern PRACTICAL Clothless Filter LAsr 
ly, ine 5 per cent less than that allotted &k SPARKLING CHINA 4 CHANCE! s 
pe or use in March. The amount of cop- : ! : 
er available for lamp manufacturers in re ee Yo BONUs 
ap, oe 4 aan x SIMPLE, EFFICIENT tn nt hones of OFFER 
we e second quarter is expected to be meth atenidl ith each 1) dine ©ne DUTCH Alter 
m, about 40 per cent below the quantity ke SNAPS IN EASILY list, you Pay $9 you buy, ay 40% of 
ld allotted in the first quarter. In dis- sents dalttail Retail them Pe Per case of 3 doze 
™ cussing the possible necessity for revert- a $18, earning Senero - 
_ ing to the use of steel for lamp bases, * FITS PRACTICALLY 457 PR 
: to stretch the supply of copper, some < ’ ALL MAKES AT You OFIT 
in ; ; - R JOB 
- industry members emphasized that BER Now 
of more man hours are required to make 
= steel lamp bases than to make brass DYNAMIC PROMOTION 
iI] bases. FREE! Full-color 
ty ate DISPLAY DISPENSER 
| ” 
ed Bags and wrapping paper— | MAT) BACKED BY A GIANT 
WPB says there probably will be fewer Sarr maga ADVERTISING CAMPAIGN 
paper bags, shipping sacks, wrapping Rene 77277 haar ¥ 
2 papers, envelopes and converting papers is equipped with the new VACULATOR 
ns available to the public in the second DUTCH clothiess FiLTER Chicago 6 
f= A 
r Se Se S Sane wee HURRY... ''FREE GOODS" DEAL EXPIRES APRIL 30th! 
pulp for that quarter will require a 
1, curtailment in allocations to manufac- 
» turers of civilian Kraft, special indus- : 
. trial and sulphite paper. Kraft pulp is BIG DEMAND FOR 2 
“4 now critical, most of it going into fibre 
er shipping containers, which have to be 
y strong and tough to withstand overseas 
. shipment and continued rough handling 
. with little storage protection. Most 
: Kraft is already reserved for military 


uses, and shortly there may be no 
Kraft for other purposes, and its prod- 
. ucts must be placed under close control. 
Probably, bag and wrapping paper pro- 
ducers will have to take a cut in their 
pulp allocations for the second quarter, 
but WPB hopes that allocations to man- 
ufacturers of industrial papers and sani- 
tary food container stock need not be 
reduced further, in view of their high 
essentiality. 


Hay Covers, Machinery Covers. 


It may be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from | 
weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpanu- 
lins. 

Fulton Bag & Cotton Mills, estab- 
lished in 1870, also manufacture 
back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 
items. 

WRITE “DEPT. H A" FOR INTERESTING DEALER PROPOSITON 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 
St. Louis 
New Orleans 


Steel order M-126—On March 
13, WPB made slight amendments in 
order M-126, a three year old basic 
measure for steel conservation. Several 
orders or regulations during these three 
years have touched upon some of the 
same items covered in M-126, and the 
new amendment eliminates duplications 
or conflict of regulations. Sixteen items 
have been changed to conform to other 
orders, three items were changed to 
delete reference to orders that have 
been revoked, and eight items are al- 
tered to eliminate reference to the 
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MANY USES in the HOME 


Ever ready pliable 
plastic plugger - up- 
per keeps out dust 
and dirt, mosquitoes, 
flies, ants, etc. Fills 
holes and cracks 
around windows. 
screens, casements. 
drainboards, _ sinks. 
bathtubs. Use inside 
or outside. During 
cold weather, 
weatherstrips. 


EASY TO APPLY 


Unrolls like ribbon. Just press into 
place and it stays put. Does not crack, 
chip or shrink. Can be painted. A roll 
covers about 80 ft. 
At hardware, paint, dept. ] 
stores and lumberyards. § 25 
Higher weat of Rockies and Oanada 
Free Booklet 
J. W. MORTELL CO. 
508 Burch St., Kankakee, lil. 











The above is one of a series of advertise- 
ments running regularly in leading na- 
tional magazines creating a growing de- 
mand for Mortite. 


Order through your jobber. 








For More Sales 


Iron Glue with the self-selling ““Mends 
Furniture” label now comes in all sizes 
from 4-Pints to Gallons, as well as in 
the popular 10¢ bottle. For full informa- 
tion, ask your jobber, or write giving 
jobber’s name to: McCormick & Co., 
Inc., Baltimore 2, Maryland. 


NATIONAL ADVERTISING OF 


IRON GLUE 


MAKES DISPLAY PAY 
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“Steel Recovery Corp.,” no longer in 
existence. These latter products are 
now permitted to use steel from idle 
and excess inventories in accordance 
with existing regulations. The amended 
order states that iron and steel for 
maintenance, repair and operating sup- 
plies for products prohibited under the 
order may be used only to replace such 
parts of a product as are to be used for 
maintenance and repair of the product. 


The manufacture of a complete item 
that has been prohibited, is therefore 
definitely not permitted through the use 
of MRO. 
* * = 

Work gloves—Order M-375 
—WPB has warned plants needing and 
using quantities of work gloves, that, to 
obtain priority assistance, they must 
completely explain to their nearest re- 
gional WPB office, the nature and ex- 








SALES OF 1,124 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


February, 1945, Comparisons 





Feb.’45 Feb.’45 


Feb.’45 Feb.’44 Jan.’45 


No. Stores vs. vs. 
Feb. ’44 Jan.’45 
Total ..... 1,124 +9 — 8 $6,386,830 $5,871,472 $6,909,481 





First two months. 1945, showed 12 per cent gain over 1944. 
1945, $14,368,438; 1944, $12,841,337 





Per Cent Change 











Number Feb.’45 Feb.’45 Dollar 

States by Regions of firms vs. vs. Sales 
reporting Feb. 44 Jan.’45 Feb. 45 
Net Bee vas... sccvsecs. @ + 3 —l1 363,852 
OE ae ae, + 4 —13 37,179 
New’ Hampshire ............ 5 —5 —5 65,341 
Vet gos bevel tolneeks. 5 + 3 +10 20,925 
Massachusetts .............. 36 +8 —li 202,699 
Rhode Island ........ vice * aaa | he ees 
Connecticut .......... a 2 —10 —17 20,062 
Middle Atlantic .............. 116 +4 + 2 662,646 
Pennsylvania Sees torn aes +4 + 2 662,646 
East North Central ny 347 + 6 —2 1,482,576 
ED. DS aed ax kalees . 99 + 2 + 3 447,821 
ee ee eee , §2 — 3 +1 212,437 
Le. Oe ae ee *83 +11 t 342,920 
Michigan .................. 87 +11 +2 197,119 
eee ee 76 +9 —14 282,279 
West North Central ........... 151 + 2 —2 433,077 
Fe & Fee Pee. a — ] 4 147,312 
De E.G en adh... OO —9 —8 77,632 
ee 35 +11 —2 80,050 
SRA Aa A 37 +11 —1 128,083 
i a ee | +9 — 6 314,458 
South Carolina ............. 9 +18 —1 61,802 
BRS, Sa eea ar 18 +5 —13 131,985 
~ Florida ..4.4.4.... Seles a ne + 8 +1 120,671 
East South Central ............ 12 —14 —20 90,317 
oe ere —14 —20 90,317 
West South Central ........... 102 + 6 — 9 616,407 
PCT ee oe 20 +10 +1 136,734 
CI ovine oxen cemenEeee 34 + 3 —2 158,488 
MS oo 6d Bxa's cs. sha Oa 48 +7 —16 321,185 
ON err me 76 +17 b 542,275 
nn dese Mawes 15 +17 +2 85,943 
i oo 05 ou dicen alana 12 +27 + 3 65.636 
Wyoming ........ ans it iia 5 +5 —12 32,327 
ee _ ORE Rep eae 25 + 7 — 3 93,766 
Mow Ree .oi38a003 a deaed 7 +19 + 2 187,719 
(PE ee ° ' en a eee ee 
MET t. Piites scdSvecndebahert an eres eee ee ee 
Nevada NPS Sere bate binte aia 5 +17 —2 36,188 
od cde a ee . 210 +17 —16 1,181.222 
Washington .............. _ a -+-22 —13 321,032 
EA A ae ee 29 +20 +1 331,155 
ND ils «x ¥ ale hss ohS 146 +14 —20 1,229,035 
SS a ee ae 16 +11 —9 59.468 
Los Angeles, Cal. ............. 16 —11 —62 167,271 
Se errr 8 + 2 — 8 48,264 
San Francisco, Cal. ........... 18 +33 +7 182,263 
MIO 6 hc. ooo cscrorstsves in +19 + 2 53,052 





* Note while stores in these states are included in grand total, figures for these 
states are not shown in this chart, because of insufficient data. # Less than % of 
8. 


one per cent change. Compiled by Bureau of the Census, U. 


Commerce, 


Department of 
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“tent of their needs. Because of continued 


shortages of these gloves, their im- 
portance to war production, and the 
need for fair distribution of the limited 
supply to avert work stoppages, appli- 
cants must ask only for their minimum 
requirements, and not “stockpile.” 
Quantities applied for must be “abso- 
lute minimum requirements, based on 
current average monthly consumption 
for the preceding three months.” Com- 
plete information on each of the follow- 
ing points must be given in making 
application for rating: description and 
quantity in dozens; number of em- 
ployees now requiring work gloves; 
average monthly consumption for pre- 
ceding three months; names of regular 
suppliers, and the brand name of 
gloves; inventory on hand, and quan- 
tity due on unfilled rated orders. WPB 
also asks large users to be sure em- 
ployes are using the right type of glove 
for the particular operation; to re- 
quire that used gloves be turned in 
when new ones are issued, and to 
launder soiled canton gloves if re-usable. 
Leather palm gloves should be kept 
cleansed of grease and grit; minor 
damage to any gloves should be re- 
paired, and upon all employees should 
be impressed the seriousness of the 
present shortage, and the need for con- 
serving gloves. 


* * * 


Sisal fibre production—From 
the Yucatan area, the Hennequen 
(Sisal) Planters Association recently 
reported the 1944 output rose 7,000 
bales to 660,236 bales total. Small oper- 
ators, running government-granted 
farms, contributed 80 per cent of that 
production. Yucatan planters’ ex- 
ceeded the 350,000-bale annual quota 
contracted by the United States Sup- 
plies Corporation, having made monthly 
shipments to the United States aver- 
aging 37,216 bales. 


*- * * 


Lead for batteries, etc. — 
WPB has decided to “dip into” the 
nation’s stockpile of lead to bolster cer- 
tain essential civilian lines. 25,910 tons 
from the stockpile will be “tentatively” 
allocated in the second quarter, to in- 
crease amounts of lead previously set 
aside for civilian batteries by 14,000 
tons. Lead for cable coverings will be 
increased 6,300 tons, tetraethyl of lead 
4,500 tons, and collapsible tubes 1,110 
tons. WPB expects that the decrease 
in the lead stockpile “will be offset by 
increased production, by channeling 
additional manpower to the smelters.” 

* * * 


Lead — The War Production 
Board announced March 17, that it 
planned to dip into the nation’s stock- 
pile of lead to bolster essential civilian 
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requirements. WPB reported that 25,- 
910 tons from the stockpile would be 
“tentatively” allocated in the second 
quarter of 1945. This allocation would 
increase amounts of lead previously al- 
located for civilian batteries by 14,000 
tons, while lead for cable coverings 
would be upped 6,300 tons, tetraethyl of 
lead 4,500 tons, and collapsible tubes 
1,110 tons. However, the requirements 
committee has definitely authorized in- 
creased allocations only for the month 
of April, WPB emphasized. These defi- 
nite authorizations include 4,666 tons for 
batteries, 2,100 for cable covering, 500 
for tetraethyl of lead and 370 for col- 
lapsible tubes. 
* ” *~ 

Spot authorization produc- 
tion—Actual production of civilian 
type goods under the spot authorization 
procedure during the fourth quarter of 
1944 was about 30 per cent of the total 
production authorized under the plan, 
the War Production Board reported 
March 28. This finding is based on a 
survey made by the WPB Controller 
Division for the purpose of determining 
how effective the spot procedure is in 
bringing about the utilization in the 
manufacture of civilian goods of man- 
power, facilities and materials not 
needed for war production. 

* * + 

Toy buying — Although the 
American Toy Fair, scheduled to be 
held in New York City, from March 5 
to 19, was cancelled, many out of town 
buyers were in New York City visiting 
permanent exhibits during March to 
place orders for the balance of the year. 
A representative group of manufac- 
turers report that orders for toys this 
year, during the first two months of 
the year, were about 23 per cent larger 
than in the same period in 1944, Ship- 
ments so far this year also show an in- 
crease of about 23 per cent for the 
period over shipments in the same 
months last year. 


* * * 


Further antimony restric- 
tion—Increasing war need for anti- 
mony has necessitated a 90-per-cent 
slash in the releases for small users, au- 
thorized in order M-112. WPB has 
ruled that now consumers will be al- 
Igwed to purchase only 224 lbs. of 
antimony monthly, without WPB allo- 
cation, compared to a previous allow- 
ance of 2,240 lbs. Antimony oxide is 
in heavy demand by the Army for 
flame-proofing cotton duck, while the 
Navy purchases large quantities for use 
in fire-retarding paint. 

+ * * 


Hardwood plywood—Produc- 
tion in 1945 is expected to average 
about 50,000,000 sq. ft. per month, WPB 












Yes, There'll Be 
Sprinklers Again 


Remember the little “Red 
Head” . . . the Turbine 
Sprinkler by Premax that 
had such a fine sale be- 
fore Pearl Harbor? 


It'll be back again just as 
soon as the word to “Go” 
is given. Plan to include 
Premax in your post-war 
line. 


Fe. oasis Foden ha 


DIVISION CHISHOLM-RYDER CO., INC. 
4509 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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Nationally advertised in home, farm, 
garden publications, as well as 
newspapers from Coast to Coast, OGEN 
products sell th lves. We create 
the demand—you supply it! A “must” 
in your store if you want to give your 
customers the best in disease and in- 
sect protection in their gardens. 
GENEROUS MARKUPS 
DEALER HELPS 
CRABEX 
KILLOGEN 
MOLOGEN 
FUME-OGEN 
FUNGTROGEN 


CORN EAR WORM DROPS 
OGEN ROACH & ANT KILLER 
TRI-OGEN—DUST & SPRAY 


WRITE TODAY FOR PRICE-LIST 
AND TRADE TERMS 


ROSE MFG. CO. 
T35 Ogen Bidg., Beacon, N. Y. 
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MAGOR 


WILL DO THE 
SHOVELING 


WHEN CONSTRUCTION 
takes the place of 
DESTRUCTION 


@ Our country has been fortunate in 
escaping the wreck and havoc of 
war-torn European cities... our 
homes and public buildings mostly 
intact, though many badly in need 
of repair. While we give our full 
time and energies to the prosecution 
of the war, new construction has 
been held up . . . but what a boom 
in pent-up building projects after 
V-Day! ... Then, MaGor will be 
ready to furnish a complete line of 
shovels, spades and scoops, with 
tough long-wearing steel blades and 
sturdy, seasoned handles. 


Remember MaGor SHOVELS when 
That Postwar CONSTRUCTION JoB 
becomes a reality. 


MAGOR 


CAR CORPORATION 


SHOVEL DIVISION 
50 CHURCH STREET 
NEW YORK7,N.Y 









officials informed the Hardwood Ply- 
wood Industry Advisory Committee at 
its recent meeting. The estimate was 


made on the basis of a monthly produc- | 


tion of 56,000,000 sq. ft. in 1944 and on 
known production trends. A maximum 
of only 75 per cent of total production 
meets military specifications, because of 
lack of facilities for making the types 
required, and because of the normal 
proportion of low grade plywood not 
suitable for military needs that is pro- 


duced in making the higher grades, it | 


was pointed out. Shortages of man- 
power and veneer supply are the chief 
factors preventing increases in produc- 
tion. If 1945 military needs for hard- 
wood plywood are to be met, civilian 
requirements, estimated at approxi- 
mately 18,000,000 sq. ft. per month, will 
have to be cut to about 12,000,000 to 
13,000,000 sq. ft., WPB said. Military 
uses of hardwood plywood include air- 
plane parts, boat and plane panels, in- 
terior work on ships, and containers. 
Chief civilian uses are for furniture, 
housing and millwork. 
. + . 

Synthetic rubber—A sharp in- 
c.ease in the 1945-46 program for pro- 
duction of synthetic rubber in the 
United States is necessary in order to 
meet military and essential civilian 
transportation requirements, it was an- 
nounced recently by the Rubber Re- 
serve Co., a subsidiary of the Recon- 
struction Finance Corp. At the same 
time, the Rubber Reserve Co. reported 
that United States production of syn- 
thetic rubber in 1944 totaled 763,255 
long tons, a figure exceeding the aver- 
age annual tonnage of natural rubber 
consumed in this country during the 
pre-war years 1937-41, inclusive. Pro- 
duction scheduled for 1945 is, in round 
figures, 1,000,000 tons or 31 per cent 
more than last year, and for 1946, 
1,200,000 tons, or 58 per cent above 
1944 production. 

* . J 

Radio receiving tubes — Be- 
cause of the continued shortage of radio 
receiving tubes, WPB, with the coopera- 
tion of other Government agencies, is 
seeing to it that information as to sur- 
plus radio receiving tubes is made 
available to manufacturers and distribu- 
tors so that any surplus tubes may reach 
dealers and service men for civilian sup- 
ply. However, it is expected, says 
WPB, that supplies will remain about 
the same as in late 1944, about one and 
one-half million tubes each month. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 134 
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The Collins Co., Collinsville, Conn. 
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SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 

Semi-Finished, Castle, Slotted, Cold Punched, 

Hot Pressed, Cold Forged, Stove Bolt and Machine 

Screw Nuts in any quantity from stocks. We make 

outs from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 








...With every seed order 
“SEMESAN LINE” 


a natural for related sales 
MARK-UPS TO 50%! 


Every seed customer is a prime prospect for 
Du Pont Seed Disinfectants. Just tell him how 
easy they are to use . . . how little they cost... 
the results they produce . . . and he’s sold! 
That's extra money—extra profit—on every sales 
slip. Ask about Du Pont Seed Disinfectant 
“profit builders.” Backed by continuous na- 
tion-wide advertising and publicity. Free sales 
helps. Check your jobber today. 


GU PONT 


DU PONT SEMESAN CO. (Inc.) 


Wilmington 98, Delaware 
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“STANDARD THE COUNTRY OVER" 
Efficient — Economical — Oil Burning 






Designed to meet special heating problems on the 
farm. Used everywhere for heating tanks, as brooder 
stove, hog house heater, garage and shop heater, feed 
cooker, etc. Heats fast and efficiently. Uniform fuel 
flow, steady fire. No wick or 
burner. Burns all kinds of 
commercial fuel oils. Detach- 
able fuel tank and adjustable 
smoke pipe. 


MODEL U. S.-4... 14 gauge 
steel with all joints welded and 
tested. Heater is 16!/2 inches 
wide, 28 inches high and 33!/2 
inches long. Has 4 inch O. D. 
Flue and 6 foot smoke pipe. 
Equipped with flame spreader. 
Fuel tank holds I!/) gallons. 
Weight 50 Ibs. 


BOX TYPE HEATER... 14 
gauge steel, electric welded 
12 quart fuel tank, 5 inch flue. 


WRITE FOR LITERATURE 
AND PRICES 


SIEBRING MFG. CO. cidrce"iowa 
















MODEL CS-5 
Self Sinking, all 
cast iron Heat- 
er. Same oper- 
ation as US-4, 
but with 5 inch 
flue. (lIllus- 
trated.) 

































An Electrolytic 

Tool of 
10] 

Uses... 











Gu ELECTROPLATER 


Plates Gold, Silver, Nickel, Copper! 


NEW SALES-MAKER!.. . just what every hob- 
byist and mechanic needs and wants! With the new 
battery model Warner Electroplater entire models 
and fittings can be plated easily and quickly. Worx 
articles, faucets, tools, silverware, etc., can be replated 
with beautiful coat of gleaming metal. Equipment in- 
cludes: 10’’x14” Control Panel, Variable Voltage 
Regulator, Work and Brush Terminals, Battery 
Connectors, Patented NYLON-LUCITE Elec- 
trolytic Brush with 4 Anodes. All necessary sup- 
plies: Electroplating Compounds for Gold, Silver, 
Nickel, Copper—also Degreaser, Cleanser, Instruc- 
tion Book and Wiring Diagram. LIST PRICE 
$19.75. Your price for sample, $14.81, Lots of 3 
or more: $13.17 F.O.B. Shipping weight 7}tbs. each. 


WARNER PRODUCTS CO., Dept. B-4 
663 N. Wells St. CHICAGO 10, ILL. 



























REPEATING 
PROFITS ON 
SUPPLIES 


Owners of Warner 
Electroplaters come 
back again and again 
for needed supplies. 
You “iy gfe eee 

ts on Renewabie 
on and on Gold, 
Silver, Nickel and 
Copper Electroplat- 
ing Compounds. Sup- 
ply list and discounts 
included with your 
first shipment. 


ORDER TODAY! 


























Ruleta Co., Plastic 
Handled Screw Drivers 


Screw driver set. with six different 
sized blades, each with a different color 
handle for quick identification and 





Handles are made from 
hard, shock-resistant plastic, insulated 


selection. 


and non-inflammable. Handles are 
ribbed, providing an easy grip. Swivel 
head has a concave recess to fit the 
finger, and handle is hexagonal to pre- 
vent rolling. Alligator-type chuck jaw 
is accurately threaded to fit into the 
binder cap, which, when tightened, pro- 
vides a rigid grip on the blade. Blades 
are of high-grade carbon steel, hardened 
and tempered. Butt ends are milled 
flat and fit into a seat in the handle to 
prevent turning. Handle is 11/32 in. 
in diameter, and 3 in. in length. The 
Ruleta Co., Inc., 26 Warren St., New 
York City 7, N. Y. 


Sootrid, Chimney Sweep 
Soot Destroyer 


Said to be non-inflammable and non- 
explosive, this product contains zine. 
To keep furnace free from soot and 
chimney clean, spread % cup of Sootrid 
over the red-hot coal the first day, fol- 
lowing it with % cup daily for four 
days. Thereafter use %4 cup weekly to 
keep furnace free from soot and chim- 
ney clean. For large heating plants, 
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And Still Available for Hardware Distribution 


boilers, and furnaces, double the above 
amounts. Can be used in wood burning 
furnaces and fireplaces. For oil burn- 
ers, feed it slowly so that it gasifies in 
the flames. Harmless vapors from this 
powdered product penetrate soot and 
carbon and quickly disperses them, says 
the maker. Available in 12 oz., 3 \b., 
10, 25, 50, and 100 lbs. Val-A Co., 700- 
710 W. Root St., Chicago 9, Ill. 





Burlite Cleaner 
For Walls—Woodwork 


Odorless, and colorless, this cleaner 
will clean all painted surfaces, inside 
or outside, walls, woodwork, floors, tile, 
linoleum, etc. No rinsing is necessary 
with the cleaner. Available in two 
sizes, the 9 lb. bag, and the 1% Ib. 
box. Novel box dispenser measures and 
pours just enough each time it is used. 
Bauer Mfg. Co., Wooster, Ohio. 





Crown Bottle Cap 
Lifter and Jar Opener 


Made by Edmund B. White, 11 Way- 
land St., Wollaston 70, Mass., this 
opener will lift off pressed-on jar caps 
of varied thicknesses without bending 
them so that the cover can easily be re- 
placed tightly, keeping the contents of 
the jar fresh. Crown bottle caps are 
removed in the same manner. It is ad- 
justable to most sizes of jar covers. 
Model shown has an all metal handle, 
and is available also with a bright red 
wooden handle. All metal parts of the 
handle have a bright finish. 











Cory Display for 
Glass Filter Rods 


Attractive display card which folds 
out as a handy container holder for 12 
filter rods, individually packaged. It 


ae 


is lithographed brightly in yellow and 
coffee brown and the card is die cut, 
so that an actual filter rod can be dis- 
played in the center of an illustration 
showing the Cory All-Glass coffee 
brewer. Printed copy on the face of 
the card states that the rod fits all pop- 
ular makes, and filters tea and coffee, 
untouched by metal. Has no cloths, no 
springs, no metal, and no hooks. Dis- 
play is packed in the standard shipper 
cartons, containing 12, 24, and 144 of 
the filter rods, which are used as re- 
placements in glass-coffee-brewers of all 
standard makes. Cory Glass Brewer 
Co., 325 North Wells St., Chicago, I. 


National I deal Co. 
Anniversary Catalog 


The National Ideal Co., Toledo, Ohio, 
has issued a silver anniversary catalog 
which lists and describes the items in 
the company’s line, including the War- 
ner electric brooders, and Premier 
poultry equipment. 
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Note the exploded view of a McDonald 
420 Series Shallow Well Pump. Here is 
true mechanical simplicity. It means this 
to you — that serv- 
icing is reduced to 
@ minimum — that 
users enjoy contin- 
uous satisfaction. 

















APRIL 12, 1945 
























“FAMOUS FOR 


“DONA 
* SERVICE” 


There's a pent-up demand for running water. This demand will 
be best satisfied with lines like McDonald. For McDonald Pumps 
have an 89-year reputation for dependability,. ruggedness, long 
life. Yes, McDonald is the kind of line that will sell best of all 
in the times ahead. Get the facts now. ; 


A. Y. M°DONALD MFG. CO., pusuoue, iowa 
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WHATS NEW 


AND STILL AVAILABLE FOR NAROWARE DISTRIBUTION 





Weedone Weed Killer 


Weedone when sprayed on the leaves 
of certain weeds, is absorbed by the 
plant, and penetrates to the end of the 
root system, killing the plant, states 
the maker. All foliage must be sprayed, 
and it is effective only when the leaves 
are green and actively growing. Takes 
a week to 10 days before-showing effect. 
and the plant dies in two to four weeks. 





great neck 
wood 
chisels 


Hardened and tempered tool 


Beveled edges 
Heavy steel ferrule 
Fine sharp cutting edge 











| other Great Neck lines ‘ 
hack saw blades— : 
molybdenum 
tungsten e 
high speed 
keyhole saw blades and handles { 
wood chisels (plastic handle) 
| serew drivers (plastic or wood handles) M 





WHEN HE 
RETURNS... 


Are you going to let 
him down with a lot of 
worn out Tools??.... 
Give him the same reliable 


‘ Wratpoen Worcester 





WRENCHES that he used over 
there ... Our Automotive 
WRENCHES, TOOLS and 
BOXES are the proud posses- 
‘] sions of many mechanics. 

; They ore the tops in quality . . 

' Your Jobber has them. 








Send for Catalog No. 14! WALD 


illustrating ao full line of WORCESTER 


WRENCHES for Radio, Air- bess . ENCHES ag 


craft and Automotive Tools 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 


150 








Will not sterilize the soil, irritate the 
skin, or leave a residue on plants that 
would harm pets or livestock, says the 
maker. Recommended for killing poison 
ivy, poison oak, bindweed, Japanese 
honeysuckle, sassafras, black locust and 
wild or choke cherry. To get best results 
apply on warm sunny days above 70 
deg. Weedone is’ mixed with water to 
form a milky emulsion for use. Avail- 
able in six oz. bottles, one qt. bottles, 
and one gal. cans. American Chemical 
Paint Co., Ambler, Pa. 


Replacement Wringer 
Rolls for Washers 


The Goodyear Tire & Rubber Co., 
Akron, Ohio, is making white replace- 
ment and service wringer rolls for 
washing machines. Exclusive process 
for super-bonding the rubber to the 
steel shaft of each ringer roll, makes 
it very durable. Same rubber compound 
is used for entire roll, assuring re- 
silience from the shafts to the surfaces 
of the rolls, says the maker. Surfaces 
are said to retain original resilience 
and traction giving surfaces through- 
out the life of the roll. Available in all 
standard sizes with shafts long enough 
so that blank rolls‘ can be cut to fit 
all washing machines. 





Mii cath: dharani coon 
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Dependable Fewer. 











Pincor Blue Diamond and 
Pincor Gold Crown gasoline 











Y /, 
j YOUR REQUIREMENTS IN j Gane gouscocthe chad 
y MARINE AND CONTRACTOR’S EQUIPMENT Y have afforded pry 
r ° 
Z PROMPTLY SHIPPED FROM STOCK 7 DABLE POWER for Home 
Z Z use, on Farms, in Mines, on 
Construction Jobs, and in 
WIRE & MANILA ROPE BLOCKS —stee! Industrial Plants. Today 
WIRE ROPE SOCKETS— Manganese Bronze these rugged yor Units 
OPEN PATTERN WIRE & = THIMBLES — foams hoannlla —— 
Wrought ’ POWER 
Cc WIRE & MANILA ROPE MAR“dH SPIKES | WIRE ROPE CLIPS PINCOR 18 a NECESSITY. 
WIRE ROPE CLIPS — Steel, Malleable tron Products for Post-War 
mama pope | WEDGE SOCKETS Manganese Brome Dependable Pincer 
THIMBLES 3-BOLT WIRE CLAMPS — Heavy Duty POWER LAWN MOWERS Power Plants are 
¥z Cast tron WEDGE SOCKETS HAND LAWN MOWERS available in eithe: 
° AC or DC models 
Send your blueprints or specifications for POWER PLANTS and as Battery 
oe eae | ~~ eee 3-BOLT WIRE WATER SYSTEMS Charging valts. 
Cc ° = | rhe ame Details Today! 
White for ae = rite for Detai y 
PINCOR 














PIONEER GEN-E-MOTOR 


CORPORATION 


GOODWIN-STANLEY CORPORATION 


101 West 31st St 
NEW ange 1, N.Y ¥. Coop oe bevel 


Phones MAIL ORDERS 


| Oeducis 


BUY BONDS 


5841 WEST DICKENS AVE., CHICAGO 39, ti 
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PROFITABLE HARDWARE STORE ITEMS 


= CANVA LASTIC  waterproof- 
Tebslic elite 


. multi- ing for awnings, binder can- 
WATERPROOFING WATERPROOFS 


Gleaming finish . . 
vas, tents, tarpaulins, canvas, 
automobile tops, linoleum, 
venetian blinds. Dries in 2 
or 3 hours. Not oily or 


greasy. 
CELLTITE Damproofing water- 


ple twist . . . perfectly 


straight selvage . . . 











Awnings Binder Canvas 
c proofs, preserves stone, con- 
even mesh. identi Ten!s Tarpauins Canoes crete, stitco, tile, brick, 
=~ plaster, wood, plastics, base- 
fied by the fa- y/ ea ments, silos, gymnasiums, 
A } a ee ] cement walks, driveways, 
lorful pa as ee | plastered walls. 
m c - 9 ‘ 
ee ae — EASILY APPLIED— - 
LONG LIFE Preserves Damprools 


_ Rooster label. 


Sst reserves Weatherprools 
Strengthens Stops Mic dew 
Makes Conves Sol and Pia. 


a eam 
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WATER PROOFING 
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RAIN SHED Waterproofs 


boots, shoes, canvas, leather, 
clothing. MAKES SHOES 
SHINE BETTER. MAKES 
SHOE SOLES LAST LONG- 
ER. 

“ALL THREE EXCELLENT 
ITEMS*'—LIQUID WAX 


SHEPS LIQUID SADDLE SOAP 


a cleaner and preservative 
shoes, saddles, 


for boots, 
other fine 


leather jackets, 
leather. 

“A very convenient, prac- 
tical product.” 


SHEPS SHOE PASTE water- 


proofs heavy duty leather 
exposed to weather—work 
shoes, boots, saddles. Used 
by farmers, miners, factory 
workers. 


G [ WRIGHT er cours “mbouet™ 
Ze WIRE CO mutt | all 
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Prevents Rot and Decay 











NEATSLENE COMPANY, Omaha 8, Nebraska 
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The 
HAMMOND LINE 


For quick, easy sales and 
big profits, plan to list and 
HAM- 
MOND LINE of insecti- 
cides and fungicides for 
use by farmers, gardeners, 


sell the famous 


and florists. 


WE CREATE THE 
DEMAND 


You stock the Hammond 

Line—we’ll supply the 
customers! Hammond 

wee - products are nationally 
ua. advertised in home, garden 
ty and farm publications, as 

¥ well as in Sunday news- 
— over the country. 

a wise dealer, be ready 

to serve the demands of 

your customers with these 

well-known aids to better 


- gardening. 


Te Write Today for Price-List, 


Sample Dealer Aids, 
lectro Sheets 


All Aimed to Help You 
fo Help Yourself? 


45N Ferry Street 


1 j] BEACON, NEW YORK 





4 | HAMMOND PAINT 
4 & CHEMICAL CO. 











World's largest selling 


PLANT FOOD TABLETS 


Every year this stand-by plant 
food makes a steady, easy profit 
for dealers all over the world. It's 
the largest selling PLANT FOOD 
—in TABLET FORM — on the 


market. 


To display Fulton's Plantabbs 
is to sell them. If your whole- 
saler can't supply you, order from 


Plantabbs Company, | W. Biddle 


St., Baltimore |, Md. 
PLaNiaBBS 


Odoriess Ni NIA} Tablets 
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WHATS NEW 


4ANO STILL AVAILABLE FOR HARDWARE DISTRIBUTION, 





Pyrex Ware Brides 
Dealer Display 


Corning Glass Works, Corning, N. Y., 


has announced its brides’ season adver- 
tising campaign, with its theme, “Pyrex 
Ware—The Perfect Gift.” National ad- 





which is printed in full- 
color, features a young bride holding 
the Pyrex Ware Flavor-Saver pie plate. 
Dealers will receive a complete display 
kit containing a full-color display card 


vertisement, 


reproduction of the national Pyrex 
Ware advertisement, described above, 
full-color counter or window display, 
that holds actual Pyrex dishes, above, 
decorative bands featuring both 
Mother’s Day and bridal gifts to fit 
around the dishes, and a newspaper mat 
for use in the dealer’s own local adver- 
tising. 


Tru-Test Farm 
Equipment Catalog 


A two color farm equipment catalog 
has been issued by the Tru-Test divi- 
sion of Oakes & Co., Merchandise Mart, 
Chicago, Ill. Products shown in the 
catalog were selegted to give the Tru- 
Test retailers a compact rapid selling 
farm equipment department supported 
by complete advertising display and 
promotional material. Tru-Test is also 
preparing the 1945 edition of the Con- 
sumer Toy Catalog in full color and 
rotogravure. 


Divine Bros. Circular on 
DBY Backstand-Lathes 


Circular describes and _ illustrates, 
the Divine DBY backstand, with 
VCS-DVX Lathe. Gives all its uses, 
and advantages, and shows machine, 
with all its parts labeled. Lathe for use 
with the backstand is illustrated, and 
all specifications given. Inside page 
shows a floor plan for right hand back- 
stand, and explains, how the back- 
stand may be switched from left to 
right, or vice versa. One page is de- 
voted to the VCS-DBX abrasive belt 
polishing lathe. These can be supplied 
for variable speed in two ranges, 1200 
to 2500 rpm., or 1750 to 3500 rpm. 
Divine Brothers Co., Utica, N. Y. 
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PRECISION LEVELS 


Orily 


LINE LEVELS 
Other levels for every use 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 
in 18D 
hk mee Ola t-1.0 ae ii lo 


Establishe peneva 6 


Hibernio Bida 


A COMPLETE LINE 


77 Ge an Rieaulaliora 


in Ke MTraae 


AMERICAN SHEARER MFG.CO smzac 
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LLIP-RITE 


COOK'S 


SUPER VALUE 
NAIL pc elPrer 


Due to war, "Clip 
ie am at Clip 
rr." nger ic 

are unavailable. intl 
conditions permit th 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coss. 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
screens, garden furniture. frames. etc. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicego (18), Mm. 








y pe PARTS 
otdattid 


A.M. Collot Supplies 


220 N.W.8 “Ave.MiamiFia 











DAVID B. TAYLOR CO., Inc. 








Remember When It's 
STOVES— 


Oil—-Gas— W ood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 


Hardware Specialties 


Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Marylend 
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“put on a new washer. 





Tar Baby Products 
Two Tar Cans 


Tar Baby No. 7 is a redesigned can 
for pouring tar into cracks in roads, 
swimming pools, boats, or any place 





where expansion joints require the use 
of hot asphalt or tar. Made of 22 gage 
steel, and welded throughout, it can be 
placed in the fire to remove surplus tar. 
Opening measures % in. in diameter, 
and is so designed that the tar will not 
pour out too freely. Can, which has a 
capacity of six qts., is ideal for high- 
way departments, and contractors, en- 
gaged in road work. Tar Baby No. 77 





is a tar carrying can that can also be 
used in road work, such as patching 
and pouring tar on to stone piles. Made 
of 22 gage steel and welded throughout. 
Handle is made to assure easy balance. 
Both cans are painted yellow, Tar 
Baby 7 being packed three to the carton 
and No. 77 four to the carton. Tar Baby 
Products Co., 203 W. Market St. York, 
Pa. 


O’Malley Valve 
Faucet Reamer No. 2 


Faucet repair set, with 5 washers de- 
signed for use with %, 44, and % in. 
faucets. To use, remove the handle 
from the faucet and then the stem and 
Lubricate the 
fibre washer on the reamer with wet 
soap, and insert reamer in faucet. Ad- 
justing nut should be high enough so 
that the reamer fits snugly with the 
packing nut screwed only part way on. 
Screw the packing nut down with the 
left hand, while turning the reamer in 
the same direction with the right hand. 
Then merely turn the reamer handle. 
No pressure is necessary as the tool 
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creates its own pressure. Ream till the 
seat is smooth. Hardened steel cutter 
is plated to rustproof. Set will remove 
all cuts and scales from the seat of 
the faucet, says the maker. Edward 
O'Malley Valve Co., 7602-04 Greenwood 
Ave., Chicago 19, Ill. 





New Wrapper for Doll 
House Furniture 


“Tom Thumb” furniture puzzle, made 
of unfinished grained wood, ready to 
paint any color. Set consists of large 
table and two large chairs, two small 
tables with four chairs to match, and 
two benches. Large table measures 
4% in. long and 2% in. wide. Cali- 
fornia Redwood block containing all 11 
pieces measures 44% by 2 by 2% in. 
Wrapper, 7 by 10 in., is printed in 
green, shows the set and data on its 
uses. Robert Smith Mfg. Co., P. O. 
Box, 9719 Station “S,” Los Angeles, Cal. 





History of Fitler 
Co. Rope Producer 


A brochure has been issued telling 
the history and development of the Ed- 
win H. Fitler & Co., 5625 Tacony St., 
Frankford, Philadelphia 24, Pa. De- 
veloping from the Kurtz rope walk in 
1894, the company has been identified 
with the history of Philadelphia for 
104 years. Colored picture of the plant 
as it looked between the years 1866 to 
1879 and a full-page photograph of the 
present day factory are included. Com- 
bining the history of the company and 
that of Philadelphia, the booklet carries 
both through to the present time. A 
double-page spread is devoted to pic- 
tures of the present officers of the com- 
pany, and to those who founded it. 


Transporter for Short 
Distance Material Moving 


Has an electric motor powered by 
heavy duty battery and the front wheel 
mechanically drives at any steering 
angle. Brake is mechanical and has 
automatic emergency control. Lift has 
shockless hydraulic operation with easy 
to operate foot lever controls. Stream- 
lined and sturdily constructed, this unit 
is ideal for safe lifting and short dis- 
tance material transportation. Has 
thumb tip controls in steering handle 
for safe walking speeds. Automatic 


Transportation Co., 101 W. 87th St., 
Chicago 20, Ill. 








| 
| 

















Rix ey FOR ACTION! 


Schalk’s Wood Putty takes its war job 
seriously: showing America how to fix 
things on the Home Front so they stay 
put. Contains real wood; easy to work; 
and easy to sell, thanks to national 
advertising. Ask your jobber! Schalk 
Chemical Co., Los Angeles, Chicago. 


A) New 

















see the 


HOME GUARD 


wood trigger °¢ 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 






























The advanced line of Kitchen Maid Cabinetry now offers 
YOU a wide-open new field for quick sales and substan- © 
tial profits—as dealer or distributor. Famous for 22 years, 
and further improved during production of 60,000 units 
for war housing, this cabinetry is of composite construction 
providing great strength and long life. Completely fin- 
ished at factory, ready to install. Available in single“ pack- 
age” units or combined assemblies. For details, write 
The Kitchen Maid Corp., 254 Snowden Street, Andrews, Ind. 
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RIEGEL 


| WORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled —in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 
results. in unexcelled quality — durability — economy. 


Sold by Leading Wholesalers 





= 
“The Right Glove Sent A For Every Job” 





RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 
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Lhattanooga Implement & Mfg. lo. 


CHATTANOOGA, TENN. 





NEW! Another 
GRAND CLAMP 
r EXTRA DEEP THROAT 


QUICK SETTING 
INSTANT TRIGGER RELEASE 














SPATTER-PROOFED 






Here Is the Extra-Deep 
Throated Speed Clamp You 
Have Been Asking For 


Grand A.S.L. Deep Throat 
Clamps 


Position instantly with push on combination 
ratchet screw (no waste motion running 
down screw) and tighten with turn of vise- 
type handle—Holds work with firm tension 
grip on any surface, even slanting or irregu- 
lar; ball and socket swivel (replaceable) pre 
vents shifting or creeping. 

Release instantly—-simply loosen handle and 
push on trigger—clamp lifts free, ready for 
application to other work. 

Made of Alloy-Steel of Forged Clamp Ca- 
pacity. 

SPATTER-PROOFED — All working parts 
are COPPER PLATED against welding 
spatter. 


EXTRA DEEP THROATS 
Open- 
ing 
No. 4-ASL 4%” 44” 
No. 6-ASL 6%” 4%” 
No. &ASL 8%” 6” 
PROMPT SHIPMENT 


GRAND SPECIALTIES COMPANY 
3130 GRAND AVENUE CHICAGO 22, ILL. 


Write for Catalog on Complete Line of 
GRAND Speed Clamps for every kind 
of work 


HARDWARE AGE 
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MCE 


Because of 
volume 
sales this 


new low price is possible. It's 


the fastest selling applicator 
retailers have ever stocked. 








MACHINE BOLTS 


® Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 









of ; = } 

- ¥ tas givens | up to 2-inch diameter, any length, but stocked only 
i Priced to a | up to 1%-inch diameter, 12-inch lengths. 

y: Retell nt A copy of the Lamson “Ready Reference” List, a 





4 ie 


Quick Sellers : GOOD PROFITS 
NOKORODE SOLDERING PASTE QUALITY THAT MAKE AND HOLD CUSTOMERS 
Will flux all metals except Alum aum. 
Takes the place of acid in all soidering LINOLEUM COLD 
jobs. Absolutely non-corrosive, safe as A PASTE WATER 
resin and rapid as acid. Not affected by ae S MIX Walling yj ] 
heat and does not spatter. The solder will z~———~, | Ready for use Knits to old or Or JE 
not turn dark after using, and the work has high eaia for laying and | hey piaster Sf, 
tensile strength. patching. Also D , es 
used on drain —, a ry b pap 
NOKORODE SOLDERING SALTS WI hoards and stair | HIME — | SZ 
Eliminates the use of corrosive soldering acid and is treads. exack. SS 
the remedy for all soldering troubles—makes perfect, 
e lasting and non-corrosive joints wherever used. Ex- Packed: Packed: 
‘ P tensively used by plumbers, tinsmiths and leading Pints—Quarts—Gallons 12% & 
ou a a = lines. Bee A ay merce and The Old Reliabl ce. aie . 
as no disagreeable fumes while under heat—will not e elabie * 
r burn the operator’s hands or clothing. ; tons. Also 2—5—10-Ib. Bags. 
t CONSUMERS ee 
NOKORODE SOLDERING FLUID Brushes /@ipaim 
j mie CRACK Need the > 9 * 
sta Like Nokorode Salts, eliminates the use of corrosive FILLER . ee te. 
ning soldering acid . . . ready for instant use. Packed in Best of BAFY-ia:1. Ub 
vise- one and five gallon containers, also in steel drums GR WOOD FUrty Care AN CLEANER 
_ equipped with faucets containing approximately 55 Mixes smooth, es} jneremmnmuntemnen. 
~ gallons. dctes. hard and DAISY 
stays put—wi P 
and ALSO MANUFACTURERS OF SOLDERS mot chip, crack, will do that -™ 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM shrink or peel. _ Retail: 
Ce RESIN SOLDERS. ALSO MANUFACTURED IN Fills holes, cracks or breaks| 3-0. cartons ....... 10¢ 
- PLAIN STRING AND BAR FORM. in wood, stone, ete. I2-of. package ..... 25¢ 
jing 5-oz. and 1-lb. cartons. Packed 1 gross to the case. 
THE M. W. DUNTON COMPANY CONSUMERS GLUE COMPANY 
67 EDDY STREET SINCE 1906 
a: Tee eee ST. LOUIS (18) MISSOURI 
LL. 














SUPPLY CO. 


137 FEDERAL ST., BOSTON 10, MASS. 
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handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio — 


| i ee ee ee ee 
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-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 


$n cies tie PF a6 





prays in Season 


Uj47 . Because— 


BLACK LEAF 40 
has So Many Yses! 





@ It kills many destructive insects on | 
Poultry flowers, fruits, vegetables and other types 


Gardens of vegetation; or spread on roosts it kills 
Drench for Sheep poultry lice and feather mites. As a dip 
and Goats it is effective for scab on sheep and lice 
Flowers and ticks on sheep and cattle. Used also 
Fruits to control internal parasites in sheep and 
Shrubs goats. Full directions with every package. 


Tobacco By-Products & Chemical Corp.,Incorporated 
Louisville2, . ° : .  KMentucky 


They Look For the Leaf on the Packgge 
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WHITNEY LAWN SEEDS 


ARE IDEAL WARTIME 


NATIONALLY MERCHANDISE 


ADVERTISED 


. pum 
w7% P “ ¥ 


as each than 


Now especially, with hardware stocks so scarce, 
Whitney Lawn Seeds make an ideal selling out- 
let. Nationally advertised, they’re well known. 
Many more lawn lovers will come to you this 
spring for Whitney Super-Refined Seeds ... 
don’t disappoint them! Order now... display 
early ... enjoy extra profits. Effective Whitney 
display materials yours on request. 




















SANITARY 
BABY CHICK 


FOUNT! 


Tray and Stand Complete—Keeps fountain out of 
litter—Fits any standard jar—Feeds milk, medicine 


and water. 





REG. PRICE SPECIAL $9.60 


$12.00 SALE 
per gross PRICE Pet Seeee 


— 








IMMEDIATE DELIVERY 
Order from this ad 
Write for your copy of our Silver Anniversary catalog. 


THE NATIONAL IDEAL CO. 


906 N. SUMMIT ST., TOLEDO, OHIO 





HARDWARE AGE 











ee 
PHILLIPS 


RECESSED 
HEAD 
SELF 

CENTERING 


WwOoOD 
SCREWS 








Supply the increasing demand for these mod- 
ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess.~- All standard 
sizes. Send for Catalog of Screws for Metal 


or Wood, also our varied line of Hardware. PARA LLEL A C TI 0 N T 0 0 L S$ 


Government restrictions prevent us filling orders on 
certain lines. “Our Country first’”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. . COMPANY THE WM. SCHOLLHORN COMPANY 


Est. 


Fa. SOUTHINGTON, CONN. 33; 

















Hne coat of Cres-Lite SYNCHROME 

= / completely covers most surfaces with 

3 “NM chrome-like (Synchrome) aluminum 
go ’ ac y 

Reapy MIX ¢ finish that is smooth, brilliant and dura- 


SVNCUROME VE eric eicntcccedtantiy, | 
: 4 ry. 
ALUMINUM eR Soest cesar LAMSON CAP SCREWS 
if 325 mesh aluminum pigment made 
f 99+% > aluminum 
ade aude neh aud tte @ Lamson full finished cap screws of SAE 1020 


wear enooe must PROS i paint is carefully and precisely made steel have approximately 90,000 Ibs. per sq. in. 
weaTuer nesist! y to produce the finest of lasting, pro- oe ° e 
minimum tensile strength. Our high carbon cap 


ons GaLLon tective coatings for tanks, stacks, roofs, 
A metal, concrete, brick and other struc- screws of SAE 1035 steel, heat treated, have approx- 


tures and cquipment of most every 


kind at. imately 150,000 lbs. minimum tensile strength. 
Synchrome can be applied by brush, | 
A copy of the Lamson “Ready Reference” List, a 


dip or spray to provide a brilliant, 
durable finish thet is wnequalied for the handy visible indexed catalog and price list, is ready 
resistance it offers weather, corrosion, a A ‘ . 

moisture, fumes and heat (independ- Sor you. Ask your jobber 's salesman, or write us for st. 
ent laboratory tests show that it suc- 
cessfully resists heat up to 600° THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
Fahrenheit) 





SCENT LAMSON & SESSIONS 


BRONZE POWDER CO. 
lic W. (thmows St.. Chicago 10, fil. 
1841 S. Flower St., Los Angeles 15, Cal. 
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Classified Opportunities Section... 








ATTENTION, MANUFACTURERS— 


Reliable, Aggressive Sales Organization 
selling to Hardware Jobbers, Plumbing 
Supply Houses and Chain Stores. 
Thorough Coverage of the entire South- 
east guaranteed by Financially Respon- 
sible Organization. 

Address P. 0. Box 4130, Jacksonville 1, Florida 


‘VENEZUELA 


Manufacturers’ Agent, with excellent refer- 
ences, established 1934, Caracas, actually rep- 
resenting several leading American Manufac- 


turers, wishes to contact Manufacturers and 
Exporters of Builders’ Hardware, Tools, 
Paints, ete. 


Write Box K-77, care of HARDWARE AGE 
100 East 42nd St, New York 17, N. Y. 


ESTABLISHED 
MANUFACTURER AND JOBBER 


with High Rating needs Additional Lines for 
Sales Force Contacting Paint and Hardware 
Stores, Lumber Yards on Eastern Seaboard, 
Pennsylvania South to Georgia inclusive. 
Address Box K-71; care of HARDWARE, AGE 
100 East 42nd St., New York (7, 








PACIFIC COAST AGENTS 


Manufacturers’ Agents on Pacific Coast for 
more than fifty years want Some Additional 
Lines, Builders’ Hardware Specialties and Cut- 
lery Lines particularly desired. ales Rooms 
in both Los Angeles and San Francisco, Calif. 
Address : 


A. W. PIKE & CO. 
663 Mission St. San Francisco 5, Calif. 


SALESMEN WANTED 


Have Interesting Openings for Salesmen in all 
Territories, to handle Diversified Line of 
Hardware Specialties and Related Items, call- 
ing on Jobbers, Department Stores, etc. Please 
advise as to territory now covered and lines 
handled. Write to Harry Sanders, Director of 
Sales, Northern Industries. Inc., 610 W 
Michigan S8t., Milwaukee 3, Wisc. Statement 
of availability required. 


SOUTH AFRICAN AND RHODESIAN 
MANUFACTURERS’ REPRESENTATIVES 
Established 40 Years, have Offices and First Class 
Sales Organizations in all Principal Cities covering 
Entire Market, Open to Accept Sole Representation 
for. Manufacturers desirous of Exporting direct to 
Southern Africa. Bank and U.S.A. Trade Reference 
Available. Required: Building Materials, Sanitary 
Fittings, Tube and Wire Products, Hand Tools, 
Builders and ea Hardware, Hollow Ware, Elec- 

trical Goods, 
Address ‘eo K-73, care of HARDWARE Age 
100 East 42nd d St, New York 17, N. 














‘MANUFACTURER'S REPRESENTATIVE 
WANTS LINE 
Mechanical, Electrical, Steel, Plastic, Rubber 
Products, Machinery, Tools, ‘Accessories, Spe- 
cilities, etc. 
FOR MIDWEST TRADE 
GARDINER-COLLIER, INC: 
+ 1037 W. Primm St., St. Louis, Mo. 





WANTED SALES MANAGER 


Well known Midwest Manufacturer requires an Ex- 
perienced Man, about 38 years old, familiar with 
Hardware and House Furnishing Trade. Knowl- 
Field is desirable. Excellent 
war ity with several newly 
developed lines. Please sive essential data in your 
letter and all replies will be treated in strict confi- 
Statement of availability required. 
Address Box K-74, care of HARDWARE AGE 
100 East 42nd St. New York 17, N. Y. 





EXCLUSIVE HARDWARE LINES 
WANTED FOR CANADA 


A Leading Canadian Distributor is open to accept 
a limited number of exclusive American lines suit- 
able for Hardware trade. Offices and Warehouses 
across Canada in Halifax, Montreal, Toronto, Hamil- 
ton, Winnipeg and Vancouver. Highest references. 
State terms, f.0.b. points and all other information. 
Will buy on own account. 
Apply Box No. K-72, care of nAngwane AGE 
100 East 42nd St., “Hew York 17, Y. 








PACIFIC COAST REPRESENTATION 


ATTENTION MANUFACTURERS 
Old established reputable Canadian wholesale dis- 
are 





Oregon and Washington. are 
trade 25 years. Write us. 

ALAN P. CLINE AND ASSOCIATES 
116 New Montgomery St., San Franciese 6, Calif. 


pa plumbing and heating ge. auto sccessorics, 
electrical supplies and furniture. Address corre- 


spondence to: 
THE J. * ASHDOWN HARDWARE CO., LIMITED 
Department Canada 








MANUFACTURERS TABLE APPLIANCES, 
KITCHEN UTENSILS 

Portland, Me., Manufacturers Agent (Veteran 
Serviceman) wants Lines for entire State of 
Maine, for current and post-war sale to Hard- 
ware, General and Department Stores. Best 
references. Ample financial backing 

Address Box K-82, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








37, Winnipeg, 

FOR SALE 
Hardware, Houseware, Paints, Electrical & 
Plumbing Supplies. Located 15 miles from New 
York City on Long Island. Population 15,000. 
Established 20 years. Stock and Fixtures 


valued $30,000. Retiring from business. Good 
opportunity for aggressive man. 


Address Box K-80, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











PACIFIC COAST REPRESENTATION. 
Firm consisting of partners possessing ex- 
tensive merchandising experience 
on the Pacific Coast, particularly San Francisco 
area, is desirous of contacting manufacturers 
contemplating renewing or establishing agencies 
on the Pacific Coast. Satisfactory references can 
be furnished. Write King, Shea & Poston, 604 
Mission St., San Francisco, California. 
FOR SALE: COLORS IN OIL, Limited 
— a Bristle Brushes—Mixed Bristle 





sizes types. Drop Cloths 

ould be hy duty. Address Box 791, 1474 Broad- 
. Sa. ee we 
FOR SALE—106 BOX TRIM READY 


PASTE WALL PAPER, assorted shades. 3 to 
5 ea. shade,’ year old stock. Will sell for 20% 
off cost if taken in one lot shipment. F.O.B 
Alma, Wis. Address E. J. Knospe, Hdwe., 
Alma, Wis? 

NATIONAL MANUFACTURER OF spe- 
cialty paint and waterproofing produets has sev- 
eral choice territories open for live wire manu- 
facturers’ agents accustomed to high earnings, 
to work on a very attractive commission basis. 
Write stating full details. Box K-57, care of 
oe Acz, 100 East 42nd St., New York 

MANUFACTURERS—ARE ESTABLISHED 
MANUFACTURERS’ AGENTS, Ohio, Mich- 
igan, and West Pennsylvania, 23 years. Can 
use One More Good Line for Wholesale Hard- 
ware and Lumber Trade. Will carry Accounts, 
Stock. Can do our own Billing. Address Box 
K-50, care of Hanpware Acer, 100 East 42nd 
St.. New York 17. N. Y¥. 

LINE WANTED — BY ESTABLISHED 
AGENT for Hardware Dealers, Supply Storer, 
Building Supplies, Lumber Yards, Electric Supply 
Stores, General Wholesale Supply Stores. South 
East. We have the Dealers—We are Producing 
Now—We need one good Quality Line. Straight 
Commission. Address Box K-84, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, N.Y. 
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NEW ENGLAND REPRESENTATIVE 
WANTED BY Distributor of Nationally Known 
Sundry Line. Prefer man who travels and is 
experienced selling hardware, housewares and 
paint, jobbers and chain stores. Many accounts 
already established in territory. Liberal com- 
mission. Advise present, lines handled. State- 
ment of availability required. Write S. S. 
Sampliner, 48 West 48th St., New York 19, 
N. Y. 





BIG COMMISSION PROPOSITION TO 
SALESMEN Calling on Retail Stores selling our 
fast moving line of Magnifiers and Rules on Dis- 
play Cards. Also Slide Rules, Pencils, Knives, 
Eyeloupes. Ra feteery. - a. peyment 
of commissi No 

card. ‘Addreed Mark Specialty — 490 Temple 
Building, Rochester 4, N. Y. Statement of avail- 
ability required. 

WHOLESALE HARDWARE SALESMAN, 
HIGHLY EXPERIENCED and Widely Ac- 
quainted with Jobbers, Hardware Dealers, Lumber 
Yards and Department Store Buyers, in the 
Pacific Northwest, wishes to represent reliable 
Distributors or Manufacturers requiring aggres- 
sive representation in this area. Commission 
Basis only. Address Box K-78, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 





SALESMEN 
Industrial Hardware or Allied Experi- 
ence. Manhattan, Bronx, Westchester, 
Connecticut and New Jersey Areas. 


Own Car. Post War. Salary, Bonus, 
Expenses. Statement of availability re- 
quired. . 


Write Box K-83, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








GOING By Established 
BUSINESS WANTED janufacturer 
ears in 
line | by buying NOW a fain nm prod- 
- Z = postwar possib' Mites Should "be 0 0 a staple or 
ity product which can be 17 hardware stores. 
Youle ni ohder a business up te 1,000,000 in size. 
we in confidence, giving su ient’ infermation 
ant further negotiat 


ons. 
“address Box K-85, care of nnaewane AGE 
100 East 42nd St, New York 17, N. Y. 

















Es 

WANTED—LIMITED PARTNERSHIP in 
Retail Hardware Business, Long Island, Metro- 
politan Area. Working hardware clerk. Ten 


years’ experience. Graduate bookkeeper and 
stenographer. Want prompt action. Married: 
5’ 8”, 160 lbs. A good salesman doing about 


$500.00 a week. Address Box K-76, care of 
Harpware AGz, 100 East 42nd St., New York 
17, N. Y. 

WANTED: EXPERIENCED HARDWARE 
CLERK. GOOD OPPORTUNITY. Statement 
of availability required. Address Box K-62, 
care of ay: gy a a 100 East 42nd St.. 
New York 17, N. 

LINES waatED FOR NEW ENGLAND 
AND NEW YORK STATE by Experienced 
seen ama ‘ Boston Showroom = 
. Dun and Bradstreet rated . 


Co.. 610 Newbury Street. Roston 15. Mass. 


AN AGGRESSIVE MIDDLE AGE, SALES 
REPRESENTATIVE, good education and busi- 
ness background. Well established in Michigan, 
Ohio and Indiana, with Jobbers, Chain Stcres, 
and large Retail Trade Buyers. Desires to rep- 
resent a Reliable Manufacturer, in conjunction 
with present line. Address Box K-69, care of 
—- Ace, 100 East 42nd St., New York 
17 














FOR SALE—Hardware and Electric Retail 
Store, Brooklyn, N. Y. Well Paying Large Re- 
pair Business in Store—Established twenty years, 
cash business, clean stock, good reputation, mov- 
ing to West Coast, $4,000. Complete moderate 
réntal. Willingly assist purchaser one month. 
Address Box K-79, care of Harpware Acr, 100 
Eat 42nd St., New York 17, N. Y. 


SALESMEN:—MAKE BIG MONEY NOW. 
We can supply all sizes and types of both Pure 
Bristles and Mixed Bristle Brushes—Colors in 
Oil—Synthetic Enamels—Drop Cloths. We are 
now oe for customers who will stav with us 
in post war era. Address Box 790, 1474 
aA, New York, N. Y. Statement of avail- 








ability required. 


INDUSTRIAL, GARAGE DOOR HARD- 
WARE SALESMAN OVER 30 YEARS’ EX- 
PERIENCE desires to represent nationally 
known line in Metropolitan New York and Vicin- 
ity. Well known, best references. Address Box 
K-58, care of Hanpware Ace. 100 East 42nd St.. 
New York 17. N. Y. 

WANTED — METAL SPINNING FORE- 
MAN IN Central Connecticut Factory. Must be 
capable of spinning stainless steel, copper, brass, 
aluminum and nickel silver. Excellent post-war 
possibilities. State age, experience and qualifica- 
tions in full. Draft status and salary desired. 
Statement of availability required. Answer Box 








K-81, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y¥. 


HARDWARE AGE 
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NOTICE: 
In our recent advegtisements showing the improved line of Hamlin Shovels we have in- 
dicated a lacquer finished handle. Lacquering is at present prohibited under WPB ruling 
and the inclusion of lacquer finish on the handle will not be available until such restrictions 
are removed. 





THE HAMLIN METAL PRODUCTS CO., AKRON 8, OHIO 




















TO MANUFACTURERS SEEKING || 
AN EXPORT MARKET 


Leading American Foreign Trader with record of 50 years 
successful operations in foreign markets is seeking addi- 
tional lines of important American producers of small 
hardware, naval hardware, builders’ hardware, tools for 
distribution throughout the Orient and Latin America. 

Head sales office for Latin America is established in 
Buenos Aires. Prewar connections in the Orient will 
be immediately ne-established when conditions permit. 


At 


Your 
Jobbers Now! 
Gardeners like its 
perfect, flat-fanlike 
spray. Made of strong, 













Sales agencies under guidance of experts experienced in light, colorful plastic. No- 
each market. clog slotted nozzle gives 

If you are seeking clean aggressive representation write full oe Spel agg 
us details of your products for both immediate and postwar be Pong Adel aren your 
selling. If interested we will have a representative call on jobber about the full Allen 


you for further discussions. 





line of sprays and hose ac- 
cessories. Lawn Sprinklers 


Address Box K-25, care of HARDWARE AGE Ww. D. B. ALLEN MANUFACTURING COMPANY after the war. 
. . arren 
100 East 42nd St., New York 17, N. Y. ss aration sek a ae 


















Hold-E-Zees dd the job better, ‘teeter, 
They excel wherever screwdrivers are 
used. Gripper instantly released by spring 
action, sliding up out of way when not in use. High- 
est quality materials throughout. Order thru your jobber. 
UPSON BROS. INC., 84 Exchange St., ROCHESTER 4, N.Y. 

















WA f 












I'll Be Back When My 


3 Color Display. 9” x13”. Holds 




















gceten, om pit when Spee. Z Bigger Job Is Done 

advertised Congress Drives. Zz 

Special 50 Pulley Assortment Zz CHORE GIRL will be back again— 

Carefully selected. Includes 27 most popular BF h . il bl f | 

sizes, 14” to 5”. Rapid turnover. Cus- G when copper is available for clean- 

a ee Z ing use. In the meantime, don't 
Retail Value ..... $26.40 Zz forget her. Your customers won't. 
Your Cost ....... 15.00 fm After the war, housewives 











Your PROFIT .... 11.40 ° ° ° 
plete 0 5. of will appreciate this famous 


Shipping weight, 81 Ibs.) little cleanser more than 
Order from Jobber ever. 


(Name of nearest jobber on request) 
CONGRESS DIE CASTING DIV. METAL‘ TEXTILE .CORPORATION 


Congress Tool & Die Co. Est. 1914 
12, Michigan Orange N. 3. 





















quent TWO HANDY LUBRICANTS 
cor THINGS THAT STICK OR SOU A 


poe I) DISPLAYED TOGETHER - - 
SOLD TOGETHER 


Companion products — nationally advertised and 
needed in every home, office and shop. Profitable 

ipa 
year-round staple sales items that sell on sight. 01 IP VAP igen 
Information on these colorful, sales producing 
displays, available from your jobber. 


MANUFACTURED BY 


AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 


1945 



















SELECTED FROM THE HAGN MERCHANDISER 


AS A CURRENT VALUE LEADER 


RROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. 
bill divider, 2 utility pockets, replaceable 8 window pass card 
Sample, $1.50; No. 
per dozen, $10.95. 


(No exposed stitching to deteriorate.) Has 


412L155 Doz. $11.95; 3 dozen lots, 








Send For The Hagn Merchandiser 
JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1911 
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217-225 W. MADISON STREET « CHICAGO 6 c 
Camillus | gy ~ 
Capewell Mfg. 
Ch i ay 
hattanooga Impl. & Mfg. Co. 
} nee pn Mi 
jayton mbert £. 
If you're a i fel- Cole Hot Blast Mfg. 
ler you don’ Collet’ Supplies oa 
‘ollot Supp es, A es 
how a leech sticks Colt’s Patent Firearms M a  5asip 
— but if you’ve ever Columbia Malleable Castings Corp.... 97 
to the ee Columbia Enam. S Stamp Co. ...... 44 
. ole Columbian Rope Co. ............++.+ 160 
swimmin’ hole”’— Columbus: Me innon — Corp. 28 
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SEE UD. 2h.4600¢p00836casanee 
REG. U. S. PATENT OFFICE 1932 Corning Glass Works (Consumer Prod. o 
eee ak ee eee ae eee ee ee 13 
We believe Leech Cements, including a special Model Crescent Bronze ‘Powder 66 °2°7°22"! 157 
Builder’s Cement, have more all around uses than any D 
. - Desay COUP. eeiic ces. sstivnceocess 
other cement on the market. Attractively packed and Geanien. Meee | ee ee 185 
carded in sales-compelling displays—carries good mar- Delco Appliance Div. ...........-+ 26-27 
ew Fe Pees 57 
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Samson Cordage Works ............. 1 
Schalk Chemical Co. ... ....+..+-- . 153 
Scholihorn Co., Wm. .......+.0.0506 157 
Schwartz Mfg. Co. ........0-++-s00- 2 
Sheffield Bronze Powder & Stencil Co. 55 
Siebring Mfg. Co. .........-++-e0e - 147 
BieE CO, ccciccccccccsccscccccvecce 22 
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Slaymaker Lock Co. ........---ee006 161 
Socony-Vacuum Oil Co. ....... ° -- 108 
South Bend Toy Mfg. Co. ........ +. 113 
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Superior Fastener Corp. 





—. Biddle Hdwe. Co. .......... 105 
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Taylor Instrument Compinies ....... 119 
Tennessee Valley Associates ........ 64 
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Union Hdwe. Co. ........++seeeeee - 75 
United Gilsonite ane oeemeas 161 
Wnited States Time Corp. ........-- 5 
Upson B So ce ccdgeWecvegsees secs 159 
Walters Mfg. Co. . «+s 133 
Warner Products Corp . 147 
Warwick Mfg. Corp. 47 
Wheeling Corrugating Co. 54 
Whitney Carriage Co., A 133 
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Wickwire Bros. ...... 31 
Wilson- ‘Imperial 1 tnasnanes oconene 
Winchester Repeating Arms Co. .... 62 
Wood Shovel & Tool Co. alanis 74 
Woodruff & Sons, F. H. .... 128 
Wooster Brush Co. .....e0ssee tees eu S 
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Wrought Washer Mfg. ORL wiksacent 162 
X-Pando Corp. .....s+eeee-> 38 
Y 
Yale & Towne Mfg. Co. ............ 3 
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HARDWARE 
































Ca 


Fac 


Stra 





* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 











SLAYMAKER LOCK COMPANY 
SINCE 1888 © LANCASTER, PENNA. 


CARPENTERS er) _ 8 a E 
\\ i: De AND ALUMINUM ORIGINATED Fsicle ANDIALUD aINUM =. 
MAYES GUARANTEES BE CURACY seit E ff f sidcetsin 


ASK YOUR DEALER *AND DURABILITY = SRING 


navestoors {MAYES BROS.TOOL MANUFACTURING CO.. Inc. aw MicH. - 





A PROFITABLE FAST-SELLING 
ITEM FOR HARDWARE 
DEPARTMENT AND CHAIN STORES 


FILTO-KLEEN for 7 

KLEE years has met with 

outstanding success 

in hardware and 

houseware departments. Colorful 

moulded plastic. Rustproof. Fits any 

faucet. Instantly purifies drinking 

FILTO-KLEEN filter | watet and makes it crystal clear. 
with 1 doz. filter pads Not to be confused with an ordinary 


LON AM Me aati g om || ste oo ee” Te FLTERALEEN MFG. 00. 


HAIR CLIPPERS Refill pads, 6 doz. 60¢. 314-322 Chelsea St., Everett 49, Mass. 


Wout mar walls! 


INDUS T RIAL MOORE pusu-tess nancers 


A sg T F KR 4 (The Hanger with the Twist) 
phn MOORE pusu-pins 


papas ti (The Pin with the Handle) 


@ BRING WORK TO WORKER Every home uses both Hangers and Push-Pins for 

 chlaaricaculraestaid heavy and light mirrors, pictures, wall decorations. 

write for particulars 
FAULTLESS CASTER CORP 


Evansville, Indiana 


























MOORE PUSH-PIN COMPANY ¢ Seace /900 
113-25 Berkley Street, Philadelphia 44, Penna 





Branches in Principal Cities 


APRIL 12, 1945 





COTTERS 


@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve asa 
drift pin. Lamson stock cotters conform toall Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 














—- Champion 
FRICTION 
Catches 


Champion friction 
catches for cupboard 
doors are easily ap- 
plied . . . have blued 
steel springs . . . 





Champion friction 
catches for right or 
left hand, flush or off- 
set doors . . . packed 
with two strikes com- 
vlete with screws, one 
in an envelope. 





No. 9730 


Champion ads tell what Champion is manufacturing 


Orders filled to the best of our ability 





THE CHAMPION HARDWARE COMPANY 





162 














EGA. 
ALL KINDS — FOR ALL PURPOSES! 


No matter what your require- 
ments may be . . . washers of 
any size or shape, any mate- 
rial or finish, in any quantity 


...wecan supply or make what 


you want. Over 22,000 sets 
of dies available for produc- 
ing standard and special sizes. 


Our facilities are at 
your service. 


WROUGHT WASHER MFG. CO. 


WORLD’S LARGEST PRODUCER OF WASHERS 
2218 S. BAY STREET © MILWAUKEE 7, WISCONSIN 









No more old-fashioned oil cans for to- 
day’s modern farmers and mechanics! 
They go for the Controlled Oiling 


which the GOLDEN ROD Pump 
Oiler gives: - 
@ Thumb-pressure starts oil flow in- 
stantly! 
@ Ejects oil up, sideways or down, 
without waste! 
@ Single drop to solid stream—vol- 


ume determined by thumb pressure 
—uwup to 250-lb. tip pressure! 


Ex jionally rugged — hea 
wiles et baie 


Guaranteed 5 years! 
Choice of 3 spout types! 


See your Supply Jobber 


DUTTON-LAINSON CO., miz. div. 


Hastings, Nebr. Mfrs. Since 1886 


HARDWARE AGE 








bk rd 





Deluxe-oversized roller of 
the finest pure wool car- 
pet. Invisible seam as- 
sures smooth application 
without bumps or holi- 
days . . . Complete in- 
structions for use and 
care of the RED DEVIL 
ROLLER PAINTER are 
printed on the inside of 
wrapper. 


Prompt delivery from 
spring stock —order 
now while supply lasts. 









"17 PAINTS 
AS _ 
IT ROLLS’ 





A new, fine quality painter's roller 
with that “sell on sight” appear- 
ance. The superior roller-carpet 
permits use with oil paint as well 
as modern cold water casein and 
phenolic resin paints. The RED 
DEVIL No. 89 is perfectly balanced 
—handle designed to properly fit 
the hand. 


Write on firm letterhead for com- 
plete details. 

RED DEVIL TOOLS 
IRVINGTON, NEW JERSEY U.S.A. 


Creators of the Genuine 


RED DEVIL ROLLER STIPPLER 











- ROLLER PAINTER No.89 

















millions of fighting men are learning 

the advantages of Ray-O-Vac Leakproof; 

the battery that stays fresh for years...the 
battery that’s sealed-in-steel to prevent corro- 
sion damage. That's why our men now in serv- 
ice will demand Leakproofs when they return. 


NOT NOW AVAILABLE TO CIVILIANS 


The Only Flashlight od] VAC 


Battery For You To 
Feature After Victory 


FLASHLIGHT BATTERIES 


RAY-O0-VAC COMPANY, MADISON 4, WIS. 
OTHER FACTORIES AT CLINTON, MASS., LANCASTER, OHIO, SIOUX CITY, IOWA, FOND DU LAC, WIS., MILWAUKEE, WIS. 
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